


15 Cents 


; he 
}obbers Salesman 


qa “She magazine of the wholesale 
: electrical distributor and his salesmen 


Hea. October. 1925 
* ; 

" 

: 





Ten Great Discoveries 
Nailing Christmas Orders 
How Automotive Salesmen Work 


Handling a Publicity Department 









EVEREADy COLUMBIA 


¢ 


EVEREADy COLUMBIA 


Columbia 
Dry Battie: £eo% 





| plies. Biase er vET ORY Yi 
WESTEON UNIDM J 











Consumer acceptance 


you are guaranteeing the profitableness 
of the dealer’s dry battery business. Ever- 
eady Columbias need no pushing. You 
need spend only a minute or so at each 
call, writing into the order a shipment of 
Eveready Columbia Dry Batteries. 


“WE HAVE sold your products for some 
time,” says W. J. Wohler, Wohler Hard- 
ware Company, Minneapolis, Minn., 
‘‘and consequently can say that there is no 
sales resistance in selling goods manufac- 
tured by the National Carbon Co., Inc.” 

No selling resistance. That is one of 
the fundamental reasons why there is 
such a preference among dealers for 
Eveready Columbia Dry Batteries. When 
you book an order of Eveready Columbias 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, 
New York San Francisco 
Atlanta Pittsburgh 


INC. 


Dallas 


Canadian National Carbon Co., Limited, Toronto, Ontario 


Chicago Kansas City 


EVEREADY 


COLUMBIA 
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"= idea of having special news 
from some specific section of the 
country in each issue is working out 
well. This month the eastern people 
have their inning—considering New 
England as a special district to come 
in later for an issue of its own. From 
the east it will be desirable to skip 
clear across the country to the Pacific 
Coast and give them a thorough “air- 
ing” in the November issue. There- 
fore, each one of you in the states of 
California, Oregon, Washington and 
British Columbia can begin right now 
to send in all the live news concerning 
your company and the individuals in 
it that you can obtain. And do not 
forget the pictures, please. We can 
use a lot of them. 


~ * * 


UILDING operations in many 

localities are booming. Some- 
where in the offing that means 
business for the jobber’s salesman. 
One hundred feet from this editorial 
window they have driven twelve mil- 
lion rivets in three weeks. With 
every twinge of our flapping ear 
drums we endeavor to remember that 
jobbers’ salesmen are selling pipe, 
wire, boxes, fittings, solder, etc. to 
further these devilish activities. 


* * * 


N Portland, Ore, there dwells an 

undoubted optimist—a garage pro- 
prietor—for over the door of his hos- 
telry looms this legend: 


LIMP IN—LEAP OUT 


Could more be said! 

Well, we are not so sure. We re- 
cently heard that a man in the lum- 
ber business had sent in a piece of 
copy to a publisher that announced— 


“SUDDEN SERVICE” 
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NATIONAL poem 


SHERARDUCT 
and ECONOMY 
RIGID CONDUIT 
FLEXSTEEL~ 
Flexible Conduit 


Armored Cable 


OVALFLEX flat 
Armored Cable 
FLEXTUBE Loom 


NATIONAL BRACKETS 
METAL MOLDING 
2/ aero 


LIBERTY WIRES 























Cable and Cords 7 





OUTLET and 


| Switch Boxes- 





CONDUIT FITTINGS 


1482 Fulton Building 
Pittsburgh, Pa. 


Represented in all Principal Cities 






HE Equitable Building, Seventh Ave., 

New York, requires something more 
than 255 miles of SHERARDUCT Rigid 
Conduit for the protection of its wiring 
systems. 


One block away, a modest little storeroom 
uses a little less than ninety feet for the 
protection of its systems. 


Between these two extremes, the Nationai 
Metal Molding Company supplies hun- 
dreds of great public buildings and thou- 
sands of homes, stores and factories with 
one or another of its Wiring Products. 


Ranging from SHERARDUCT, a rigid 
conduit that will last as long as the build. 
ing in which it is installed, down to a piece 
of FLEXTUBE that winds its way through 
the joists in your cellar, there is a National 
Product for every possible wiring need. 


More than 20 years have been spent by National 
Metal Molding Company in patiently developing 
and perfecting Conduits, Cables and Wiring Sys- 
tems. From beginning to end, every process of 
fabrication and manufacture is under one control 
and one system of inspection and in addition to a 
large organization, trained to build quality into 
National Products, a staff of expert research men 
constantly study ways and means of making elec- 
trical wiring systems safer and better. 


Send for free book “Better Wiring for 
Better Lighting” 


ational Metal Molding Co 
— 
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Editor’s Page 


Co-operation In Chicago 
A LONG with the news of the formation of 


new Electrical Leagues and of the 

numerous benefits arising out of the op- 
eration of existing ones it is very satisfying to 
learn of the formation of a similar organization 
for the city of Chicago. It is to be known as 
“The Electric Association,” and is to bring in 
all of the electrical interests in the Chicago area. 

As the second city in size in the country, as 
the greatest electrical manufacturing center, 
and with the largest and one of the most pro- 
gressive central stations, it has been without an 
association truly representative of all the 
branches of the electrical industry. 

Though late in getting under way, The Elec- 
tric Association may be expected to make up 
for that fact in enthusiasm and in the furthering 
of progressive ideas. ‘Two large meetings have 
been held, attended by the leading men in each 
branch of the electrical industry. A constitution 
and by-laws have been adopted, temporary 
board of directors selected and the preliminary 
legal steps are being taken to have the organiza- 
tion in working order by December. 

* * * 


Saving Time in the Buyer’s Anteroom 
ée of the promising things that came 


out of the recent convention of the Na- 
tional Council of Traveling Salesmen’s 
Association in New York was the starting of a 
drive to save the time of salesmen when calling 
on buyers. That the movement was set under- 
way by a department store proprietor will not 
hinder its becoming effective in every other 
branch. of merchandising where salesmen are 
compelled to sit and wait while an overworked 
buying department transacts its- business, 
A committee of the National Council, which 
ny the way represents some. 900,000 of the 
country’s salesmen, was invited by Isidor Straus 
president of R. H. Macy & Co. to listen to 
he details of a plan he is developing which will 
esult in the formulation of a set of rules 
0 be practiced in the Macy buying offices. 
“hese rules will be sufficiently flexible to per- 
init of their being adapted in whole or in part 
ov almost any large commercial organization. 
“hey are intended, as far as possible to elimi- 
ate loss of time on the part of the salesman 
‘illing on the buyer, doing away with tedious 
\ aiting and letting each and every man know 
vast where he is “at” without delay, when mak- 


ing a call, so that he may govern himself ac- 
cordingly. 

Today we seek and are getting standardiza- 
tion in many directions where waste is tremen- 
dous. Why not standardization in the opera- 
tion of anterooms? Would it not be a pleas- 


‘ure to call upon a big industrial plant, central 


station or other institution known to be oper- 
ating under the “Standardized Sales Time Sav- 
ing Plan?’—to know that at once upon enter- 
ing we could be given a definite answer as to 
the approximate time at which we could expect 
to see our man, and then know for a certainty 
that we could get there when our turn came? 
The idea is not an altruistic one and is based 
upon sound business principles resulting in as 
many benefits to the buyer as to the salesmen 


and its progress will be watched with interest. 
* * * 


Capitalizing Curiosity 
rE V. LUCAS, in his book “Cloud and Sil- 
2 


ver,” relates the following fable: 

“Once upon a time there was an inn- 
keeper who, strange to say, was unable to make 
both ends meet. Nothing that he tried was any 
use. He even placed in the windows a notice to 
the effect that his house was ‘under entirely new 
management,’ but that was in vain. So in des- 
pair he consulted a wise woman. 

“Tt is quite simple,’ she said, as she pocketed 
her fee. “You must change the name of your 
mn.’ 

“ “But it has been “The Golden Lion” for 
centuries,’ he replied. 

“* “You must change the name,’ she said. ‘You 
must call it “The Eight Bells;” and you must 
have a row of seven bells as a sign.’ 

“ “Seven” he said; ‘but that’s absurd. 
will that do”? 

“Go home and see,’ said the wise woman. 


“So he went home and did as she told him. And 
straightway every wayfarer who was passing 
paused to count the bells, and then hurried into 
the inn to point out the mistake, each apparently 
believing himself to be the only one who had 
noticed it, and all wishing to refresh themselves 
for that trouble; motorists observing the dis- 
crepancy as they flew by, stopped their chauf- 
feurs, and, with the usual enormous difficulty, 
got them to go back; and the joke found its way 
into the guide book. 

“The result was that the innkeeper waxed fat, 
lost his health and made his fortune.” 


What 
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for Show Case 
Lighting 


Small and inconspicuous though it is, the 
X-Ray SCOOPETTE is a powerful source of 
light in the show case, and merits well the 
nick-name, “Little Giant of the Show Case.” 


The SCOOPETTE is noted for its remarkable effi- 
ciency. This unit uses a 25-watt lamp that burns tip 
down, insuring much longer life to the lamp. The Twice Actual Size 
small X-Ray reflector utilizes all the light from the 
lamp and directs it only on the goods displayed. The 
SCOOPETTE is the most economical equipment to 
operate, and is furnished complete, ready to install. 


CURTIS LIGHTING, Inc. x. ay: 
1119 West Jackson Boulevard mE oi mess RK REG, 
CHICAGO Moe tm cmvengeve wieaee we 
31 W. 46th St. 3113 W. Sixth St. 
New York Los Angeles 








Send for information about this 
handsome little black nickle unit. 
It means more business for you! 
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The Dealer’s Christmas Stock 


Some Concrete Suggestions That Will Help in 
Getting Action On the Order 


“Jim, how’s the Christmas stock?” 
is a perfectly polite and _ friendly 
question to ask the dealer these days. 
The trouble with it is that it doesn’t 
do a particle of good, as we all know. 
Next to Mr. General Public who, 
after millions of requests to do his 
Christmas shopping early, appears in 
the store late on the afternoon of 
December 24, the average dealer is 
the most dilatory. “Oh, I don't 
know whether this is going to be a 
good Christmas or not. Crops were 
pretty hard hit in some parts I hear. 
If there’s a coal strike people ain't 
going to spend money. Guess there’s plenty of time any- 
See me next trip.” 


EMPTY 


way. 

This sort of argument is held out by the dealer every 
fall—the same as it is early every spring about fans. 
Jobbers’ salesmen have wracked their brains for come- 
backs, hey and their sales managers have presumably 
sat up nights devising ways and means to make the 
dealer act early. 

In other worls, the time is ripe for you to go to your 
dealers and unblushingly insist on that Christmas order 
being looked after now. Of course you can hardly be 
quite that blunt about it, but there are steps, which 
should be taken in October to get him to make some 
kind of a start. 

There are four principal things that the dealer must 
hink about at this time in regard to his Christmas 
rade—less than 90 days before it becomes history. 

(1) The requirements of his stock. 

(2) His direct-by mail campaign to his prospects, 
vhich includes getting that mailing list into shape. 

(3) His displays, which are going to get the people 


into his store. 





“Time To Buy.” 


(4) Local newspaper advertising. 
A definite approach can be made 
and interest and action 
keeping this four fundamental things 


aroused by 


in mind. 
_ Take the first—requirements of his 
stock. You and he, for that matter, 
have had your experience. You say 
“order now” and he says “I'll wait.”’ 
The same thing happened last year 
and the year before. The result was 
that he came scrambling in with all 
the others and could not get the mer- 
chandise fast enough when he needed 
it. He missed out entirely on some 
things that he found out later would have sold. On 
others he got half enough and said later, “I could have 
sold another gross of those if you fellows could have 
got them here in time, etc.” 

To go to the dealer with the simple request that 
he order early is not sufficient, that every one knows. 
Why not try the plan, then, of conferring with him on 
his Christmas requirements in some different way that 
will arouse his interest and get him partly committed, 
so that you can come back on the next trip with a def- 
inite understanding that then he is to talk cold turkey 
and take definite action in the form of an order, if he 
is going to order from you? 

What is meant by this will be understood through 
studying the chart on the next page. It contains a 
list of the major Christmas items with columns opposite 
in which to jot down notes about each. Approach your 
dealer at a time when he can give you undivided at- 
tention and tell him that you wish to make a study of 
his Christmas requirements in view of his last year’s 
experiences, so that you can come to him in a week or 
two, on your next trip, with an analysis and a suggested 
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A Sample Form That Can Be Used In A Preliminary Canvass 
Of The Dealer on Christmas Requirements. 





order that you wish him to put in then. Lay this chart 
before him and ask him to help you fill in the informa- 
tion asked for and the chances are that you can get him 
interested and to talking about his last year’s experi- 
ences. If he is an old customer you may know them 
already or could tell by looking in the books. But the 
main point is that by going over past history in this way 
you can cause him to think in real seriousness of what 
he is going to be up against this year. Whether he or- 
dered last year enough of certain things or too much 
are the points of most concern with him. 

Having filled out this data sheet you have accom- 
plished several things. (1) You have obligated him 
to consider your proposed order when you come back 
with it later. He will in fact promise to do so. (2) 
You have aroused his interest in you and your sincere 
effort to help him with his problem. (3) You have 
aroused his curiosity as to what your report and pro- 
posal will be. (4) You have got him out of the put- 
ting-off frame of mind. (5) You have visualized his 
requirements to him in a way, that, if it has made the 
impression that it should, may possibly cause him to de- 
cide, with your help, to anticipate the final report by 
writing’ the order now for some of the more staple items. 

Data sheets of this sort can be run off by any job 
printer at small cost and should be used in preference 
to simply asking the dealer the questions and jotting 
down the answers in a note book. They are much more 
impressive and are a part of the stage setting. If your 
sales department does not wish to provide them, THe 
Jopper’s SaLesMAN will be glad to send any quantity 
upon request to any salesman without charge. 

During your preliminary survey, in the majority of 
cases, it wili probably be just as well to say nothing 
about your estimate of what he should order. Better re- 
sults may be obtained by taking away with you the re- 
port and digesting it. You are then in a position to 
go back to the dealer with a thorough idea of his activi- 
ties and results of the previous year. In this way the 
last column of the sheet illustrated —“‘Amount Sug- 
gested”— will be of sufficient clearness to you and in- 
terest to him so that it will then be only a question of 
amounts required rather than a question of what he 
should stock. 

While you are taking these steps toward getting the 
order there are the three additional subjects enumerated 
to take up with your dealer. Of utmost importance 
to the dealer is his direct by mail advertising which in- 
cludes getting his mailing list into shape. At this time 
he should carefully arrange his list of customers and 
prospects, increasing the list as much as possible, at the 
same time looking into the matter of pamphlets and all 
other such advertising which the manufacturers have 
prepared. Your dealer should, if possible, have his 
name imprinted on these circulars. All this takes time 
and he cannot start too early. Letters should be 
prepared in advance ready to send to every name on 
his list outlining the appliances available, inviting the 
prospects into the store, and featuring any attractively 
priced article he may be offering at that time. About 
December 20, your dealer could send out a shopping 
list similar to the one illustrated in the addendum to this 
article giving window display hints. People welcome sug 
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gestions as Christmas rushes upon them, and a list such 
as this will prove effective in the final mailing. That 
also hinges on his mailing list; that is, the quantity. The 
shopping list, when the quantity is ascertained, should 
be printed well in advance. 

Next there is the question of window displays, a bug- 
bear to the dealer always. He will expect suggestions 
and help from you and as good window trims are not 
grasped out of the thin air a number that have been 
used successfully have been gathered and are described 
at the end of this article. 

A final suggestion to make to the dealer is_ the 
recommendation of newspaper advertising wherever pos- 
sible. Competition is keen at the Christmas season and 
it is necessary for all merchants to keep their names 
before the public. Here is at least one piece of copy 
that may be submitted by you to be used in connection 
with cuts showing the appliances mentioned. “A Word 
to the Wise” is the heading followed by the statement: 

“Old Saint Nicholas has sent the following telegram to 
us. 


“You may spread the word about that my magical 
workmen have spent 50 of the last 52 weeks in satis- 
fying the demand of all your papas and mamas, and 
Marys and Johnnys and Aunt Kates and have made it 
possible for me to bring carloads of electric grills, per- 
colators, toasters, curling irons, tea urns, and irons, and 
a hundred other electrical things all wrapped in tissue 
and newly designed boxes. Make your request as soon 
as possible. 

“Yours, 
“Saint Nicholas.” 

The suggestion presented in this article if carried 
on to the dealer, plus the plan to secure early action 
in buying, through the medium of the data sheet, all are 
in the nature of a service to him that he will appreciate. 
The time and labor on the part of the salesman should 
not greatly exceed that necessary to just talk Christmas 
requirement in the usual way, and in justification of the 
service rendered you can reasonably expect considerable 
more than just a share of his business. 

(Turn to Page 68) 





In Line With Dealer Helps For Christmas, The Society 
For Electrical Development, Inc., 522 Fifth Ave., New 
York, Has Designed and Produced This Effective Display. 
Any Dealer or Jobber May Order This in Quantities 
Through the Society. Tony Sarg, The Well Known Illus- 


trator and Creator of the Marionettes, was Secured to 
Produce this Co-operative Display. It Departs From the 
Customary Repetition of Santa Claus and Presents the 
Idea of Electrical Gifts for the Whole Family. 
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How Automotive Equipment 
Salesmen Work 


A Salesman Has Either “Got It or He Hasn’t Got It’—the Ability to Sell. 
Important Factors in Keeping “Keyed Up” 


By E. F. SINDELAR 


Sales Manager, Beckley-Ralston Co., Chicago 


SALESMAN can learn something from construc- 
tive criticism. An idea may be gathered here 


if we had the caliber of man in that department who 
would make no mistakes, the cost of our merchandise to 





which will tend to increase our value to our the customer would be out of proportion to the additional 
employers and to ourselves. This article is written service secured. A salesman who explains that errors 
with the hope that somewhere will creep in, who hastens to 
in it there may be suggestions assure the customer of imme- 
which will prove of help to you. diate service in adjustment of 
First of all we do not believe HE Beckley-Ralston Co. is his complaint, can make it 


that salesmen should be crowd- 
ed with details. By details we 
the 
which many salesmen are asked 
If they 
have worked hard all day it 
seems unfair to insist that they 
spend a good proportion of the 


mean varicus reports 


to mail in each night. tools. 


tus. 


night writing a report of what 
was accomplished. Numerous 
orders the best reports 
that any house can receive. As 


Mountains. 
are 
a matter of fact its a question 


whether such reports, 
when received by various sales 


as to 
managers are put to the con- 
the 
spent on them demands. 


structive use which time 

Before taking a new item we 
generally give it to one of our 
city men to see how easily it 


After 





can be sold by him. 


one of the largest wholesalers 
in the country of automotive 
equipment, automobile parts and 
It is also extensively en- 
gaged in the sale of radio appara- 
Its activities extend from 
the Atlantic Coast to the Rocky 
Branches are main- 
tained in New York, Pittsburgh, 
Detroit and St. Louis, and 125 
salesmen work out from these 
points and the home office. It is 
of considerable interest to com- 
pare the sales methods of this 
successful jobber in the automo- 
tive field with those of electrical 
jobbers, in connection with prob- 
lems which are common to both. 


all seem trivial. 

Now in reference to choos- 
ing salesmen. Our method is 
quite similar to most others. 
Hiring them with the idea of 
putting them through the house 
with the positive aim of de- 
veloping salesmen is one prac- 
tice. Some men just sort of 
work up to it, while a third 
class is made up of men secured 
from outside sources. A sales- 
man has “either got it or he 
hasn’t got it.” And, that means 
ability to sell. If he has not the 
attitude, the ability to sell, he 
cannot be a salesman. If he 
has nothing, you can put no- 
thing into him. Many sales 
managers have held out hopes 
for men, but it really is too ex- 
pensive a luxury in which to 








a few days work, if he gets 

a number of orders, we can easily convince the others 
of the marketability of such merchandise. We have our 
own printing plant and each week issue a sheet which 
gives a detailed description of new items taken on by 
us, which sheet the salesman can put in his catalog. In 
addition the sheet contains information as to what the 
other salesmen are doing on various lines. This gives 
the men a cross-section view of how well the lines are 
selling and they can check the relative success of their 
own efforts from it. 

Many of you who read these lines have different at- 
titudes on handling claims. With us, our salesmen take 
the attitude that the house is right. You know a thing 
A salesman can make 
an error seem serious or neglible both to himself and 


is just as serious as you make it. 


to the customer depending upon his reactions to the 
complaint. Our reasoning is, we believe, sound. Of 
course errors in checking and in shipping are bound to 


occur. If our shipping department were 100 per cent, 





indulge. If a man can sell a 
bill of goods, it should not take long to find it out. If 
he cannot the same thing holds true. 

A more important factor is to keep your good sales- 
men “keyed-up.” |The salesmen must have the ability 
to maintain a constant enthusiasm. We give a man a 
specialty. It goes fine the first time he covers his ter- 
ritory. It’s great, he has a new toy but very soon he 
tires of it. He has had a horse now he wants a drum. 
But, if all the salesmen in his neighborhood are driving 
horses he will drive one to—he enjoys the contest. Our 
plan is to give them all a specialty and change to another 
just about the time the “old” enthusiasm is perishing. 


-then switch back sooner or later to the first article. In 


other words keep revolving the lines. This is an im- 
portant point and one which achieves excellent results. 
To jump to a new subject, we prefer to look upon 
the literature of a manufacturer as so much merchandise 
and to have it treated just exactly in the same manner. 
You salesmen should never lose (Turn to Page 6+) 
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UBLICITY has been my pet hobby for the past 
seven years here, and once I start opening my 
scrapbooks I begin to realize that the Central 
Electric Co. has done quite a bit of advertising since 
but really question whether it differs 
radically from what other electrical jobbers are doing. 
Manufacturers with whom I have come in contact say 
that it does—they insist that the publicity department 


its inception, 


of the usual jobber is very small, that some do not even 
maintain a department of publicity, but designate an 
individual in the sales department to shoulder the bur- 
den of advertising along with other responsibilities. 
Right off the bat, I condemn the latter procedure. 
I do not believe that any single man can profitably or 
efficiently devote his mind to several subjects, broad in 
themselves, at the same time. He do himself 
justice, nor the concern that employs him, and the sooner 


cannot 


he specializes on either sales work or advertising, the 
seconer will he accomplish more. Even eight hours a 
day seems entirely too short in which to perform one’s 
advertising duties, and with other subjects occupying 
a man’s time, I don’t see how it can be done—efficiently. 
It is a good deal wiser to employ a man to specialize on 
publicity only, and to give him an opportunity to prove 
his worth, 
General Catalog 

The Central Electric Co. has always issued a general 
The first few small and 
have gradually become larger in 
size, keeping pace with the com- 
pany’s development. Our gen- 
eral catalog No. 39, compiled 
in 1916, was completely laid out 
and edited by our publicity de- 
partment. Imagine the work in- 
volved in laying out 1400 pages 
at a time when manufacturers 
were not so ably posted on ad- 
vertising as they are today. 

The time and 


catalog. issues were affairs, 


investment 


and delays and hardships that 
were experienced causes us to 
advise all electrical jobbers to 
have their catalogs built upon 
the unit system, providing, of 
course, that the book is of any 











Showing The Difference Between The Old Style 
Price Book and the Small One Now Used 
By the Central Electric Co. 
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From the Publicity 
Man’s Viewpoint 


His Work Takes on a 
Variety of Forms. Sug- 
gestions on How to 


Make Advertising Pay 
By F. J. JUSKA 


Publicity Manager, 
Central Electric Co. 





appreciable size. The unit system probably is a little 
costlier in actual: figuring, but in the long run it saves 
money and eliminates a lot of grief. We advise all 
jobbers to think thrice before deciding to compile a 
book of a thousand pages or more. Our general catalog 
No. 40, our latest, was compiled and printed by R. R. 
Donnelley & Sons Company, and we are sure that the 
results justified the investment. 

Salesman’s Loose Leaf Price Book of General Catalog 

Years ago we employed an awkward system of putting 
prices and data on new merchandise before the eyes 
of our salesmen. Every representative had a regular 
general catalog in loose leaf form to which he daily 
added punched mimeographed sheets. 

What disadvantages! The price sheets were difficult 
to mimeograph attractively and a great amount of money 
was lost in paper wasted. This was due to the fact that 
the sheets were punched and when fed through the 
mimeograph crumbled and spoiled. 

Saturday being a half day, it was a most difficult mat- 
ter to mimeograph 20 sheets in the time allotted. Some 
of the pages were mimeographed on both sides which 
required that they be blotted. This slowed up the oper 
ation all the more. The outlay of money on new binders 
and repairing old ones was disheartening. Searcely a 
week went by when we did not pay out many dollars for 
new binder equipment. 

This disgusting condition 
was contended with for several 
vears, until at last the situation 
demanded that the cards be laid 
on the table. We called in nu- 
merous loose-leaf manufactur- 
ers and finally succeeded in 
obtaining the practical system 
which we are now using. In- 
stead of a big awkward binder 
weighing in the neighborhood 
of 20 pounds, our new binder 
complete with sheets weighs 
about a pound! 

Imagine the reaction on the 
part of our salesmen at this 
transformation. Instead of 
getting round shouldered and 
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weary our salesmen are spry as they make them, ready 
to take a firm toe hold and to pinch hit. 

The difference between the new and the old form of 
loose-leaf price books in forceably brought out in the 
illustration herewith, showing the two side by side. 

We have a novel mechanism in this small binder which 
consists of a swinging, pivoted strip which is slightly 
turned in order to add new sheets and remove obsolete 
ones. Instead of being- mimeographed, the sheets are 
printed from standing monotype, a system which allows 
the practicability of making changes easily. Monotype 
has mimeographing beat to a standstill because the type 
can be easily changed to this or that, whereas mimeo- 
graphing requires the cutting out of figures that have 
appeared on previous sheets. Some may question the 
advisability of following our procedure due to the limited 
number of sheets needed. It may have some bearing on 
this subject to tell you that our runs do not exceed 150 
copies, and still we consider the monotype system worth 
while. Another thing—sheets are not sent to the sales- 
men every day or so. We send them out but once a 
week. If a price changes in the middle of the week, we 
simply mimeograph a circular letter asking the sales- 
men to make the change in his price book and let it re- 
main there until the revised sheet is issued, which follows 
not more than four days after. This is because all of 
our men get revised sheets on their territory every Satur- 
day. Instead of spending money .for mimeographing 
every day, we spend money for printing one day. You 

can easily figure the contrast, and the advantages of 
our system, 


Special Catalogs, Booklets and Folders 
Realizing their possibilities, the Central Electric Co. 
has always employed catalogs, booklets, and folders 
to geod advantage. Intelligently prepared catalogs, 
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chock full of practical information is what most buyers 
want, and we have always endeavored to see through the 
other man’s eyes. Then again, distinctive catalogs can 
do much to supplement the work of the territory sales- 
men, and often close a sale in his absence. 


The specialized catalog, illustrating a particular line, 
can do much towards cutting down waste. We know that 
oftimes a customer is possibly interested in one class of 
merchandise. Let us assume that that particular line 
is home appliances. Is it worth while to send a big, 
bulky book, when it is possible to send the prospect a 
special treatise on the subject? No. The impractic- 
ability of this plan is obvious, furthermore, the customer 
dislikes looking for a certain kind of device among thou- 
sands of other items, and often wonders why the jobber 
has been apparently so wasteful. 


The company has always realized, however, the ad- 
vantage of having an up-to-date general catalog, which is 
not only a reference book but an encyclopedia as well, and 
can be used by the trade in making up a list of material 
for a job or in compiling data regarding an installa- 
tion. We furnish one as a matter of course. 

Possibly we use booklets and folders more extensively 
than other jobbers because we have had so many spe- 
cialities to offer our customers. Such lines embody those 
over which we control exclusive patent rights. This 
makes it necessary for us to prepare something really 
worth while, and capable of being furnished in quantity to 
our distributors with their imprint. 

Our distribution is usually guided by the co-operation 
we receive from a distributor. If he is sincere in his 
efforts and alert we do not necessarily draw the line, 
but furnish enough literature to cover all of his pros- 
pects. A whole lot of course depends on the distributor. 
If he is progressive and vitally in- (Turn to Page 72) 
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The 
Dining Car 
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Dear Folks: 
With strong and healthy appetite, I faced a healthy meal, a juicy steak was on my plate that held a 


strong appeal. 
single dish, a pleasing smell arose. 


my coffee cup in hand and smiled a sickly smile. 


little bite. 
riding on a train. 





Potatoes hashed and browned in cream brought pleasure to my nose, in fact from every 


Thought I, “At last, I’m going to dine,” so started with a grin, to cut a piece of steak to feed the ap- 
petite within. The steak had other thoughts in mind, at least it seemed that way, for ’pon my soul it flopped 
about as tho it liked to play. I chased it all around the plate and stabbed it once or twice, resolved that I 
would capture it regardless of the price. I knew that folks were watching me, so rested for a while, and took 


I must admit I took the cup with just a little fear, and sure enough the coffee jumped and lit upon my 
ear. I tried to put some butter on a slice of baker’s bread, but on a lady’s reaching hand, I let it fall instead. 
That dinner kept on dodging me, it made a sporty fight, but now and then I scored a point and caught a 
I paid the bill and gave it up, my hopes for food were slain, no more II] try to eat a meal while 


Cordially yours—T. V. R. 
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More Radio Orders Wanted 


at Once 


The Call Is Going Out to Jobbers’ Salesmen to Thoroughly Develop Their 
Territories—Suggestions on Working a City of the 
Twenty Thousand Class 


By D. C. WALLACE 


Manager Radio Dept., Peerless Electrical Co. 


N ALL the years past the jobber’s salesman has 
I done a good job of selling in the regular lines of 

supplies and appliances—considering the multiplicity 
cf lines and the problems he has been up against, a far 
better job than most people realize. 

Along came radio a few seasons back and he was 
asked to take that on also. In the first two years of the 
scramble it was a matter of supplying demand, if pos- 
sible. At that time he was largely an order taker— 
everybody was for that matter who was connected with 
the merchandising end of the business, if merchandising 
it could be ealled. 

This season, however, there is a different complexion 
on the business. It is approaching a basis of stability, 
and conditions from now on call for real sales work. 
So the jobber’s salesman is now faced with the pro- 
blem of keeping his end up in the new order of things. 
It may be assumed that now he is being called in and 
asked to maintain certain radio quotas in his territory; 
to be responsible for producing a certain number of 
dealers in the territory and developing along efficient 
lines. 

More radio orders are wanted at once. We are going 
to assume that a jobber’s salesman, Jones by name, has 
been called to the carpet and he is going out the next 
.day. His first stop is in a tewn of 20,000 and he is 
told that it is up to him to send back more radio orders 
than has been the custom for the last few weeks. Jones 
realizes that the radio season is here. Every moment’s 
delay is costly, every day means just that much time 
lost as far as the radio business is concerned. 

He probably will have found from past experience, that 
one particular radio dealer is best equipped, and most 
enthusiastic about the radio business in that town. Rare- 
ly does it pay to try to make more than one radio dealer 
function in a community of 20,000 or less, particularly 
where the line of sets is satisfactory, both from the 
standpoint of price and performance. This statement, 
however, is made with one proviso—that you secure a 
dealer who is capable of selling the number of sets the 
population calls for. If there is any doubt about this 
‘ther steps should be taken as explained farther on. 

It is true that parts, accessories and tubes are able 
to stand larger distribution and a wider distribution than 
ire sets. The sets themselves, however, should be sold 
with some satisfactory degree of protection. The 
‘ther items are sold more as a commodity, a convenience, 


or for replacement purposes and it is entirely right to 
call on other dealers to secure orders for tubes and 
other equipment than sets. 

Accordingly we have automatically divided our deal- 
ers into two classifications. Those who will prove val- 
uable in selling our line of sets and those who will prove 
valuable in selling the other material and not the sets. 
The dealer who sells the sets will naturally sell the other 
equipment as supplementary to the sets so naturally he 
would be the more valuable of the two classes of dealers. 
Jones realizes this, so first makes it a point to call on 
the dealer to whom he hopes to sell more sets. 

The old saying about the early bird getting the worm 
is very often applicable to the selling of radio. There 
is apparently not another line which takes so much of 
the salesman’s time. That the early bird gets the worm 
can well be supplanted with the saying that the radio 
bug gets his share. Enthusiasm is a wonderful thing. 
The showing of sets to a dealer, even showing him his 
own sets that he already has will help work him up to 
the point where he will be glad to buy more radio. 

All the time neeessary should be spent with the set 
dealer, even if an appointment that evening will help find 
him in a position where radio and radio alone can be 
discussed. There is real profit in radio. The amount 
of money a.dealer can make is only limited by his fore- 
sight and his ability to see this growing chance for real 
profit. Jones has calculations all figured out, in dollars 
and cents. So much is made on each sale of this partic- 
ular set, in dollars and cents; so much is made when this 
other set is sold. This smaller set has a wonderful oppor- 
tunity along with each sale. For instance it can be sold 
with the provision that it may be returned by the con- 
sumer to the dealer before a 30 day period is up, and 
full credit will be allowed towards the purchase of a 
larger and finer set if desired. 

On the other hand Jones will probably find it to his 
advantage to talk strongly of the finer, more expensive 
sets, as everyone is interested in the best set offered. 
Endeavor to get orders for future requirements as well 
as for those of today. The dealer should be informed 
that planning into:the future is a necessity; it is es- 
sential that an estimate of the sets and equipment de- 
sired be actually placed in order form. These advance 
dates come soon enough—Jones knows that an order in 
the hand for the future means a great deal of future 
business for him. 
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The magic of electricity was never better exemplified than it 
has been in the north of Sweden, where the building of the Porjus 
water power plant has reclaimed an arid section of more than 
100 miles square and has converted it into a modern industrial 
center. Then years ago the section around Porjus was a wilder- 
ness of weeds and sand and the biggest battle in constructing 


the Porjus plant was in building transportation facilities for 
transporting the necessary supplies and tools for the engineering 
project. The picture at the left shows the first marks of civiliza- 
tion. Today Porjus supplies power, light and heat for hundreds 
of miles and manufacturing and residential districts are spring- 
ing up overnight.—Kadel & Herbert. 





Jones has found in past experience that it is a good 
thing to have samples of his newest and fastest selling 
There is a certain magic in the showing, 
the feeling of a smoothly working piece of mechanism, 


sets along. 


that creates the desire to show this to others and have 
it in stock for display and in sizeable quantities for large 
quantity sale. 

The only possibility for having more than one dealer 
in a town is where the dealers’ consent has been secured 
and where twe or more dealers can work in harmony. 
The dealers are usually quite sensible on this point if 
singly they are not large enough financially, or are not 
able to give the service that a city of such size would 
warrant. Manufacturers’ salesmen these tactics 
when calling on the different jobbers in a town. — This 
is the most satisfactory method all around and the job- 


use 


ber’s salesmen should not hesitate to ask who else will 
assist in the proper distribution of the product to the 
There are many dealers who would not be 
within 


consumer. 
able financially to handle the entire 
their immediate neighorhood, and if they do not actually 
order sizeable quantities, this should be pointed out 
to them. <A town of 20,000 for instante would have 
t,000 families. By analysis and survey we find 
that the average percentage of homes having a radio set 


territory 


about 
in a small community is about 18 per cent. Surveys 
show that an average of 25 per cent of the people ex- 
pect to buy a radio set this year, and admitted this fact 
during the survey. 

Approximately 1,000 sets should be sold in that com- 
munity this year. This includes all types, makes and 
sizes, even the cheapest, simplest, homemade sets, and 
sets secured through the mail order houses.. Obviously 
it would not be fair to consider one dealer as capable 


ef selling all of the sets. 
The dealer to handle the line of sets to be sold by 
Last 


Jones should certainly be an average dealer. 





year the average dealer (not curbstoners, or mail order 
houses) sold, according to the survey, 10 sets per each 
1,000 families. In this town of 20,000 are 4,000 fami- 
lies and an average dealer should sell 40 sets, during 
the season. 

Undoubtedly Jones’ choice of dealers would pick one 
above the average, and this quantity should be even 
Let us assume the worst, however, and call him 
If Jones doesn’t nail him for an order of 
10 sets he isn’t on the job. Forty isn’t 
when distributed properly over the season, and dis- 


more. 
average. 
sets many 


tributed over various periods such as the following: 

To be shipped immediately, 10 sets (assorted prices 
and sizes). 

To be shipped October 15, 6 sets (assorted prices and 
sizes ). 

To be shipped November 1, 6 sets (assorted prices ° 
and sizes). 

To be shipped November 15, 6 sets (assorted prices 
and sizes). 

To be shipped December 1, 6 sets (assorted prices 
and sizes). 

To be shipped December 15, 6 sets (assorted prices 
and sizes). 

This will get into the hands of the dealer a good sub- 
stantial demonstrating stock at the very first, will as- 
sure him of continuous supply and yet not be so great 
but that he will have to order more to fill in the differ- 
ent quantities. The pre-Christmas order, for example 
would be increased greatly and about December 1 the 
dealer will probably be ready to supplant his December 
15 requirements with another special and additional 
order to be shipped December 10. 

The main thing is to get the order and to get it now. 
This proportion of sales to families will hold true this year 
in much the same manner that it did last year. If the 
dealer doesn’t show possibilities (Turn to Page 104) 
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Ten Great Discoveries in 
Salesmanship 


Salesmanship Started With Speech and Gradually Worked Its Way Up Past 
Alibis and Door Mats Until It Came at Last to Psychology 


By WILLIS H. PARKER 


G. WELLS, the Britisher, who has made a name 
H for himself by putting history in packages 

that are easier to tie up, has recently written 
an article on the “Ten Great Discoveries” in the world’s 
history. He lists them as follows: 1—The Implement; 
2—The Moral Law of Taboo; 3—Speech; 4 
Siock raising; 6—Agriculture and the Calendar; 7—Sub- 
jugation of Water; 8—Writing; 9—Money; 10—Science. 

That’s all very interesting, but Mr. Wells is a student, 
apparently not familiar with salesmanship, and since it 
is not included in his list, perhaps we may have a little 
“Ten Great Discoveries” all of our own. The question, 
therefore, is, “What are the Ten Great Discoveries in 
Salesmanship?” 

Looking back over the history of salesmanship, we find 
great discoveries which have advanced the art and made 
it what it is today with a future still brilliant with 
prospects. Salesmanship had its origin about the time 
that Mr. Wells’ third great discovery, speech, was made. 
Speech was the first thing that raised man from the realm 


Fire; 5— 





of theft to the state of paying for what he got. Before 
that, man was unable to express himself and when he 


wanted something, he had no way of asking its owner 
“How Much?” Hence he waited until dark and took 
it by force. With the discovery of speech came funny 
stories. When the owner of an article wanted to dispose 
of it, he sought someone who needed it and a funny story 
or two clinched the bargain. No doubt, the first funny 
story was about a mother-in-law. We have found traces 
of prehistoric men who died laughing; only a mother-in- 
law joke could cause such fatal merriment. 

Immediately following the discovery of speech, came 
the discovery of the handshake. The salesman found 
that by holding one of his prospect’s hands, his samples 
could be handled by one hand only, thus keeping them 
among those present. Furthermore, since it is difficult to 
inspect a sample thoroughly with one hand, especially 
if it is the left hand, the prospect did not have as much 
opportunity to detect defects. And another thing, by 
holding a prospect’s hand in a firm embrace, it was easier 
to rivet his attention on the matter at hand. If his at- 
tention began to wander, a squeeze on the part of the 
salesman would force the merchant or customer to get 
his mind back on business again. In fact, this is what 
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“The Element of Surprise In This Case Is Greater, For The Prospect Is Looking For The Sample To Jump Out 


Of The Case.” 
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gave the salesman a really firm grip on the situation. 
The third great discovery was the Doormat placed in 
front of retail stores. Most of them had printed upon 
them, “Well, Come.” You see, prehistoric man knew 
little about the theory and practice of heads up, chin 
cut, chest up and tummy in. He wore no shoes and had 
to watch his step. Owing to the large number of dis- 
carded pop bottles in the streets of the prehistoric vil- 
lages, a customer walking down town had to be careful 
lest he step on broken glass. Hence he kept his eyes on 
the ground. Some enterprising retail salesman noticed 
this and placed the “Well, Come” sign on the ground 
where the customer would see 
it while looking for broken 
glass. It was also an intima- 
tion that there was no broken 
glass inside the store. That 
was the first display adver- 
tisement. Apparently it 
brought results, for ruins of 
ancient cities disclose they 
were common and they have 
been handed down through 
But some- 
where along the line, a com- 
ma and “L”’ were lost. This 
handing down of these great 
discoveries shows how great 
There never has 
been elimination of 
speech in salesmanship nor 


has the of holding 


the ages to us. 


they were. 
any 


custom 





case and when it suddenly is flashed under his nose from 
an entirely different source, it is certain he may be 
startled into activity. It is something like the little toy 
jumping frogs or toy snakes, which, because of their un- 
suspected activity, arouse in the hearts of the spectators 
a desire to possess. 

Now we come to the fifth great discovery in salesman- 
ship. It is somewhat based upon the other four. It 


was especially needed after the discovery and practical 
use of the Sample Case, and it enabled the salesman to 
call on more persons in a given length of time and in 
different communities. 


It was hard to remember the 
names of the buyers, and, 
with changing styles in hair- 
cuts, it was difficult for buy- 
ers to remember and recog- 
nize the salesman. There 
had to be some means of re- 
taining the name in a posi- 
tion which would guarantee 
that these were the principles 
—buyer and seller—involved 
in the transaction, and fur- 
ther to prove to the employer 
of the salesman that he had 
been over the territory. This 
great discovery was the 
Dotted Line. There have 
been many modifications of 
the Dotted Line, but the 
principle remains the same— 
the salesman knows when to 


hands ceased. In both of stop arguing. As soon as the 
these two great discoveries, “Hence He Waited Until Dark And Took It By customer’s signature strad- 
improvements and modifica- Force.” dles the Dotted Line, further 


tions have been made, so that 

a salesman, if he is on to the ropes, may present a weak 
hand, a strong hand, a warm hand or a cold hand; an 
enthusiastic tone, a nervous tone, or an uncertain tone, 
according to the manner in which he seeks to impress 
his customer. Speech has improved and the vocabulary 
enlarged and enriched:by slang phrases while the stock 
of the funny stories has enormously increased. 

The fourth great discovery was the Sample Case. The 
prehistoric man soon discovered difficulty carrying his 
samples under his arm. Furthermore, when a prospect 
saw the salesman enter the door, he could tell from the 
samples displayed whether he was the soap man or 
rolled oats peddler. The element of surprise was not 
present. Curiosity has resulted in many sales, and the 
salesman with his several samples hidden by a thin 
thickness of leather holds his prospect in suspense and 
wondering what is inside. Since then, salesmen have 
carried Sample Cases. There have been improvements 
made in the size, quality and character of Sample Cases, 
but they still remain one of the most necessary accoutre- 
ments of the salesman. The element of surprise has been 
maintained throughout the ages, for no prospect can be 
certain what is inside the Sample Case. The salesman 
may be clever and carry his samples in his inside coat 
pocket in case of stocks and bonds or oil stock, and use 
his Sample Case only as a protection to his nightgown. 
The element of surprise in this case is greater, for the 
prospect is looking for the sample to jump out of the 





sales talk is unnecessary. This 
lias increased volume of business per salesman, for, in- 
stead of arguing all day and having no absolute proof 
that the sales is made, all a salesman has to do is to 
refer to Rule 15 which says, ““When the customer has put 
his signature on the Dotted Line, the sales has been 
completed. Thank him, immediately pack up your samples 
and go to the next store.” 

With the acceptance of these five great discoveries, 
salesmen became civilized. For years, there was no 
great improvement in salesmanship. Supply was about 
equal to the demand and there was no need of improve- 
ments in the art. However, there came a time when the 
supply was greater than the demand and competition be- 
came keener. Some means of getting business easier 
was necessary. The discovery of Discount then was 
made.* At first Discount was a simple thing. It was an 
agreement to knock off a certain amount from the pur- 
chase price for cash within a certain period of time. His- 
tory is a little vague as to how much the first Discount 
was, though there is every reason to believe that it was 
10 per cent on the time period of -30 days. Nowdays 
Discount is more complicated and a tricky salesman can 
manipulate the figures so that an unsuspecting merchant 
gets all tangled up and really doesn’t understand what 
he’s talking until he has had several hours to think i 
The principle has remained the same, but th 
(Turn to Page 60 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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MARKET PRICES MARKET PRICES MARKET PRICES 
Aug. 15 to General Aug. 15 to General Aug. 15 to General 
COMMODITY Sept. 15 Trend Sept. 15 Trend Sept. 15 Trend 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8S. Dakota, Nebraska, Kansas, Okla 


homa and Texas; Central States all between. 
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The Gloom Dealers 
Have Proved to. Be 
Beautifully Wrong 


Throwing Men Out of Work 


Every Great Invention, Instead of Doing This, in the Long 
Run Has Resulted in an Increase in the Amount 


some people because it would throw 
people out of work. There were riots be- 


pein discovery has been opposed by 


cause of the introduction 
of the cotton gin, and 
trouble over the sewing 
machine. The coming of 
the steam engine doubt- 
less threw many livery 
stable keepers and_hos- 
tlers out of work, as did 
the invention of the auto- 
mobile. But these persons 
were re-employed for bet- 
ter wages and at a better 
kind of labor as_ brake- 
men, conductors and 
drivers. 

So it claimed, 
when motion pictures 
came into vogue, that 
the speaking stage was 
doomed. It was said also 
that when the  phono- 
graph appeared musicians 
would go hungry. They 


was 


thought that with music | 


in the home, people would 


not go to concerts or operas. 

“All these gloom dealers have been beauti- 
fully wrong,” says one, “industry today sup- 
ports a far greater number of workers than it 


and Quality of Employment 
By DR. FRANK CRANE 





did in the days of hand looms. The motion pic- 
ture has increased the actors’ chances of employ- 
ment and the phonograph industry, instead of 


diverting from concerts, 
has been the means of 
sending to the concert 
many people who never 
willingly had gone _be- 
fore.” 

The truth is that every 
invention, while it may in- 
terfere with the trade 
of some persons tempor- 
arily, in the long run in- 
creases the amount and 
quality of employment. 

The bettering of the 
world and the making of 


It a decenter place to live 


in is a process that not 
only involves construction 
but destruction. Not only 
must new devices be in- 
vented for the use of 
man, but old devices must 
be scrapped. 
Whatever increases the 
welfare of the human 


race, while it may work a temporary hardship 


Copyright, 1925, by Dr. Frank Crane 


to some, is a blessing to the majority in the long 
run. Yes indeed, the gloom dealers have always 
proved to be beautifully wrong. 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 





Above is an exceptional view of the illumination of the 
Grant Park Stadium, Chicago, during the recent rodeo.— 
Underwood. 


Below is Walter B. Symonds. expert glassblower, now in 
the Bureau of Chemistry, Department of Agriculture. He 
blew the bulb for the first electric light globe ever used, as 
well as the bulbs used by Thomas A. Edison in his early 
experiments. Symonds is shown blowing test tubes in the 
Bureau of Chemistry. He makes all the glassware for the 
experiments and tests conducted there.—Underwood. 





Due to the inventive genius 
of Mary Hallack Greenewalt, 
the problem of general lighting 
for concert halls, churches and 
theaters appears nearer solution. 
Mrs. Greenewalt has completed 
what she calls the light player, 
a device which is placed in the 
orchestra pit, and which is oper- 
ated like an organ. There are 
three flights of keys controlling 
the lights which give 267 ap- 
preciable gradations of color. 
The apparatus controls as much 
as 66,000 watts of illumination 
which may be filtered as the 
operator pleases and in keeping 
with the musical theme. The 
light-color player is very com- 
pact, being but 42 inches long 
and about 2 feet deep. The 
switchboard is equipped with 
pedal controls and does away 
entirely with the old fashioned 
control switchboard behind the 
scenes.—International. 
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At the right 
is the first of 
130 electric mo- 
tor cars being 
built at the 
Pullman Car 
Shops for serv- 
ice on the new 
Illinois Central 
electrified su b- 
urban ser vice, 
Chicago. Each 
car costs $380,000 
to construct. 


This strangly trimmed tree on the West Chester 
Pike, near West Chester, Pa., has caused much com- 
ment. What gave it it’s strange shape? Is it pos- 
sessed of a devil? No, it is a case of nature bowing 
to progress, for the odd trimming was necessary to 
allow the telegraph wires to pass through the 
branches. Many times a tree is ruthlessly chopped 
down to make way for such improvements, and this 
style of trimming not only saves the tree but gives 
free passage for the important wires.—Underwood. 


Tommy Gibbons, the St. Paul 
heavyweight. is pictured here 
making a radio address while 
on the go by means of Station 
WGMU, The traveling broad- 
casting station hooked up with 
WAHG in Richmond, II]l.—In- 
ternational. 
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The apparatus below (International photo) may 
look like a steam heated frying pan but it really is 
a machine for photographing sound. The machine 
was constructed at the University of Iowa and has 
been used to photograph the voices of speakers and 
singers in an effort to find the basis of their vocal 
charm. The lower part of the photo shows the 
chart which recorded the sound. A membrane was 
set vibrating by the waves. This vibration 
was paralleled by a mirror which in turn flashed 
a point of light upon a rapidly moving film which 
retained a record of the sound wave. At the right 
(Underwood photo) are two students making a 
picture of the voice. 


And now they are fixing it so that radio lis- 
teners far inland may hear the waves of the 
ocean. The comely Miss Miriam Sharp holding 
microphone over the surf at Atlantic City, N. 
J., the while it “picks up” the roar of the waves 
for broadcasting over the ether waves of Sta- 
tions WIP and WGBS.—Kadel & Herbert. 




















Here is pictured one of the eight huge elec- 
tric motors on the U. S. S. Saratoga airplane 
carrier, Two of these motors, each of 22,500 
horsepower, are directly attached to each of 
the four propellers on the ship. This 180,000 
horsepower propulsion equipment, supplied by 
the General Electric Company, is designed to 
drive this 35,000 ton vessel at a speed of 34 to 
36 knots an hour, equivalent to 40 miles. The 
men standing alongside the motor indicate its 
immense size.—International. 
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R. W. Van Valkenburgh 


Southwest District Manager, Western Electric Co., Dallas 
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MEN YOU SHOULD KNOW 


Southwest District Mgr. 


R.W. Van Valkenburgh, warn 


made a remark that. he “would rather make men 

than money,” and one man who has made this the 
cardinal principle of his life is Robert W. Van Valken- 
burgh or “‘Mr. Van,” as he is affectionately known to his 
associates. He is the southwest district manager of 
the Western Electric Co. He is the type of manager who 
takes great personal pride in 
the success of those men 


A NDY CARNEGIE or some other great man once 


initiated one who goes to him without “know the 
facts,” whatever his idea or proposition may be, soon 
sees the error of his ways. He finds out with slight 
delay that the boss has no time to waste on impractical 
ideas, however much encouragement he may give to sug- 
gestions and constructive thoughts from even the be- 
ginners in his organization. 

Whatever he does, he puts 
himself into it heart and soul 





trained in his organization and 
it may be said truthfully that 
he has always rejoiced over 
their promotions much more 
than over his own. He has the 
faculty of getting the best out 
of a man, getting his personal 
loyalty, which in Mr. Van's 
mind has always meant loyalty 
to the company. And _ this 
means that many times he has 
had to work and work over a 
man to bring out the best that 
is in him, 

One of his proud moments 
was when he returned to Dal- 
las as district manager after an 
absence of three years and 
found only three new faces in 
an organization of 66 people. 
In fact, excepting a few who 
came with the Dallas branch 
many years ago, the entire 
Dallas organization, which in- 
cludes branches at Houston and 
San Antonio, is Dallas trained. 
From the manager of the dis- 
tributing house at Los Angeles 
to the district manager of the 


practical. 


Facts.” 





Man Maker 


‘~ AR. VAN” is known as a 

trainer of men- Individ- 
uals who have been fortunate 
enough to come up in the busi- 
ness under his influence are 
found in responsible positions 
throughout the great Western 
Electric organization, The secret 
of his success in this direction 
lies in the personal loyalty that 
they early, almost instinctively 
feel for him and which is natura- 
ally carried on to the company 
itself. Every man and woman 
in his employ is free to come to 
him with constructive ideas or 
criticism, which are received and 
evaluated and put into effect if 
But in going to him 
you must always “Know the 


and inspires his associates with 
the same fervor. He is slow 
to get started on a plan or a 
campaign and insists that it be 
carefully planned in all its de- 
tails before it is launched. 
Then he sticks and keeps 
everybody else sticking until it 
has been thoroughly tried out. 
No changing horses in mid- 
stream for Mr. Van. “Be sure 
you are right and then go 
ahead” is another of his mot- 
toes. 

He is not only the boss but 
a father to his organization. 
He stands in loco parentis to 
all of them. Furthermore, he 
leads them by a system all his 
own to know that “the sharp- 
est sprouts of wit are watered 
by a steady trickle of perspira- 
tion.” Slow to make friends 
and not much of a “mixer” as 
a salesman would put it, yet 
when he finally does become a 
friend, he becomes one in every 
sense of the word. 

He fishes occasionally, and 








Western Electric house in New 
York City, there are many men 
scattered across the United States among the 54 Western 
Electric branches who are proud of the fact that they 
received a part of their training under “Mr. Van.” 


He has on his desk a little framed placard entitled 
“Know the Facts.” Every man entering his office with 
an idea or scheme for his approval sooner or later finds 
this little placard unobtrusively placed so that it stares 
him right in the eye, and this has an astonishing effect in 
breaking up “glittering generalities.” Should a man’s 
enthusiasm over his “brain child” lead him to far-fetched 
conclusions or should he get a bit flowery in his delinea- 
tions, somehow or other his eye will stray to this silent 
monitor and down he comes to the ground. 

Mr. Van is always ready and willing to listen to any 
of his boys, or girls for that matter, who have any sort of 
an idea for the betterment of the service, but the un- 





even, as he grows along in 
years, plays golf once in a 
while, and a couple of bucks’ heads in his office are good 
testimony as to his prowess as a hunter. But mention 
ducks or geese to him and he will get really interested 
right away. Say “Van” to ducks and geese and they at 
once become equally interested. In fact, the name means 
moving day to them. 


Mr. Van Valkenburgh has had a long and honorable 
career with the Western Electric Co. He started with 
them as a bookkeeper in 1903, working in the bookkeep- 
ing and credit departments in Chicago, New York and 
San Francisco until 1908. The last year at San Fran- 
cisco he acted as manager of the California Electric 
Works. After acting as general credit manager of the 


company from May, 1908, until February, 1911, he was 
transferred to Dallas as manager of the Dallas house. 
Located there 10 years, he was 


(Turn to Page 76) 
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Special News from the East 













Duke Smith Lands Among the New York Jobbers 


Dear Phil: 

After you wrote me that you and 
of the exiled easterners out 
there was pining away to hear how 
the New York bunch was getting 
along, I couldn’t wait to get here. 
Well, I been on Broadway 10 days, 
and if you ever seen a country kid 
getting his first look at the Follies 
chorus, you got some idea of me 
in the Big Town. I came here to 
see the jobbers and after trying to 
visit them all I got a suggestion for 
President Coolidge. I’m going’ to 
write him that, in there's 
another war, don’t bother waking 
the Regular Army up—just call out 
the New York jobbers and their 
men. 

As for the city itself, Phil, I 
dashed into it like a pup chasing 
chickens, got caught in the whirl 
and now I know the feelings of a 
June bug riding a blazing pinwheel 
on the Glorious Fourth. A fellow 
never gets a real idea of the biggest 
thing in the world until he takes 
a slant at Greater New York. I 
landed at Grand Central station, 
where they’ve got everything but a 
golf course. MHere’s an interesting 
thing about that station. On the 
ceiling is painted the whole blamed 
sky, just like it is outdoors. Well, 
you look at that, then you go out- 
side and start north. Pretty soon 
you find you’re headed south. You 
go back to that sky in the station 
again, and by George, you find it 
on the ceiling backwards! It hap- 
pened in transferring the design. 
No, I aint no liar, either, you can 
ask anybody. 

After finding a hotel and getting 
settled, I spent the whole evening 


some 


case 


in Times Square, and there aint 
anything just like it anywhere. 
Nearest to it is Grand and Olive, 


1 guess. You know out our way, 
where the town barber boards with 
the mayor, there’s 200 Fords to one 


taxi. Well, on Broadway here at 





On to Buffalo 


Semi-Annual 
Convention 


Electrical Supply 
Jobbers 
Association 


Hotel Statler 
Buffalo 


November 16 to 20, 1925 











8 p. m. there’s 39 taxis to one Ford, 
and you can ride all over hell for 
six bits. They still have those 
monkey-cage patrol wagons, but 
don’t poke no peanuts through the 
bars, them cops can’t take a joke. 

I heard about Gloria Gould’s new 
Embassy Theater, the Merry Wid- 
ow was there. I was so lonesome a 
widow sounded good, even on the 
screen, so I went in. It’s as pretty 
as the inside of a jewel case, pink, 
gold and rose. I felt like I was 
intruding in some star’s_ boudoir. 
The only kick I had was that Pop 
Crosman hadn’t got around there yet 
with his exhaust fans. On top of-the 
heat, when Jack Gilbert gave Mae 
Murray those five-minute kisses I 
almost passed out. 

The next a. m. I started out to 
get the news for you all. I had a 
swell time in the subway. All I can 
say is I can’t see why New Yorkers 
waste money on roller-coasters and 
such when they can get all that 
action in the subway for five cents. 


I couldn’t get a kick out of a nose- 
dive in a plane now. And every 
time I pass a hole in the street I 
reach for a nickel and dive in. They 
tell me in six months I'll have fur 
like a gopher from being under- 
ground so much. I couldn’t figure 
why so many thousands on_ the 
the beaches wore smoked glasses till 
a Life Guard told me they were sub- 
way addicts and the daylight hurts 
their eyes. 

The first thing I did was to get 
on a 180th street express by mis- 
take, and say, I went up and took 
a look at the motorman to see if 
it wasn’t Bob Burman come back to 
life. When I started back down- 
town they said get off at City Hall. 
The next thing I knew here was 
Bowling Green and I found out that 
City Hall was Chambers street. Once 
more I headed right and thought 
my troubles was over, but I heard 
someone yell: “All off! Coney Is- 
land the next stop!” I made a wild 
break for the door but it slammed 
in my face and there I was. But I 
soon learned it was a joke. The guy 
that pulled that one would get a 
swell laugh out of a cat having a 
fit in a china shop with the owner 
trying to pay off a mortgage. 

Well, I finally got to Park Place 
and found Art Selzer holding down 
the managerial chair at Manhattan. 
Before coming to New York he was 
responisble for volume and profit at 
the B-R Electric Co. in Kansas City. 
I know all the boys will be glad to 
hear that old A. J. is hitting on all 
twelve, likes New York and is a!! 
wrapped up in the big work ahead_ 
of him. Also he looks the picture 
of health and weighs 190, so dont 
spit on the floor or anything. H° 
was so tickled about John Olsen 
being written up in Tue Jopper’s 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. ery 


CHICAGO, U. S. A. 
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SacesMAN I had a hell of a time get- 
ting him to tell anything about him- 
self. Then Dick Boehler blew in, 
he’s Manhattan’s general sales man- 
ager in the New York territory, and 
if you want to put the acid test on 
him just do a little eavesdropping 
where his men are gathered. He’s 
another one who watches eagerly for 
news about his friends in the indus- 
try. 

Over at 77 Warren street I found 
McKew Parr up to his old tricks— 
getting out one of his famous sales- 
bulletins that a fellow just can’t help 
reading and remembering. His sales 
contest, the “Battle of Treasure Is- 
land” won't be over until January, 
when complete results will be given. 
i got copies of two pieces of poetry— 
not doggerel, but real poetry, writ- 
ten in connection with this contest 
by Walter C. Schmidt of Parr Elec- 
tric. 

I found J. E. Nestor, sales mana- 
ger of Fullerton Electric Co., all 
happied up over the company’s illu- 
mination business. He has installed 
new fixture display rooms and‘ ad- 
ded Jefferson Glass and Rainaud 
Floor Lamps to the company’s lines. 
Tue Jopser’s SALESMAN Summer 
Sales Contest for August, F. R. 
Powell of Fullerton turned in a 
whopping big volufse on Jefferson 
glass. I tried to get the dope. on 
lr. W. L. Fullerton, president of the 
company, as a golfer, but all I could 
learn was he ain’t flooded with chal- 
lenges at $1 per hole. I'll find out 





Behold the heroine frantically strug- 
gling in the arms of the calloused villain, 
while said villain’s gang registers unholy 
glee. The fact is that Pauline F, Brost, 
secretary-treasurer of L. A. Woolley, Inc, 
Buffalo, N. Y. was trying to duck the 
camera. But T. B. Watkins, Woolley 
salesman, just up and waylaid her as she 
was going out to lunch. Right behind 
her is Bill James, sales manager. The 
profile is G. R. (Gil) Wentworth, of 
Arrow Electric, and last is Ray F. 
Haynes, assistant sales manager, enjoying 
it all immensely. 





It was my first time at Tidewater 
Flectrie Co., Inc., but got a real 
welcome from President Bohling and 
W. T. Rockford, sales manager. It 
seems the company has been ap- 
pointed sole selling agent for the 
Devices Co., makers of 
“Edco” cable and tubing clamps, 
etc. Tidewater, in turn, has ap- 
pointed the Universal Electric Sales 


Electric 


Corp. as manufacturer's representa- 
tive in the cities of Boston, Phila- 
delphia and Atlanta, Ga. Here’s a 
real one, though. Bill Vogt, Tide- 
water salesman was appointed judge 
in his home town, Guttenberg, N. J. 
He holds court three nights a week. 
His first case was a traffic violation 
by a purchasing agent! (Name of 
penitentiary not given.) 
Incidentally, I ran into President 
La Mar of the Great Western Fuse 
Co., and his eastern manager, J. B. 
Martin. They are putting the finish- 
ing touches on a real jobber policy. 
About that time I heard that Dick 
Walsh, National Carbon man here, 
broke the course record at the Van 
Cortland links with a 64. 
Sibley-Pitman is now distributor 
for the Radio Corp. and _ getting 
ready for a big season. H. C. 
Vogel is a regular fellow and so is 
Y. M. Jensen, who is managing the 
radio department. Two new radio 
salesman have been added, J. V. 
Fuller, who covers Manhattan and 
the Bronx, and R. E. Williams, who 
visits Long Island and Brooklyn. All 
these boys are very enthusiastic 
about the four new sets and three 
new speakers in the RCA line. 
When I got to J. H. Bunnell & 
Co., the place was covered with 
flags and bunting. I couldn’t see 
any parade coming so I hunted up 
Joseph Le Clair, general manager. 
It seems it was the fiftieth anniver- 
sary of the company, and on top of 
that the Telegraphers Association of 
the U. S. was in session—all the old 





about this if I have to be a caddie. 


At the employes annual picnic of the National Electrical 
Supply Co., Washington, D. C., 190 employes and their families 
were present. It was held on August 15 at Morgantown-on-the 


Potomac. 


September 17. 








The company was later host to the Electric League 
of Washington at a dance given at the Nesco Roof Garden, 
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DIM-A-L 


It Turns Down 


The most useful type 
of lamp, made doubly 
useful. That’s why it 
doubles sales. 





Dim- A- Lamp — the 
clamp lamp with the 
Dim-A-Lite feature. A 
gentle pull on the chain 
and its brilliance fades 
to soft twilight. 






It saves current—it rests tired eyes—it’s 
the perfect night-lamp for sick-room or 
nursery. It’s unique. That’s why there 
are big profits in it. 


































Backed by a campaign of national ad- 
vertising in leading magazines. Now 
offered in two styles and three finishes— 
the clamp lamp and the stand lamp in 
brush brass, bronze, or ivory. Beautiful, 
sturdy, simply constructed. 


A standard fixture, given new sales- 
impetus by greater advertising and closer 
dealer co-operation. 


A price advantage, too! Instead of the 
$4.50 retail price, it now sells for only 


$3.75! 


The same Dim-A-Lamp. The price only 
is changed—it is now lower in cost. A 
greater opportunity to sell quality at bet- 
ter than popular prices. 






Dim-A-Lamp No. 465. 
The Clamp-Lamp. 


Lever action of the stem 
makes it easy to open—and 
clamps anywhere. Brush brass, 
bronze, ivory finishes. Fur- 
nished with separable plug, 
Dim-A-Lite socket and 8 foot 
cord. 





Dim-A-Lamp No. 46. 


Same as above except that it 
has a pedestal instead of clamp. 


WIRT COMPANY 


5221 Green St. 


This attractive display free to all Philadelphia, Pa. A beautiful bedside Lamp with the 
Merchandisers of Dim-A-Lamps. P : well liked Dim-A-Lite features. 





— DIM-A-LAMP 
Gives 5 changes of light 


2g 
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timers of the business having a re- 
union. President Ghegan of Bun- 
nel is a member of the association. 

The Garfield Electrical Supply Co,. 
is spreading out nicely. In fact it 
has taken the entire building at 147 
West 23d street, where only the’ first 
and second were occupied before. L. 
S. Samel, secretary and sales mana- 
ger, is featuring the “Garfolite” fix- 
A complete fixture catalog will 
soon. Also a new sales- 
man will be added to specialize on 
industrials. 


ture. 


be issued 


Down at Gertler Electric, L. H. 
Stiege, manager, handed out some 
good news to the effect that friend 
Baxter has been promoted and _ is 
now operating in the Bronx terri- 
tory. Baxter is a regular fellow, 
loves to be “spoofed” and hails from 
Old England. Glad to hear of his 
step up, a little unusual because he 
has only been with the company 
six months, in charge of the ship- 
ping department. And the very first 
time meet in dear ol’ Lunnon 
we'll have a bloody glass of ‘arf 
an’ ’arf at the old Pig and Whistle. 
William Berniger succeeds Baxter as 
head of the shipping department. 
The Yonkers office of the company 
is going great, says Mr. Stiege. He 
is exepecting a fine radio season, 
Gertler being Westchester county 
distributor on Standardyne sets. 

Thomas Christianson, president of 
the East Coast Electrical Supply 
Co., recently returned from a trip to 
Florida. He says the glowing re- 
ports of booming business down there 
are by no means exaggerated. Just 
to prove it he brought back a flock 


we 
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Window and Main Display Room in Hommel’s New Store, Located in 
a Six-Story Building in Downtown Pittsburgh 





of nice orders, not for real estate but 
electrical material. East Coast has 
a new salesman, C. Zersfelt, who will 
cover the Metropolitan District. 

Stanley & Patterson had its annual 
outing on Sunday, September 12, at 
Westwood, N. J. Unfortunately no 
pictures are available. 

* * * 

Hommel Increases Facilities 

Ludwig Hommel & Co., of Pitts- 
burgh, have been electrical jobbers 
for over 18 years and attribute their 
success to a broad vision of service 
for their dealers. In all of their 
transactions, service has been the 
foremost consideration and the re- 
sult of this policy has been they have 
been forced to occupy larger quart- 
ers—a six-story building and _base- 
ment in downtown Pittsburgh. 

An inspection and repair depart- 
ment has been created. Two men 
from this department have made a 
tour of all the manufacturers whose 
products are handled and _ have 
learned all that the manufacturers 
can teach them in repairing and serv- 
icing their apparatus, Every single 
tube or other apparatus is tested 
thoroughly before it leaves for the 
dealer’s shop, thus materially reduc- 
ing the percentage of returns. 

A novel feature was introduced in 
The new Ludwig Hommel catalog. 
In listing all items, an alphabetical ar- 
rangement has been followed, regard- 
less of the class of merchandise, so 
that there is only one place in the 
book where any particular item can 
be found. This saves endless grop- 
ing around among many classifica- 
tions. 





All of these ideas have been worked 
out with dealer service in mind and 
now, with more room to work in, an 
effort will be made to make this serv- 
ice even more comprehensive than be- 
fore. 

* * * 
Parking Space Stunt 

Other jobbers may copy to ad- 
vantage this stunt for the convenience 
of their customers, as worked by the 
Robertson-Cataract Electric Co., of 
Buffalo. The company made ar- 
rangements with a nearby filling sta- 
tion to utilize some parking space 
that it had available. Cards were 
printed on one side with “Compli- 
ments of’ Robertson-Cataract, and 
on the reverse side it was stated that 
the card was good for two hours 
free parking at the filling station, 
giving the name of the latter, its 
street address and ending with a neat 
advertisement of the gasoline and oil 


handled by the station. 
* * * 


Interesting News from Shimmel 
Electric 

Samuel Shimmel, president of the 
Shimmel Electric Supply Co., Phila- 
delphia, returned on September 15, 
after a four-month tour of Europe and 
the Near East. 

This company has just been award- 
ed the exclusive distribution for east- 
ern Pennsylvania, Jersey and Dela- 
ware, for the radio receiving s«ts 
manufactured by the Apex Electric 
Manufacturing Co., Chicago. 

It has also been awarded the ex- 
clusive distribution in the same ter®i- 
tories, of the Jeanette Ball lamp and 
candle shades. 
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—and then through quality and 
sales-stimulating advertisements 


like this 


- safety sake 





7 a8 ©) Oe ©7101 0} 0 an 8) FS ©) 9 B— 


EACHING everywhere through 
nationally known publications 
combining the wonderful circulation 


of 


Saturday Evening Post 

Ladies Home Journal 

Good Housekeeping 

Liberty 

Total "Wiiailetton, 10,058,130 


Meaning this advertisement will be 
reprinted over ten million times. 


This is in addition to the use of 
regular trade papers and to top it 
off, a large four-color card will be 
displayed prominently in subway, 
elevated, street cars and suburban 
trains, carrying over six million 
passengers daily. 





Propp backs you 
up with this - - 


a protective policy for 
everyone handling 
Propp Products 


HE reason for this Guarantee Bond 
T is that our attention has been called 

to certain propaganda and claims be- 
ing made by other parties in connection 
with Christmas tree outfits, 


The Propp Company’s resources are 
back of this Guarantee Bond. The respect 
and prestige we enjoy has been earned by 
our policy of supporting the jobber and 
dealer these many years. 


Therefore—when we say PROPP Christ- 
mas Tree Outfits do not infringe on any 
patents, we mean it. 


A genuine Guarantee Bond, like the 
above, will be sent to anyone on request. 
This is assurance that whoever handles 
PROPP Products can sell them without 
fear of embarrassment. 


You can tell a PROPP Outfit by 
the red polka dots in the green wire 


: TRADE SUPPLIED BY ALL GOOD JOBBERS 
THE M. PROPP CoO., 524-528 Broadway, New York 


SUPPORT THE MANUFACTURER WITH A JOBBER POLICY 
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If a movie producer wants to get a group of pictures, each one illustrating to the 
embryo actor how to register various emotions by facial expressions, we will furnish 


this one free. 


Every one is different, the posers in this case are all from the Re 


Qua Electrical Supply Co., of Rochester, N. Y.—Top Row, left to right: Celia 
McLaughlin; Myrtle Green; W. S. Barclay; Gertrude De Wolfe, and Helen Bolen. 


Bottom row: 
Piersma. 


F. E. Webb; A. G. Held; E. Prichard; Earl Whalen, and George 





Reliance Enlarges Quarters 

The Reliance Electric Co., of Cam- 
den, N. J., has considerably enlarged 
its quarters by the addition of a ware- 
house on Taylor Ave., on a side street 
one-half block from its store. It is 
now possible for them to handle con- 
duit in carload lots. 


* * * 


An Active Fall for Samuel 
Frost 

Samuel Frost, 41 West Fourteenth 
St., New York is contemplating a 
big year in the wholesale department, 
which has been given more consider- 
ation than in previous years and is 
being represented by nine competent 
salesmen who cover the Metropolitan 
District, New Jersey, Long Island, 
Westchester and Connecticut. Edward 
J. Renshaw, who is taking charge 
of the wholesale department has giv- 
en his best efforts toward co-oper- 
ation with the sales force in trying 
to get the sales pepped up to such 
a pitch that there will not be any 
back fires after the season is over. 

The sales force is composed of the 
following men: P. Meyerson, Brook- 
lyn territory; J. Tucker, New Jersey 
territory; S. Rabin, Long Island ter- 
ritory; S. Bronstein, Lower Metro- 
politan territory; J. Twersky, 
Harlem Metropolitan territory; C. 
Schreiber, Bronx territory; I. Feder, 
Brooklyn territory, and H. Gimprich, 
East Side territory. 

The company has made extensive 
alterations in its retail store and has 
redecorated its show window along 





lines which are quite out of the or- 
dinary and very attractive and is now 
negotiating to build an extension on 
the main floor in which to carry all 
kinds of novelties and gifts, terming 
the store ‘““The Downtown Gift Shop.” 
This plan works out very well to- 
gether with lighting fixtures as there 
are always some small occasional 
items that a customer wants if dis- 
played correctly. 

There has also been installed a 
new “Occasional Furniture Depart- 
ment” where are shown console tables 
and mirrors, coffee tables, telephone 
sets, etc. and in addition mirrors, 
which work out very well in con- 


juction with the selling of table and 
floor lamps and torchieres. Andirons 
and hods also acquariums, ash re- 
ceivers and book ends are very pop- 
ular this year and these items are 
being sold in great numbers to the 
retail trade. 
oe ee 

New and Larger Quarters 

for Lehigh 

The Lehigh Electric Company, 
Inc., organized January 1, 1923, by 
H. N. Croop, who for seven years 
managed the 42nd St. branch of the 
Manhattan Electrical Supply Co. 
Inc., and later was general sales- 
manager of the same company, having 
found it necessary to occupy larger 
space, have moved from its old build- 
ing at 226 West 29th St., New York, 
where the business was started, to a 
modern fireproof building at 34 West 
17th St. 

The company now has three times 
the floor space originally occupied, 
which enables it to carry a larger 
stock of supplies to take care of the 
industrial plants, railroads and steam- 
ship lines on which the company 
specializes. 

The personnel of the organization 
is made up of former business as- 
sociates of Mr. Croop, with the ex- 
ception of F. S. Cornell, a recent 
addition to the sales organization. 
“Shep” Cornell as he is known by 
his friends and associates, will con- 
fine his activities to a number of the 
industrials with whom he has had 
previous business relations. 














In the above picture are shown the contestants entered for the chicken race at the 
fifth annual picnic, Iron City Electric Co., Pittsburgh, held at Turners Grove, Satur 
day, Sept. 5. This is only one of the many events provided by the Sports committee, 
whose efforts were appreciated. The afternoon was given over to athletics, ending 


with a baseball game—office vs. shipping department. 


The main event was th« 


“Badger Fight” between Commodore, the fighting badger, and Pete Sooner, tl 
carpenter dog. On account of the heavy wagers on both animals and the ferocious 
nature of the badger it was necessary to enlist the services of two referees also tw: 


umpires which necessitated four ropes on the badger. 
acted in capacity of official photographer. 


C. W. Ridinger (president) 
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NEW BENJAMIN RADIO PRODUCTS 


These New Parts Bring Some Unusual Advantages 
to the Set Builder 


Progress in radio never ceases. 
Every day new inventions come to the 
hand of the set builder. But the trena 
today is not so much the invention 
and development of additional parts, 
but rather an improvement of known 
equipment, so that weaknesses in cer- 
tain otherwise popular types of cir- 
cuits and hookups may be overcome 





Shaped for 


greater 





























The set is tuned more easily and 
sharply and the whole range of broad- 
cast entertainment is clearly located 
and brought in sharp and clear. 
These condensers are beautifully 
finished in unpolished silver, are small 
in size, adapting them to any type of 
set, regardless of crowding of parts on 
Another very desirable 


the sub-panei. 


Benjamin Low Loss, Long Range Condenser 


and their operation improved. 

Benjamin kas been singularly fortu- 
nate in developing new radio products 
to meet the increasing demand for bet- 
ter reception, and the two products 
here described are unusual and have 
brought to the set builder distinctive 
advantages that assure them of a 
great popular acceptance. 

The Benjamin Low Loss Condenser 
sets up an entirely new standard of 
accuracy and ease in tuning. The 
shape of the rotor blades gives posi- 
tive and definite control of minute 
hanges in condenser capacity. This 
results in giving the broadcast range 
. greater spread over the dial settings, 
particularly on the lower wave lengths. 


Bunching of stations is eliminated. 


feature is a friction disc which adjusts 
the turning tension of the rotor shaft 


to suit the fancy of the individual, 


Hig , 


Mfd.; 17 plate for .00035 Mfd.; 25 
plate for .0005 Mfd. 

Radio enthusiasts will find a new 
joy in operating tuned radio frequency 
sets through the use of Benjamin 
tuned radio frequency transformers. 
This type of circuit will now give a 
pure quality of tone, great volume and 
a sharp, clean cut selectivity heretofore 
believed impossible. 

They are more than comparable 
with any other form of tuned radio 
frequency transformer and may even 
be inserted in place of frequency coils. 

The coils are space wound, with a 
maximum of air insulation, making the 
resistance and distributed capacity ex- 
tremely low. A minimum amount of 
material is used in the field of the 
coil, and an anti-capacity waterproof 
cement is used only where the wires 
cross. The coils are very rigid, each 
turn bracing the adjacent turn. Pri- 
mary and secondary are so coupled as 
to reduce capacity coupling to a mini- 
mum. The double green silk covering 
provides high insulation and gives a 
fine appearance to the coils. They are 
put up in sets of three or singly. 


ao . 
io ° ° 


LOUISVILLE JOBBER 
UNDAUNTED BY FIRE 


Theobald-Jensen Electric Company 
Maintains Service Under Difficulties 


Following a most destructive fire, 
which burned up or damaged practi- 





Benjamin Tuned Radio Frequency Transformers 


without loosening the rotor plates or 
throwing them out of alignment. A 
drilling template is supplied with each 
condenser. They are made in three 
sizes as follows: 13 plate for .00025 


cally every bit of merchandise in store 
and warehouse, the Theobald-Jensen 
Louisville, Ky., 


Electric Company, 


permitted an actual delay of only 


(Turn to Page 4, please) 















































30 


THE JOBBER'S[A)SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


The Benjamin Reflector 








The 1925 Industrial Lighting Activity 
Takes Hold 


Elliptical Angle Reflector 


One of the finest reflectors made by 
Berjamin. Especially wmitable where 
physical conditions make lighting from 
the side desirable. Oatside Gnish is 
Benjamin green; inside reflecting sur- 
‘ace is snow white Crysteel porcelain 
enamel. Widely used in shops, mills, 
foundries, over bowling alleys, wad 
windows, etc. Used outdoors 
where in illuminating post 


S 
tve fence lighting, race courses, athletic 
elds, industrial yards, etc. 


Super 
Equipment 


The Answer 
to individual lighting problems | 


Every plant has one best solution for its lighting 
problems — because the peculiarities of the con- 
struction of the building, the interior environment, 
methods of production and accuracy required of 
labor necessitate a particular intensity and diffu- 
sion of light. 


In the Benjamin Industrial Lighting Equipment 
will be found the answer to these individual 
peculiarities of every industria] plant—the proper 
spread of restful, light will be economically sup- 
plied hy one of the types of reflectors or other 
units in this widely accepted, comprehensive line. 


The famous Crysteel Porcelain Enamel asstires a perma- 
nent, brilliantly white retlecting surface that is very easily 
cleaned and practically indestructible. The Benco and 
Ben-ox Interchangeable Devices provide many features 
exceptionally desirable in large buildings. 


Our engineers will gladly cooperate with you in answer- 
ing the lighting questions in your establishment. The new 
Benjemin catalog of modern Lighting Equipment will 
prove valuable to every executive seeking means of im- 
proving working conditions and reducing production 
costs, Sent gratis upon request to our nearest office. 


Benjamin Electric Mfg. Co. 
a T Nea Sa. 2 


Manutactured in Canade by the aad eojyamin Electric Mig. Co. 
of Canada. Lid, Torente, Outarie 


Communities in Every Part of the Country Are 
Busy Forming Local Committees 


To Break Down 


tie up with these 


Kae Sales Batters 


Elliptical cAngle Reflector 


ae of the finest reflectors made by 
Especially suitable where 
acre conditions make lighting 
trom the side desirable. Crystee! Porce- 
lain Enamel in Benjamin m out 
side; white inside. Widely used in 
shops, mills, foundries, over bowling 
alleys, show windows, etc. Used 


— ising, © 

iboards, building exteriors, protec- 

tive fence lighting, ipa courses, ath- 
fields, industrial yards, etc. 


Super 
Equipment 
for 


Correct 
preter 


The tremendous amount of good that will be accomplished 
by the National Industrial Lighting Activity-~which is 
being undertaken by the Industrial Lighting Committee of 
the N.E. L. A. during this Fall and Winter—will open 
new markets and new opportunities everywhere for central 
stations, electrical jobbers, contractors, and The 
many thousands of dollars the N. E. L. A. and its co-oper- 
ators will spend in national and local advertising will be 
of benefit to everyone connected — the electrical pro- 
fession. The biggest profits and the strongest prestige will 
go to those who offer their trade 


Benjamin 
Industrial Lighting Equipment 


Accepted the world over as the most modern and practical 
lighting equipment. Benjamin is increasing good will by 
improving lighting conditions in thousands of shops, fac- 
tories, mills, offices, and outdoors everywhere. It is the 
Standard Lighting Equipment of Industry. 

In every part cf the country our selling organization and all district repre 
sentatives will gladly co-operate to the fullest extent with local activities 
and individuals in giving talks, setting up exhibits and making demon 


Manvctactured in Canada by the ng Soci ees eae co. 
of Canada, Lad., Toronto, © 


‘ 
; 


TYPE RR THREADED FIXTURE 





Benjamin Advertising is Paralleling the National Advertising of the Industrial Lighting Committee 


The 1925 Industrial Lighting Activ- 
ity is under way. Supplementing ad- 
vertising showing the bad effects of 
poor lighting in a number of national, 
management and industrial magazines, and a layout of equipment. As soon given. 
many groups, including 
tions, manufacturers, jobbers and con- 


tractors, have been 


industrial lighting. 


Under the capable direction of E. L. 


Tillson, chief of the 


atory of the Commonwealth Edison 
Company, Chicago, has geared in in 
fine shape. Here it has been decided 
to concentrate on laundries and print- 
ing plants for the first couple of weeks 
of the activity. Lists 
compiled. The 
city has been divided into zones. The jobbers’ salesmen. 


have been carefully 


lists have been drawn by the jobbers 


prospects’ 


central sta- 


busy making an analysis 


Testing Labor- first hand 


appearance 


pers and 


of prospects direct advertising. 


tioned to the jobber’s salesmen. Each 
salesman has been provided with forms 
survey of the 
present lighting installation 


for making 


as a salesman completes 


which is taken right 
to the plant and gives the prospect a 
positive knowledge of the 
of the unit 
The publicity and ad- 
vertising committee keep the subject 


recommended. 


alive in the daily and local trade pa- 


committee keeps a daily 
Meetings of all 
concerned are held frequently and it 


participating and the prospects appor- is planned several evening 


a survey, the 
Technical Planning Committee makes 
submits a lighting 
plans to greatly expand the market for plan. Another committee has prepared 
a demonstration, 


prospect by 


The follow-up a 
jamin district representatives are in the 
thick of the work. 
advertising is paralleling the advertis- 
ing of the Industrial Lighting Com- 


tab on the 





meetings, 


of 


in the activity. 


National 
under whose direction 
operating. 


As one of the largest manufacturers 

industrial lighting equipment, 
whose products have a great accept- 
ance wherever there is any industrial 
activity, the Benjamin Electric Mfg. 
Company is taking a prominent part 
A large subscription 
has been made to the funds of the 
Industrial Lighting Committee, of the 
Electric Light Association, 
the activity is 
In every community where 
local activity is in progress 





when one act of a three-act 
playlet showing how prospects are ap- 
proached and the various questions 
and attitudes of mind are met will be 


Benjamin national 
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BENJAMIN ELECTRIC MFG.CO. 





CHICAGO and 
DES PLAINES, !ILL.PLANTS 





BES7AMIN 


















The Chicago and Desplaines, Ill., Plants of the Benjamin Electric Mfg. Co. 


mittee in the magazines, and the ad- 
vertising department is assisting local 
committees jobbers and contractors 
with advertising helps. 

Back of Benjamin sales and adver- 
tising, back of the work of the dis- 
trict representatives and the ware- 
houses in several cities and stocks in 
our distributors’ warehouses, is the 
great plant at Des Plaines, Ill., and 
three other factories at Chicago. _,, 

Manufacturing, warehousing and 
distributing facilities are extensive 
and complete. No matter what may 
be the industrial lighting requirement, 
there is a Benjamin reflector or other 
lighting unit to meet that requirement, 
and no matter what the demand may 
be there is available in strategic loca- 
tions stocks to afford prompt deliv- 
eries. 

In addition to current stocks in the 
warehouses of our distributors large 
supplies are carried in a special ware- 
house at Chicago and in our ware- 
houses in New York, at 217 West 47th 
Street and in San Francisco at 448 
Bryant Street. 

Benjamin district representatives will 
cooperate with local communities and 





individuals. They will be kept  in- 
formed of the activities in various 
parts of the country and wherever 
possible will transmit this information 
for the benefit of others. 

These district representatives are: 

B. G. Kodjbanoff, R. S. Iremonge1. 
D. V. Budden, 247 W. 17th Street, 
New York, N. Y. 

IL. W. Ferguson, Weehawken, N. J.: 
C. Ostrom, Pittsburgh, Pa.; J. S. Pat- 
rick, Boston, Mass.; M. L. Tice, Birm- 
ingham, Ala.: J. B. Wright, Baltimore, 
Md.; M. H. Trimble, Buffalo, N. Y.: 
R. C. Sherman, Philadelphia, Pa.; H. 
W. Overton, Hoboken, N. J. 

C. B. Harlow, R. C. Mons, W. J. 
Goodrich, G. J. Kalwitz, 128 S. San- 
gamon Street, Chicago. 

sirch Addington, St. Louis, Mo.: 
W. A. Gale, Indianapolis, Ind.; E. R. 
Gosswiller, Dallas, Texas; H. H. 
Hauge, Milwaukee, Wis.; R. M. Prior, 
Detroit, Mich.; I. H. Stockel, Minne- 
apolis, Minn.; J. G. Kodjbanoff, Cin- 
cinnati, Ohio; Rits Campbell, Toledo, 
Ohio. 

M. F. Steel, C. O. Martin, 448 Bry- 
ant Street, San Francisco, Cal. 





T. W. Carlson, Seattle, Wash.; T. 
F. McDonough, Los Angeles, Cal. 

S. T. Faram, Benjamin Electric Mfg. 
Co. Ltd., 11-17 N. Charlotte Street, 
Toronto, Ontario, Canada; J. A. Gib- 
son, Montreal, Can. 

Messrs. J. B. Mcllhenny and H. D. 
Stanton, representatives of the Elliott- 
lewis Electrical Company, Inc., 1017- 
19-21 Race Street, Philadelphia, Pa., 
were in Chicago on August 25 and 
favored the Benjamin organization 
with a nice visit. 

The Editor imagines that there was 
very little left unsaid about the elec- 
trical industry, both constructively and 
destructively, although the balance 
naturally remained on the constructive 
side. 

It is a very great pleasure to the 
members of the Benjamin organization 
to meet distributors’ representatives at 
any time when circumstances bring 
them into Chicago. The Benjamin 
Stamping and Enameling Plant, where 
the best reflectors are made, was very 
well worth visiting and at this time of 
the year it was a nice ride out in the 
country. 
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three hours in taking care of their cus- 
tomers 

Loyal members of the company’s 
personnel tried vainly to stem the 
progress of the flames with hand ex- 
tinguishers, until the city fire depart- 
ment arrived. The fire started at 2:30 
o'clock and was declared out at 5. 

Investigation showed that what 
merchandise had not been destroyed 
by fire was unfit for sale through dam- 
age by water. Some of the office fix- 
tures were saved. In the meantime, 
E. J. Theobald, president of the com- 
pany, had leased a new warehouse, 
wired for his supplies throughout the 
country and new stocks began arriv- 
ing within the next forty-eight hours. 
Immediate customer needs were 
promptly taken care of through the 
fine cooperation of other Louisville 
jobbers. 

The old building is well on the way 
to complete remodeling, and while the 
company has been working under diffi- 
culties, it has maintained its slogan of 


Sell Show Window 


“Service First,” and soon, with a new will have again one of the finest places 
building and completely stocked store in the city. 











In addition to the water tower which feeds the sprinkler system at the Des Plaines works of the 
Benjamin Electric Mfg. Co., there are a number of hydrants advantageously located in small 
houses, equipped with modern fire fighting apparatus. To give the works immediate and effective 
protection, there are eight battalions of firemen, so that no matter what shift is working there is 
always available a full complement of men. 


and Show Case Lighting While the 


Industrial Lighting Activity Is On 






Through actual, authoritative count it 
has been proved that an average show 
case equipped with Benjamin ShowCase at the show case 
Lighting Fixtures has 562" more at- 
tractive power than one with the or- > 


dinary store lighting 





Zi LNCTEASE 





the outt of 
only umianting all planes 


Alluring mellow light, free from streaks and garish beams, reaching every corner and feature 
in the window or show case display, animating the merchandise—enticing onlookers to be- 
come customers .. that could only be accomplished by Benjamin Window and Show 
Case Lighting Equipment. True color value and quality of merchandise is enhanced and the 
display as a whole is “dressed up” and made attractive. 


Benjamin Lighting Equipment has proved through many years of undeniable superior service 


in a variety of lengths so that a combination that in efficiency, economy and sales-making results it is not to be surpassed. 

. 590 2 re ; . is easily obtainable to fit a q Raed 5 < ete © slat 5 
Close to 90% of the retail stores in your ter ws A | “pees fit any length of show Benjamin Show Window Reflector Benjamin Show Case Lighting Equipment 
ritory are susceptible to this revolutionary ©@8¢- A link section which can be cut and 

) : y healt wy Bt be caved : é Famous Cevanel Porcelain Enomel nthe mileting mrtace of the Here i asimple form of sectional construction which makes the 
improvement in the pulling-power of show gent to ht is used as a means to continue the Benjamin Window Reficrors, Be — have 


cases. Thus the field for your sales and profits fixture around the curved portion of the case. 

All sections are joined both electrically and 
mechanically by simply tightening two ma- abe great: tal bang eeeras 
chine screws at each joint. Standard tubu- cert 
lar lamps, T-10, give an even distribution of 
light over the display. Burned-out lamps are 
replaced with unusual ease. 


is exceptionally large. With greater appreci- 
ation and understanding of modern lighting 
yportunities should make this fall 


your sab OF 





nter the most profitable seasons you 


have yet witnessed 


Benjamin Show Case Lighting Equipment is Send for Special Show Case Lighting litera- 
a simple form of sectional construction, made ture Address nearest office. 


Benjamin Electric Mig. Co. 
180-128 Go Sangemeon Street. 

— se eto ow Yorn ann Boyeun On, 6. 

my tf + dwn tic Mig. Co. 





















very ews) me tay tye of show cane w 
x of heht. free from sneak he 

wth « meliow nm not pombe eth other reflecting 
directed 10 the window display. Direction and pert 












elnin Enamel. whites of white “Clean as Crosal 
Strong Stee! fected bry by - 
mer 


tres with the window turnashings rep 


ord with unusual ease 


The 1925 industrial lighting activity of the National Electric Light Asso- 
ciation will undoubtedly carry with it many opportunities for improving 
commerical lighting, including show windows and show cases. Central 
stations, jobbers and contractors can tie in with the Benjamin campaign. 
We'll tell you how. Write our nearest office. 


BEN IJAMI N Benjamin Electric Mfg. Co. 


sachyessih tn Cnn tb as Sinbad nets Mt Co. of Canads, Led dient Onearto 


The tremendous impetus given to the idea of good lighting in industry For months, we have been carrying on an aggressive activity among 
will undoubtedly focus attention on good lighting in general. Not all merchants, central stations, contractors and dealers, bringing to their 
communities are industrial in character, but in practically every com attention the disadvantages of poor show window and show case light- 


munity there are many stores where the problem of 


show case lighting are acute. 





show window and ing and the merits of Benjamin show window and show case lighting 
equipment. 








Here, then is an opportunity to attract attention to poorly lighted show As a by- product of the industrial lighting activity this seems worthy 
windows and show cases when the same arguments against poor of attention of jobber’ s salesmen, and we will be glad to render any 
lighting and in favor of good lighting are being brought so forcefully assistance we can in making this part of the lighting market a profit- 


and effectively to the public mind. 





able issue at this time. 
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Smythe Can Get a Job With 
Parr 

Although the organization of the 

Parr Electric Co., of New York, is 

not a large one numerically there 

are six Smiths in the line-up, spelled 








Walter C. James J. 


Max J. 
Schmidt Schmitt Smith 
THE SMITH 


in every way known to man except 
S-m-y-t-h-e. McKew Parr is now 
looking .for one with that spelling 
to complete his collection. 

The “Smith Bros.” are as follows: 
Walter C. Schmidt, purchasing agent; 
Max J. Schmitt, export dept., Jas. 
J. Smith, purchasing dept.; Jay L. 
Smith, New York sales dept., R. C. 
Schmidt, Jersey City Service dept., 
and Charles H. Smith, Newark ser- 
vice dept. 

It would have been interesting to 
have had a photograph of the six, 
but we thought it would perhaps be 
inconvenient for them all to get to- 
gether so we had our artist draw 
their likenesses as best he could after 
reading the names. 














Jack Burns of McCarthy Bros. & Ford, 
‘uffalo, and George P. Bellis of the 
‘\ochester Electrical Supply Co., Roches- 
ter, in cold weather attire. ‘Wonder when 
this was taken. How time does fly. 





Beers’ New Home 
The E. R. Beers Electric Co., of 
Bloomsburg, Pa., now owns and oc- 
cupies one of the most modern build- 
ings devoted exclusively to the whole- 
sale electrical business. 





R. C. 
Smith Schmidt Smith 
BROTHERS 


It contains 9,000 sq. ft. of floor 
space. 

Entering the front door you will 
find a well-appointed office, where 
employes, with the aid of the most 
modern office machinery and a long 
experience in the wholesale electrical 
business, care for the customers’ re- 
quirements. 

Directly to the rear of the office is 
the comfortable waiting room for the 
trade. 

Back of that is one of the stock 
rooms, with 2100 linear feet of steel 
shelving filled with standard supplies. 
These shelves are arranged in four 
rows to make them easy of access at 
all times. Still farther to the rear is 
the packing room where orders are 
assembled, goods packed against any 
possible breakage and shipped. Here 
also the stock is received. 

The basement is equipped with 
steel shelving similar to that on the 
first floor and is stocked with conduit 
fittings, porcelain and copper wire. 
The front basement is filled with a 
stock of Fostoria lamps. The general 
manager of the Fostoria lamp division 
was originally a Catawassa boy, Hen- 
ry H. Geary. 

The second floor front is equipped 
with a display room for electrical fix- 
tures for the benefit of the customers’ 
customers. 

On the second floor also is located 
the personal office of E. R. Beers. Mr. 
Beers began in the electrical business 
in 1902 and has gained a thorough 
experience in the 23 years since, hav- 
ing filled the positions from workman 
to executive. This gives him valu- 





able training that always is at the 
service of his customers. 

On the third floor are found the 
file rooms, where also is kept the ad- 
vertising matter. 

In the rear of the building is the 
warehouse and garage, where it is 
possible to store conduit in carload 
lots. 


* ~ * 


Hirschfeld Westchester Branch 

The Hirschfeld Electrical Supply 
Co., 78 Warren St., New York, has 
opened a new branch at 218 South 
Fourth St., Mount Vernon, N. Y., to 
better serve the Westchester county 
dealers. This branch will serve West- 
chester county and as far north along 
the Hudson as Ossining. A complete 
stock of everything electrical will be 
carried and nothing sold at retail. The 
new branch consists of two adjoining 
stores, one of which will be devoted 
exclusively to a fixture stock and show 
room and the other to supplies and 
appliances. Truck delivery will also 
be a part of the service rendered by 
the new branch which will be in charge 
of Joseph Hirschfeld. 


ae. & 


H. C. Roberts Acquires E .S. & 
E. Reading Branch 

The H. C. Roberts Electric Supply 
Co., Philadelphia, has acquired the 
business of the Electrical Supply & 
Equipment Co., branch at Reading, 
Pa., and will operate a full-fledged 
jobbing house at that point. 








Here is the first picture of the officers 
of the Colonial Electric Co., Philadelphia, 
Pa., taken exclusively for publication in 
Tue Josper’s SALESMAN. From left to 
right they are: E. J. Coyle, president; 
R. W. Grosset, secretary; E. A. Wilson, 
treasurer, and M. T. Nice, vice-president. 
Mr. Grosset “bosses” the purchases and 
Mr. Wilson looks after the credits. 
Messrs. Coyle and Nice do the rest. 
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ERE is the best talking point a jobber’s 
salesman in the electric field has had for 
years. Contractors have long been forced to cut 
profits to the bone to land a job, because their 
customers knew nothing about what they had to 
sell except the price. Now the situation has 


changed. 


Today, people will listen when the contractor talks 
quality. A G-E Wiring System—with adequate 
planning and quality materials—will land the job 
over a mere price bid. The G-E campaign and 
booklets are the contractor’s biggest aid. If he 
will use them—and will talk quality—he will get 
his price. Use this fact to sell the contractor, and 


you will build up your own business to bigger 


profits. 


contracts than price 


























Here are points of 
quality in G-E 
convenience outlets: 


The body is one inch deep, per- 
mitting its use in shallow boxes 
in thin partitions, yet allowing 
ample wiring room. 


It has long binding screws, so 
that wires can be looped easily. 


It has strength. The parts are 
of heavy gauge metal and high 


grade compound. 


Wide mounting ears resting on 
the plaster automatically align 
the outlet to take the flush 
plate. 


WIRING a 


for lifetime service 




















ELECTRIC 


BRIDGEPORT, CONNECTICUT 
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Just before this was snapped a big Yannigan on a 5-ton truck yelled: 
That’s why Kenneth Keegan, on the left end, is having such a 
Following Kenneth are Harry Pickering; Geo. E. Marshfield; Fred J. Ferry 


the Birdie, now!’ 
laugh. 





“Watch for 


and Herbert F. Rech, all of the Baldwin-Hall Co, Syracuse, N. Y. Fred Ferry, by 
the way, was one of the 77th Division boys. 





Robinson Farmer Locates in 
Florida 
Word has just been received from 
the Florida Electric Supply Co., Jack- 
sonville, Fla., that Robinson Farmer 
has been made manager of the light- 
ing department and took up his duties 
on September 15. 
* * *# 


Two New Western Electric 
Houses 


The Western Electric Co. has re- 
cently opened two new houses. One 
is in Toledo, O., at 1700 Canton St., 
in charge of F. H. VanGorder, man- 
ager, the other is at 416 Ellamae St., 
Tampa, Fla., O. L. Whatley being 
sales manager. 


* * * 


Colonial Electric Co. in New 
Building 

The Colonial Electric Co., Phila- 
-delphia, purchased the building at 
240 North Tenth St., and is now oc- 
cupying it. A line or two in the 
September issue announced the loca- 
tion as 24 North Tenth St., which 
was an error. 

This new Colonial building has a 
frontage of 54 ft. and is 90 ft. deep. 
It consists of four floors and a base- 
ment with a handy loading platform 
in the rear. 

Roy W. Grosset, who is the secre- 
tary of the company, claims they 
have the best shipping and loading 
facilities for conduit of any jobber 
in the city. 

The conduit stands on end in bins 
in a room by itself to one side of 


the shipping room and on the level 
with the street so that the trucks 
can be backed up to the door and 
the pipe loaded with a minimum of 
effort and expense. The space de- 
voted to pipe is also of unusual pro- 
portions, it being easily possible to 
maintain in stock at all times six full 
carloads. 

The company has taken on _ the 
Moe-Bridges_ line of _ residential 
lighting fixtures which have a display 
room all to themselves on the second 
floor where dealers can bring their 
The added space pro- 
vides the company with much more 
office space, and working and store 
room in the warehouse. It also 
makes the job of inventory much 


customers. 


Much credit is due to 
Messrs. Grosset, Coyle, Nice and 
Wilson for the strides they have 
made in so few years. They are all 
young men and always up and at 


em. 


more simple. 


-- &. € 


Jack Finnicum Pops Up in 
Chicago 

Jack Finnicum of the Western 
Elec. Co., Pittsburgh, was a visitor 
in Chicago the last week in August. 
He was on a short vacation and 
drove through from Pittsburgh. He 
said howdy to as many of his several 
thousand friends in the Windy City 
as possible and then drove back 
more leisurely spending a half day 
here and there in Columbus, Dayton 
and other cities. Jack reported that 
even this early in the season there 
was a very marked picking up in 
business around his town and after 
getting back and putting the young- 
ster in school he expected to hump 
himself considerable, seeing that he 
is now head of the lamp activities 
of his company, as well as motors and 
several other things. 

* * * 


Pettingell-Andrews Establishes 
Branches 

The Pettingell-Andrews Co., Bos- 
ton, Mass., has established a branch 
office and warehouse at 403 Fore St., 
Portland, Me., and also at 116 Lib- 
erty St., Springfield, Mass. W. H. 
Kaiser will be the branch manager 
at the latter house. A complete 
stock will be carried at both branches. 








Through the courtesy of S. J. Rall of the Krich Light and Electric Co, Asbur) 
Park Branch, we are able to reproduce this picture taken at the annual outing of the 
Monmouth County Electrical Contractors Association. It was held August 10, at 


Forked River, N. J. 
the fat man’s race. 





All kinds of sports were participated in. 
He was the only man in it. 


George Jones wo) 
Find him in the picture. 
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Now Is the time to push 
lamp sales 


And use the Edison MAZDA 
Lamp Girl to help you 








Te is the month to push lamp sales to the 

limit. And the Edison Mazpa Lamp Girl 
isa friend indeed. Put her in your Agents’ 
windows. She will impress on people’s 
minds that your Agents’ stores are the places 
to buy lamps. And Agents know that when 
people come in to buy lamps, they will 
sell them other things, too. 





The Edison Girl is one of the best-known 
young women in the country. She is in 
thousands of windows, and millions of 
people have seen her and know her. 


The life-size cardboard cutout of the 
Edison Girl is the centerpiece of the new 
Fall window display. For a good many 
years she has been helping Edison MazpDa 
Lamp Agents to build their sales by estab- 
lishing contact on the one item that is 
bought most frequently. 


And, of course, what helps your Agents’ 
business is bound to help you. 





EDISON MAZDA LAMPS 


ERAL ELECTRIC PRODUCT 
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Cees | Helps Y 
jor ti a otpoint elps You J 
pis Chom JOU 19 
“Beste ott Sell at Ch 
boost ell at ristmas 
a 
One reason Hotpoint electric appliances are the largest sellers is 
because they are continually kept before the public for you. 
Christmas is Hotpoint’s heaviest selling season. To help you 
make more Hotpoint profits this Christmas there will appear 
two pages in colors in the December 12th Saturday Evening 

Post—as well as Christmas advertising in the 


Ladies’ Home Journal Good Housekeeping 
Sunset Magazine 






The advertising directs the public to your store. It says: 


“Near your home there is a Hotpoint Dealer. You will know 
him by the ‘Hotpoint Servants’ sign on his window or door— 
or by the Hotpoint appliances and display cards in hiswindow. 

“Go there and see the economical and beautiful Hotpoint gifts 
from which you can choose . . .” 


If you haven’t ordered the Christmas window display 
cards, etc., send for them today. 


An Invitation to Quality Dealers 


If you are not now handling the Hotpoint line, write our 
nearest office immediately and we will arrange to havea 
close-at-hand Distributor show you the best Christ- 
mas sellers at once and see that you are given 
quick service on merchandise and Christmas 
display material. 


Make Hotpoint Profits 


je 



















Christmas 








October, 1925 THE JOBBER’S SALESMAN 39 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


THE SATURDAY EVENIN 
THE SATURDAY EVENING Pool ING POST 


Don’t Lose Sales 


Be sure you have sufficient stocks. Every time you have 
to say “Sorry, but we are all out of that particular Hot- 
point item,” you lose a profit never to be regained. 


Check your Hotpoint stock and order NOW to 
insure greatest Hotpoint profits during 
November and December. Our distributors 
stand ready to give you quick SERVICE. 


EDISON ELECTRIC APPLIANCE CO., Inc. 
5612 West Taylor Street, Chicago, Illinois 
Boston-New York-Cleveland-Chicago-St. Louis 


Atlanta - Ontario, Calif. - Los Angeles - San 
Francisco-Portland-Seattle-Salt Lake City 


In Canada: Canadian General Electric 
Co., Ltd., Toronto 
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A new salesman of the Post-Glover 
Electric Co., Cincinnati, is E. H. 
Beyersdorfer. 

Three mew men have been added to 
the sales force of Crannell, Nugent 
& Kranzer, Inc., New York, namely, 
Joseph Stark, John Braham and John 
Demjanowitz. 

Eddie Molley, who started with the 
Parr Electric Co., Inc., New York, 
has recently been promoted from the 
store counter to the quotation desk. 
Carolyn L. Trouse has been trans- 
ferred from the bookkeeping depart- 
ment to the purchasing department. 
Carl Jacobsen has been transferred 
from the purchasing department to 
the stock and shipping department in 
the New York office. 

Stern & Co., Inc., Hartford, Conn., 
report that J. L. Toombs is now 
working out of the Albany branch 
and Edward Curtis is working out of 
the Boston branch. Ralph Sager has 
been reported as stock clerk at Al- 
bany. 

The Radio Specialty Co., exclusive 
radio jobber of Milwaukee, has em- 
ployed two new nien—R. L. Stephens 
and M. H. Lysoght. The company 
is doubling its space in the building 
that it now occupies. 

Louis R. Swenson has recently been 
employed as salesman by Alexander & 
Lavenson, San Francisco. 


The B-R Electric Co., Kansas 
City, Mo., has two new men—A. W. 
Gilmore, who is on the sales force and 
H. M. Shour who has been employed 
as counter man. 

Paul Lockwood, who has had sev- 
eral years of experience in the elec- 
trical fixture and supply business, has 
recently joined the sales force of 
Duluth Electric Supplies Co., Du- 
luth, Minn., and will travel the state 
of North Dakota. 

A. P. Daniels, who has been Maine 
salesman) for, the Western Electric 
Co., has recently been employed by 
the Eastern Electric Supply Co., 
Portland, Maine. 

W. R. Burgess is now ‘selling for 
the Carolina States Electric Co., 
Spartanburg, S. C. 

W. A. Cooper, late with James 


Moncur, of Hamilton, is now em- 
ployed by the Benson-Wilcox Elec- 
tric Co., London, Ont. W. G. Bendle, 
local representative has been made 
manager of the radio department. 

Three new salesmen have been em- 
ployed by the U. S. Radio Co., of Pa., 
Inc., Pittsburgh, Pa. They are Thom- 
as Coyne, J. J. Menne and H. Wurz- 
berger. R. W. Marshall has gone to 
work at the counter. 

Harry Chaterdon is a new sales- 
man for the F. E. Murray Co., Grand 
Rapids, Mich. 

John O. Taft, formerly with the 
Southern Tier Electric Supply Co., 
Binghampton, N. Y. is now travel- 
ing out of the Elmira branch of the 
E. S. & E. Co., Elmira, N. Y. 

Specialists are in order with the 
Rumsey Electric Co., Philadelphia, 
Pa. H. D. Baker has been employed 
as appliance specialist and A. E. Gib- 
son, Jr., as radio specialist. 

R. W. Griffenberg has been em- 
ployed as salesman by the Wilmington 
Electrical Specialty Co., Inc., Wil- 
mington, Del., Sylvin Ash as counter 
man and C. P. Gooding as sales su- 
pervisor. 

J. A. Hunter is now with the Tread- 
way Electric Co., Little Rock, Ark., 
as salesman. 

W. S. Pedley will travel the south- 
ern Wisconsin territory for the Ili- 


nois Electric Co., Chicago. He has 
traveled the same territory in the past 
for the Electric Appliance Co. 

Frank O. Lightfoot, old time sales- 
man with the Western Electric, Chi- 
cago, and wearing one of those 25- 
year buttons which are more or less 
familiar to most Western Electric 
men, finally crossed the Rubicon and 
got hitched for life. 

Garfunkel Bros., Jersey City, N. 
J., report a new salesman, J. Hull. 

E. J. Connelly, formerly with Man- 
hattaneHiectrical Supply Co., and J. 
A. Matthews, formerly with the Royal 
Eastern Electrical Supply Co., have 
joined the Noyes Electric Supply 
Corp., New York. 

Wm. C. Dixon has been employed 
as salesman by the Reliance Electric 
Co., Camden, N. J. 

R. Elee Hart (don’t know whether 
this is a trick name or not, but there 
was no period after the E) has been 
transferred from the warehouse to the 
selling department of the Greenfield 
Electric Co., Baltimore, Md. W. W. 
Prentiss, formerly with Carroll Elec- 
tric Co., has taken a position as 
counter man. 

The Peerless Electrical Co., Min- 
neapolis, Minn. reports the transfer 
of Clarence Miller to the purchasing 
department and Herbert Klaskis to 
the radio department. 

Thomas J. Hecklin is a new sales- 
man for L. Gould and Co., Chicago, 
and John G. Work has been employed 
in the buying department. The latter, 
by the way, is the son of George R. 
Work vice-president of the company. 

Charles Jurack, Jr., is now radio 
manager for the A. M. Kailing Co. 








Lined up to be shot at high noon, this group from Porter Electric Co., Utica, 


N. Y., is facing the firing squad with a smile. 


Left to right: J. C. Gross, sales 


manager; D. M. Barber, Northern N. Y.; J. D. McGaugh; W. D. Yeomana, who got 
sore when he had to stand beside Miss Betty Brumer; L. W. Porter, president; ©. 
A. Luman, and A. J. Eck. Mr. Barber has been with the company 16 years. He 
is Past Senior Counselor, Utica Council No. 244, U, T. C. of America. 








LAMP a leader right from the very start. 


E felt it was a genuine triumph, 


: » In plain Brass, 
resulting from our fifteen years’ ," Pam . Soot 


experience in making clamping lamps ojher _ peautiful 


practical and popular. finishes—one of 
which is _ here PE Swivel Action 


Its beauty, its quality and the com-  shown—to retail Swivel\ Action 
pelling low prices won quick sales and Profitably at i 1 \, 


all through the summer the orders $ 3 00 


Salesmen found this SUPER ADJUSTABLE $9 50 
4 


showed that it’s here to stay. 
Now with fireside evenings and 
Christmas planning just ahead, the call 
for it will be more urgent than ever. Peteen tan 


Salesmen who show and talk it will ™ *e West 
find it a magic order starter. Advise “* “"““% 
your customers to stock Greist Lamps 
aplenty now and to feature the Super with the 
Juniorlite and others of this famous line. Advise 
dealers to show them lighted up and hanging, standing or clamped 
, where people may see for themselves their many varied uses. 


Greist Lamps displayed attractively sell themselves. 


If your firm has not yet secured a stock of 
these new lamps, urge them to write for prices 
and full information. The New Super Lamp is 
a quick turning, profitable specialty. It will 
help you to greatly increase the volume of your 
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Milwaukee, and P. E. Kailing has 
gone on the counter to learn the busi- 
ness. 

Charles J. Thalen, who was con- 
nected with the Electric Railway and 
Manufacturers Supply Co., now the 
Fobes Supply Co., for about six years 
as country salesman and for the past 
two years with the Garden City Elec- 
tric Co. San Jose, has now associated 
himself with the Universal Electric 
Co., 1387 Fifth St., San Francisco. 

H. A. Cohrs, formerly with the 
Revere Electric Co., Chicago, 
now joined the sales force of 
Roepke Electric Co., Chicago. 

L. C. Parker, after taking a com- 
plete course and receiving a commis- 
sion in the Signal Corps Reserve at 
Fort Sam Houston has taken charge 
of the radio department of the Tel- 
Electric Co., Houston, Tex. A. A. 
Tilden has been employed as radio 


has 
the 


salesman and will cover east Texas 
territory. 

W. L. Burroughs formerly with 
the Westinghouse Elec. & Mfg. Co., 
Omaha, Neb., is now manager of 
the engineering sales department of 
the Electric Appliance Co., Chicago. 

Selby Anderson has been added 
to the sales force of the Electric Sup- 
ply Co., St. Paul, Minn. 

L. W. Farby will travel the south- 
ern Wisconsin territory of the Elec- 
tric Appliance Co., Chicago, as a 
combination electrical and automo- 
tive supply salesman. 

The B-R Electric Co., Kansas City, 
Mo., recently added a new salesman, 
John Edwards, will make his 
headquarters in Wichita, Kans. It is 
understood that Edwards had 
wide experience as a jobber’s sales- 


who 


has 


man. 











— — —— J 


Taken at the E. S. & E. Co., Buffalo, 
N. Y. In the center is A. T. Clark. On 
his right is H. F. Zimmerman. The third 
musketeer is Jack Eimer: They are all 
salesmen and can -prove it by their  in- 
come tax. 
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Notice the lighting equipment—the G. E. unit shines like a full moon on this bunch 


of “best sellers” at McCarthy Bros, & Ford, Buffalo, N. Y. 
Left to right the people are: L. 


in the center. 


Yes, that’s a “Gainaday” 
Gans; G. Mattern; W. Drew; J. 


Kichman; F. Vogt; J. Rogers; D. Cunningham; Ruth Miller; H. Hohl; J. Beckman; 


H. Vogt; L. 


manager; E. Kirkwood and Earl Fray. 


Miller; Doris Kinsella; H. Strohman; H. Frantz: J. 


A. Manhall, sales 





W. W. Dancy is now covering the 
northeast Missouri territory and 
Chas. M. Watt the southern [Illinois 
territory for the Brown & Hall Sup- 
ply Co., St. Louis. 

Edward A. Garcia, radio special- 
ist, is now covering the southwest 
part of Texas for the Tel-Electric 
Company, Houston. 

* * * 


Changes in Personnel 

Walter C. Schmidt, at one time 
purchasing agent for the Manhattan 
Electrical Supply Co., New York, has 
been made purchasing agent for the 
Parr Electric Co., New York. R. C. 
Schmidt of the Parr New York of- 
fice has been transferred to the 
Jersey City office. 

H. W. Winsor has been appointed 
manager of the Elmira branch of the 
Southern New York Electrical Supply 
Co. J. L. Smith has taken over the 
purchasing for the Binghampton and 
Elmira warehouses. The Elmira 
house was opened on September 1 at 
240 West Water St. 

A. N. Dargan, vice president of 


the Tel-Electric Company, Houston,’ 


Texas, has resigned. 
* * * 


Jobbers Prominent in 

Associations 

H. T. Long, of the Carolina States 

Electric Co., Charlotte, N. C., has 

been elected treasurer of Charlotte 

Lion Club and C. P. Andrews of the 

same company has been made secre- 
tary of the Civitan Club. 


Long Service Honors for 
Western Electric Men 


All of the men in the Western Elec- 
tric organization and two-thirds of 
the rest of the people in the world 
besides, know E. S. Holmes. In the 
September the “Western 
Electric News’ it was a pleasure to 


issue of 


see. his benign countenance along with 
10 others on the long service honors 
page. He has been in the Chicago 
telephone house 35 years. 

Walter P. Hoagland, head of the 
Chicago supply house, concerning 
whom there was a story recently in 
THE JOBBER’s SALESMAN, 
“makes the page” with 25 years to his 
credit—a mere struggling youth in 
comparison with Holmes and his 35 
vears and B. Daley of Hawthorn and 
his 40 years, 


also 





Thé sky was dark as Nita Naldi’s hair 
when this was taken, so ho apologies. 
Four good fellows ‘from the Robertsor- 
Cataract Electric “Co. Buffalo, N. Y. 
Left to right: Fréd J. ‘Button; John 
Gross; M. R. Hammend, and Joe Davies, 
all city salesmen. 
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A Caravan of Fixture Buyers 

The happy crowd in the occom- 
panying photograph represents one 
of the most unique and effective in- 
stances of jobber-dealer 
tion ever staged. 

The building of an extension, by 
the Utica Gas & Electric Co., to 
Stafford, N. Y., a town of only 50 
or more houses, 40 miles from Utica, 
created a healthy demand for things 
electrical. Hoyt & Gregorka, con- 
tractor-dealers in Little Falls, N. Y. 
got in on the ground floor, not only 
doing the wiring but selling appli- 


co-opera- 


ances and fixtures. 

When it came to the of 
selecting the fixtures for such a group 
of houses, the obvious difficulty of 
and fixture 
samples together set everyone con- 
cerned to thinking. W. Crawford 
Jr., manager of the Robertson-Cat- 
aract Electric Co. branch at Utica 
solved the problem. 

He invited Hoyt & Gregorka to 
form a caravan and bring all the cus- 
tomers to the Robertson-Cataract dis- 
play room on a Saturday afternoon 


matter 


getting householders 


for the purpose of selecting fixtures. 
The picture shows the crowd in front 
of the R-C building just before leav- 


ing for home. Mr. Crawford is at 
the left of the upper row. 
a ay 


Industrial Lighting Activity 

Reports received from various 
parts of the United States and Can- 
ada indicate that the Industrial Light- 
ing Activity being carried out this 
Fall by the Industrial Lighting Com- 
mittee of the N. E. L. A. under the 
direction of J. F. Becker as chair- 
man will be an unqualified. success. 
Over 100 cities have already ordered 
material to carry out the campaign 
to about 60,000 industrial plants and 
it is expected that before the activity 
is finished that 200,000 industrial 
plants will be solicited and told the 
story of better factory lighting. 

The plan of the campaign as prev- 
iously described THe Josper’s 
SaLesMAN is for the local electrical 
leagues and central stations to or- 
ganize a direct mail campaign among 
the industrial plants of their com- 
about 10 days 


in 


munity by sending 





Caravan of Fixture Buyers 
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apart, three broadsides extolling the 
benefits of better factory lighting. 
This is supplemented by an advertis- 
ing campaign of the Industrial Light- 
ing Campaign in 18 national trade, 
class and management magazines and 
a local newspaper campaign by the 
interests. For the latter, 
over 500 mats and plates have already 
been ordered aggregating over 100 
pages of paid newspaper advertising 


electrical 


space. 

This direct mail campaign is to be 
followed up by personal solicitation 
by central station,’ manufacturer and 
jobber salesman and by electrical 
contractors. The use of a personal 
projection machine has made 
available by the committee to assist 
the selling of better factory lighting 
by these interests and from reports 
received this item has 
successful. 


been 


been most 
Lighting lay-outs will be 
made for the factories whose interests 
has been aroused and in some cases, 
trial demonstrations will be installed 
in the factories. 

Three field men, M. C. Turpin. 
Westinghouse Elec. & Mfg. Co., Rov 
A. Palmer, National Lamp Works and 
W. H. Rademacher, Edison Lamp 
Works, have been loaned to the In- 
dustrial Lighting Committee 
these men are touring the country. 
explaining the activity to the local 
interests and assisting them to organ 
ize for the campaign. 

Local campaigns can be operated 
anytime before next March and the 
plan of the committee is so flexible 
that it can be adapted to the needs 
of all sizes of towns and cities at 


and 


cost that is nominal. 
Ck 


Chet. Roberts Loose in the 
Great Southwest 

Chester E. Roberts, raised in the 
jobbing business, formerly with West- 
ern Electric and other jobbers, is now 
southwestern field representative (for 
the enlightenment of the gang down in 
Texas that means Chet is a traveling 
man) for the Bryant Electric Co. 
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Information You May Want 


EAUTY and Comfort are the two necessities which go into making 
a home electrically complete. Tork Upandown Brackets serve both. 


Beauty 
Their simple charm readily lends itself to any setting. 


Made in ten colors Tork Upandown Brackets are designed to be trimmed 
for nine different methods of lighting. They are moulded at such high 
temperatures that hot water, cleaning compounds, or acids cannot deface 
them. And this beautiful material, of which Tork Lights are entirely built, is 
better insulating material than any lighting fixture was ever made of before. 


Comfort 


Tork Upandown Brackets are a source of comfort to any user—for the 
lower flange gracefully conceals an instantly accessible outlet, ready for 
attaching appliances whether the light is on or off. 


Tork Lights are the best form of electrical insurance, combined with an 
untarnishable decoration. 


See that you have the latest information regarding the entire line; Tork 
Skylight, Tork Upandown Bracket, Tork Tilting Ball, and other numbers 


small in size but large in volume. 


TORK LIGHTS 


Built of Bakelite to Use and Enjoy 





TORK SKYLIGHT TORK UPANDOWN BRACKET TORK TILTING BALL 


Electric charm for small 9 ways of lighting and the best way of Silent light wherever you 
room ceilings. plugging —for any wall. write, read or sleep. 


TORK COMPANY ~ 8 WEST 40th STREET ~ NEW YORK CITY 
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Work with your trade and 
they'll work with you 


The easiest way to get business is to push the article 
that is easiest sold by your trade. Articles that are 
advertised are already half sold, and articles that give 
value plus and sell at a popular price are still more 
easily sold. 


Such an article is the BUSS Light. Advertised regular- 
ly in the Saturday Evening Post, (and now in the 
Butterick Quarterlies) practically everybody who passes . 
the stores of your customers has read about BUSS Lights. 


The whole problem is simply one of letting the 
people know that these stores have BUSS Lights. 
That's why it’s the display material that tells the story 
and sells the goods. 


To increase the BUSS Light sales of your dealers, we 
have prepared an exceptionally fine display set sent 
free on request of any store. When your customer 
orders BUSS Lights, get him to write us for this dis- 
play set or jot down the request on your order and 
have your house order it. 


BUSSMANN MANUFACTURING CO. + St. Louis. 


Refer 
to Your 
Discount 
Sheet 











BUSS Light 
She Handiest Light in the World, 


= 




















Illumination 


The Light of Progress 


It is only natural that the United 
States should lead the rest of the 
world in the use of electric light, but 
it is surprising to learn what a vast 
difference exists between countries. 
The annual electric lamp consumption 
of the world is, according to the most 
recent statistics sent out by the N. E. 
L. A., more than two-thirds of a bil- 
lion. 

Of this amazing total 355,250,243, 
or 50.3 per cent of the total, are con- 


| sumed on the North American conti- 





nent, while Europe, with a yearly con- 


| sumption of 265,677,300, or 37.63 per 


cent, comes next. Of the other world 
divisions Asia, which has an annual 
consumption of 49,875,000, or 7.06 
per cent, ranks next. Then comes 
South America, which consumes 20, 
551,400 lamps, or 2.92 per cent. 
Oceania, where 7,422,156 lamps, or 
1.05 per cent, are used in a year, is 
next and Africa last, her annual con- 
sumption of lamps being but 5, 
916,000, or .84 per cent of the total. 

Taken by countries, the figures are 
even more interesting. The United 
States, the birthplace of the incan- 
descent lamp, as we know it today, 
uses in the course of a year 336,593,- 
217 lamps, which is 47.65 per cent of 
the world’s consumption. Germany, 
the next largest user of these lamps, 
has an annual consumption of 94,975,- 
158 lamps, followed in turn by Japan, 


| 37,414,577; France, 28,166,104; Great 
| Britain, 24,457,410; Italy, 21,523,- 








971; Russia, 16,480,618; Canada, 15,- 
443,435; Spain and Portugal, 8,621,- 
744; Austria and Hungary, 7,968,035, 
and last, among the countries for 
which lamp consumption has been esti- 
mated separately, Switzerland, with 
6,934,590. 

Of course, in considering these fig- 
ures, the relative number of residents 
must also be kept in mind, but as 4 
whole the number of lamps used seems 
to have a direct relation to the prog- 
ress of each country. 

It is interesting to note also the fact 
that, widespread as the use of electric 
light now is in this country, it is esti- 
mated that only about one-half of the 
twenty-six million homes in the United 
States are wired.. The limit has by »° 
means been reached—less than one- 
half of the potential market has bee? 
opened, and a very large percent:g¢ 
of the buildings wired do not 1ow 
utilize electricity. 
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‘Let Me Show You 
the NEW Mazpa Lamp’ 








IGHT now the news value of the new 
National MAZDA lamp is money in 
your pocket and in your dealers’ pockets. 


Get your dealers in the habit of saying to 
their customers, ‘“‘Let me show you the 
NEW MAZDA lamp.” 


And first thing the dealer knows, he's telling 
about the inside frosting and the rugged 
construction, and explaining how well the 
light is diffused and how easy it is to 
keep the lamp clean because the frosting 
is on the inside. 


“All that for 30 cents?” the customer 
inquires. 





And next thing, he’s said, ‘‘Wrap up a few 
of those in my package.” 





That's how easy it is to sell the new 
25-watt National MAZDA lamp. Pass this 
along to your dealers. 


@ NATIONAL @ 
|MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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The Hemco Dual 
Vitalizer 


Lister bi | 





Same high quality design. 
Handles both type tubes, 
UV199 and UV201A. 
Ideal, too, for dealers who 
wish to rethoriate tubes on 
a service fee basis—or free 
of charge as a sales stimu- 
lator. Catalog No. 20199. 


List Price . $5.00 







An unfailing 


promise of 
quality 














GU AR ANTEED to rethoriate tubes as effectively as any re- 








Rethoriation 


What it is and how the Hemco 
Uitalizer does it 


The Hemco Tube Vitalizer brings old tubes to 
new efficiency and helps bring their effective life 
up to their filament life. 


Tubes 201A, 301A, UV199, and C299 are used 
almost exclusively in radio because they are excellent 
detectors, are unexcelled as amplifiers, and use less 
battery current than other types of tubes. 


The reason for this is that the filament used in 
them isan alloy of tungsten and a rare metal,thorium. 


Thorium has the valuable property of giving off 
electronsvery freely with little battery power. It is this 
emission of electrons from the filament that enables 
a tube to receive and amplify music and programs. 

Unfortunately, only the thorium near the surface of the filament 
is released and the supply gradually wears away. This wearing 
accounts for the tubes graduaily losing their power to bring in 
distant stations. The filament may still burn as it did when new, 
but when the thorium is gone, there are no electrons to carry the 
radio impulses from the filament to the plate. 

It has been discovered that with the proper electrical treatment . 
a fresh supply of thorium can be melted from the inside of the 
filament and brought to the surface —this is called rethoriation. 

Even if a tube is working fairly well, it will work better, if 
rethoriated occasionally. 

To operate the Hemco Tube Vitalizer simply insert the tube in 
the socket and connect the cord plug to the electric light socket 
Press the small button, holding it down for 15 seconds to heat the 
filament, then release the button and let the tube burn for 20 min 
utes. This is the average time. The instructions tell how to oper 
ate, dependent upon the condition of the tube. 

Works on D. C. or A. C.—100 to 120 volts. 


MCO RADIO 


juvenator on the market regardless of price 


Operates on DC or AC 


Type No. 1990 for UV199 type tubes 
Type No. 2010 for UV201A type tubes 





October, 1925 





THE JOBBER’S[A]SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Here’s a Leader for You! 


Sell them by the dozen 


If you want to crack things wide open for 
business before your dealers have a chance 
to pull the “Nothing needed today, Bill,” stuff, 
spring a Hemco Radio Tube Vitalizer on 
him and watch his sales resistance do a 


tail spin. Show him how it works— that 
will get his attention; let him operate it 
himself on an exhausted tube— that will 
get his interest; tell him the price— that 
will close him. Then write up the order. 


Carry a Sample—It Sells Itself 


Ask your sales manager for a sample 
Hemco Tube Vitalizer. That’s the surest 
way to sell them. 

If you haven’t a sample, perhaps your 
dealer will hesitate because of the low price. 
If he can but see it and watch it work, you 
can sell him on the spot. 


Remember the Hemco Vitalizer is a qual: 
ity product. Only an entirely new idea in 
construction and quantity production has 
made possible its low price. 

It is guaranteed to give perfect satisfac- 
tion—a test any product must pass to carry 
the Hemco trade-mark. 


HEMCO Products Sold Through Jobbers Only 


And remember that Hemco Tube Vital- 
izers, like all other Hemco products, are sold 
through legitimate channels only. They are 
highest quality, designed for turnover that 
stays turned. Liberal discounts make them 


unusually profitable, and the workof Hemco 
missionary men supporting extensive adver- 
tising insure their success. Hemco jobber 
protection is not only a promise but a time- 
proven truth. 


GEORGE RICHARDS & COMPANY 


557 West Monroe Street, Chicago 


TUBE VITALIZER 
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Heard in the Jobber’s Stock 
Room 
By E. McNAMEE 

WELVE o’clock at night it was. 

The head clerk and his assistants 
had gone home hours ago. Gone too 
were the many and varied noises that 
filled the big room during the day. 
The sound of heavy packages being 
hauled about and the rumbling of these 
same packages as they went their 
winding way down the chute to the 
shipping room was no longer heard. 

And now at this weird hour of mid- 
night was there silence in the stock- 
Quite other 
sounds now pervaded the big room. 
Cheerful conversation, laughter and 


room? There was not. 


lively discussion could be heard from 
Indeed the discussion 
over in the northwestern part of the 


all quarters. 


room was so lively that it came peril- 
ously near to wrangling at times. This 


was the section where the Madza 
lamps lived. 

Just now a little 25-watt, S-17 
Madza B lamp was telling her 


“Here I 


vet and its an awful shame, it cer- 


troubles to the world. am 


tainly is, to be disappointed again. 
I expected surely to get out today. 
It was promised I should.” 

“Oh, there’s S-17 on the warpath 
Will some one tell her to turn 
There are others here as much 


again. 
over. 
disappointed as she, but are not mak- 
ing such a howl about it.” “Yes, 
turn over, you may well say so. That’s 
just what I want to do, but I never 
get the chance,” in a voice danger- 
ously close to tears. 

there,” 
spoke up a strong gentle voice from 


“Patience, patience down 
an upper bin, where some 200-watt 
“We'll all get 
sent out in good time and, as Miss 


lamps were waiting. 


Daylight says, there is no use in com- 
plaining.” 

“Well for my part I can’t see why 
sister 17 cannot say a word without 
having her base almost snapped off 
by any of that idle, useless, ornamen- 
tal Daylight gang.” 

This came from a 60-watt Mazda 


B lamp, whose other name was S-21. 
It is a peculiarity of the Mazda 
people to derive their names from 
their size and shape. Thus S-21 was 
of a straight form, hence the S, and 
the figures referred to her dimensions. 
She was much given, was S-21, to 
making unkind sarcastic remarks, di- 
rected chiefly against the Mazda C 
lamps, her own cousins too. It was 
said in the stock that she had met with 
a keen disgppointment in the early 
part of her career and this had soured 
her disposition, 

“Do not let yourselves be disturbed, 
sisters, by her remarks,” spoke up a 
stately 300-watt Daylight lamp. ‘She 
does not know, she does not under- 
stand and I doubt if she ever could 
understand. Ornamental, yes I be- 
lieve we are generally considered so. 
But to be ornamental, that is not what 











| 





This is a view of part of the pipe room 
in the new building of Otto Reiman, Inc., 
Chicago. Pipe storage space is provided 
on two sides of a driveway wide enough 
to take a truck, The space is divided into 
compartments about four feet wide, sepa- 
rated by angle iron construction sufficient 
to keep the various sizes operated. 
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we are intended for. Our purpose in 
life is to properly display all that is 
beautiful and ornamental.” 

“Oh, you can use all the high-sound- 
ing phrases you like about your ‘mis- 
sion in life’ (scorn unutterable was in 
the voice) but it does not alter my 
opinion in the least. Why if I was 
born, built I mean, for ornament only, 
I’d be ashamed to look the world in 
the face.” 

“Well, then cousin,’ drawled a 
slender, shining, beautiful 75-watt 
Daylight lamp, who had not before 
spoken, “I guess you can do all the 
lookin’ you want to, for with your 
er— well, shape, and color, or rather 
lack of color, it is most unlikely that 
you will ever be considered orna- 
mental.” 

A little S-17 piped up plaintively, 
“Oh, I am not a sign lamp and don’t 
expect to be put on top of a high 
building and rival the stars. I am not 
asking for any high destiny like that, 
but I would like a chance to shine 
somewhere.” 


“Well you surely cannot be blamed 
for that, little sister,’ came a pomp- 
ous voice from a bin occupied by 
Street Series lamps. “It is a worthy 
ambition and I hope you will soon 
realize it. Now with us,” the pomp 
ous voice went on, “conditions are en- 
tirely different, no difficulty at all in 
getting placed. The difficulty in our 
family is in getting turned out fast 
enough to fill the many places where 
we are needed. For years there has 
been an enourmous demand for us in 
the big cities, and now every town and 
even the small villages are waking up 
to the importance of installing Street 
Series lamps.” 

“Ahem. Pardon me, I do not wis! 
to contradict any of brother Street 
Series’ remarks, nor to question his 
great ability, for as you all know, |! 
am not given to criticism, but I do fee! 
compelled to say a word here.” = This 
came from a strong, deep voice, heard 
for the first time and evidently heard 
with much displeasure, for there were 
low remarks and murmurs of dismay 
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“RACO” Set-up Box 








U. S. Pat. 3-18-13 
“RACO” HB Straight Bar Hanger and Stud 


Carries any style of Ceiling Box and may also be used 
in concrete work. 





“RACO” HO Old Work Bar Hanger 


Only. one small hole in the plaster is 
required. 





The Big Selling Line for 


Energetic Salesmen 


Riya Bar Hangers are enjoying the 
highest reputation among electrical con- 
tractors who are particular, They know that 
for every type of installation there is a “Raco” 
Bar Hanger which requires only the use of 
nails and a hammer to complete the attachment. 
This feature alone has made “Raco” Bai Hang- 
ers favorites. “RACO” HS Shallow Offset Bar Hanger and Stud 
a yourself of the contractor's good Offset is of correct <oeph ‘to, hang Oe Outlet Box flush 
will when you talk the outstanding features 
of “Raco” products. 
OMMENCE today to put forth your best 
efforts at every opportunity to sell “Raco” 
Bar Hangers. It means money to you. 
VERCOME ésales_ resistance by pushing 
“Raco” products, increase your earnings— “RACO” HD Deep Offset Bar Hanger and Stud 
it’s easy. Offset is of correct depth to bring 1%” deep Outlet Box and 
Letters from jobbers and jobbers’ salesmen re- Plaster Ring flush with surface of plaster. 
questing information, are gladly received. 


“RACO” Bar Hangers are fully covered 
by U. S. patents owned by this company. 
Beware of imitations. Infringements will 


be vigorously prosecuted. 
Also, the “Raco”’ Switch Box with extended 


BIE intent in: tal avin devils end 4 “RACO” HC Universal Cleat Hanger 
cars: — * ray OT Saving ¢ Adapted for use with 1%” deep. Outlet Box fitted with Plaster 
another “Raco” product that every contractor Ring or Switch Cover. 


should be familiar with. j 


ROACH-APPLETON MFG. COMPANY 


3982 BARRY AVENUE, CHICAGO, ILL. 


New York Offices and Warehouses Philadelphia Offices Boston Offices and Warehouses 
38 Murray Street 30 Bank Street 42 Binford Street 
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And even a few deri- 


from all sides. 
sive giggles could be heard and a faint 
groan came from a far-off corner. 

“Oh, gee, they have got old Flood 
Lighter started and he wants to say 
a word,” came one of the murmuring 
voices, “if he stops at a thousand we 
are lucky.” “‘That’s where you said 
a mouthful,’ answered another, 

The big lamp either heard or heed- 
ed not this running fire of comments 
He 


1000-watter and large for his size at 


for he went booming on. was a 
that, and his voice was not only deep, 
but extremely loud too. Perhaps his 
victim, the Street Series lamp, was 
listening if the others were not. 

“Yes, indeed, brother I feel com- 
pelled to tell you that you are greatly 
exaggerating the importance of your 
work in the world. Necessary indeed 
and there are many places 
where it would be hard to do without 
you, and by the way, just what is your 
illuminating power, if I may ask?” 
“Two hundred fifty candle,” was the 
proud response. 

“Ah, yes, I though about that, and 
a very useful capacity too and I am 
free to admit that when connected up 
with a number of your brothers and 
sisters you can do a very fair job of 
illumination, very fair indeed, but you 
must remember that it takes a number 


you are 


of you to accomplish anything.” 

“If you will take the trouble to re- 
call what I said, you will admit that I 
was speaking of my family, I was not 
referring to my individual powers. I 
am not in the habit of doing that, as 
I consider it—well, rather bad taste.” 

“Ah, yes, yes, to be sure,” hurried 
on the big voice, “I believe you were 


speaking of your family and quite the 
proper stand for you to take too. In 
your own line you are indeed very use- 
ful and necessary but it is absurd for 
you to talk of preserving the safety of 
the world and spreading civilization 
and all that. No, no my friend, much 
greater powers than yours are required 
for that. That great responsibility 
rests with us Flood-lighters. We it 
is who light the harbors where the 
big ships come and go. The stupen- 
dous task of illuminating the railroad 
and freight yards, bridges and big 
factory yards, and long lonely lines 
of railway tracks is all left to us. 
When it comes to such work as this, 
why you would count no more than 
the flicker of a match or the gleam 
from a tallow candle.” 

“As I sit here quietly day after 
day,” he continued, “waiting for ship- 
ping instructions I cannot help but 
notice a very bad habit that seems to 
be gaining a foothold in this stock. 
There is too much talk, unkind criti- 
cism and idle gossip. But with all 
due allowances, I am shocked and sur- 
prised at the lack of dignity and re- 
serve that is displayed here. 

“Now I hope I shall not be com- 
pelled to talk on this subject again, 
and that there may be an end to the 
silly chatter and extravagant boasting 
that is constantly going on. How 
much more fitting to preserve a dig- 
nified silence and contemplate seri- 
ously the important work you will 
soon be called on to perform, and so 
preserve the best traditions of the 
Mazda people.” 

Gasps of indignation. “Well if that 
wouldn't frost and spray you too.” 
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This is the new Western Electric house recently opened in Houston, Tex., of which 


F. G. Caldwell is local sales manager. 


The building has a floor area of 20,000 sq. ft. 





breathed a voice. ‘That's watt,” 
came from another. But this was 
treated with the silent scorn it de- 
served. 

“Now, I wonder,” drawled another, 
an insolent, acid etched voice, “if he 
ever heard that other good old adage 
which “Practice what 
preach.” 


says, you 

This brought general applause, “Oh, 
that’s good, but I am afraid he did 
not hear. Say it again and a little 
louder please.” 

“IT guess he heard, but what’s the 
use. Never could make him see the 
light, great illuminant that he claims 
to be. No, I shall not exhaust my 
vacuum in arguing with him. 
through.” 


Im 


¢ €¢ © 


Simplified Practice in Packages 


Thousands of distributors 
countless users are directly concerned 
in finding the correct answer to a 
question which has come before the 
bolt, nut and rivet industry of the 
country. The question is: Shall the 
time-honored system of buying or 
merchandising bolts, nuts and rivets 
by decimal count give way to a more 
progressive system of buying by tl« 
package and weight? The results of 
their investigations will be of interes! 
to electrical jobbers who are vitally 
concerned with everything that is done 
to simplify present methods of pack- 
aging and handling goods. 

The determination of a 
answer will affect expenditures of 
many millions of dollars in packing 
and_ warehousing, freight 
handling costs and, other items of 
expense for distributors and 
alike. How great a total these ilems 
would show for the distributors and 
users is problematical, but for the 
manufacturer alone it amounts to some 
$12,000,000 a year. 

Bolts, nuts and rivets are produced 
annually to the extent of 25 billion 
pieces, and with a manufactured sales 
value of $187,000,000. More than 
1,250,000 tons of steel are used in 
production, 

In recognition of important savings 
made. by numerous other industries 
through improved packing methods. 
the manufacturers some months ag» 
began studies of the problem in their 
own industry. 

A committee sought the co-operation 
of the Division of Simplified Practic 
of the Department of Commerce i) 
the simplification of containers to s«- 


and 


correct 


charges, 


users 
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“AMERICANS SHOULD PRODUCE THEIR OWN RUBBER .. . K6fSinalenty 






































Applyiné Firestone Rubber Tape and Friction Tape 
on High Tension Joint 


Made Safe and Permanent with 


Double Fireston¢c Insulation 


The most economical and dependable prrtection 
for high tension joints is this double insulation— 
Firestone Rubber Tape and Firestone Friction Tape. 


This combination has dielectric properties that 
surpass Government standards as well as those of 
large equipment manufacturers. 

The special sulphur-free, adhesive rubber com- 
pound which withstands heat, cold, moisture and 
dirt, has brought Firestone Tape into extensive use 
for both outside and inside installations. And because 
of itseasy handling and quick application, itiswidely 
specified by electricians, mechanics and individuals. 

Here is a profitable, quick-turning item, backed 
by a 25 year reputation for value. For prices and 
specifications, in bulk or in cartons, write the near- 
est Firestone Branch,or the Factory at Akron, Ohio. 


Firestone g 


FRICTION TAPE 
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Here’s a 


time 


ence in se 
switches. 


Send for fu 
other data. 


RACINE 








PUSH 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


For more than 16 years “Reliance” 
Its simplicity of construction, high 


manufacture are responsible. Every 
switch is fully guaranteed for one 


replaced free. 


ferent sizes for 10, 20, 30 and 50 am- 
peres. 
list. 


Priced from $28.00 to $36.00 


“RACINE” 


AUTOMATIC TIME SWITCH 
TO MEET COMPETITION 


most 
switch 
competition. 
all the conditions you will experi- 


20 amperes. 
$23.00 respectively. 


RELIANCE AUTOMATIC 
LIGHTING CO. | 


1907 MEAD STREET 


LD RELIABLE 


itself to be reliable 
aterials and accuracy of 
y defective part wiil be 


Runs a full week 
nding. Made in 12 dif- 





satisfactory 8-day 
that’s made to meet 
It successfully meets 


lling lower priced time 
Made in 2 sizes, 10 and 
Sells for $19.50 and 


ll jobber proposition and 


WISC. 





cure economies which should facili- 
tate handling, meet storage problems, 
reduce shipping expenses and elimi- 
nate the evils of waste space and 
packages breaking in transit. 

Early surveys indicated an average 
waste in space under present methods 
of 20 per cent; and early in the in- 
vestigations it seemed as if the buy- 
ing-by-count system was a contrib- 
uting factor in this waste. 

Packing systems and methods of 
various manufacturers were examined 
by the committee members. The prob- 
lems before the committee were: The 
necessity of keeping in stock for quick 
shipment more than 1000 sizes and va- 
rieties of standard carriage and ma- 
chine bolts and coach screws, which 
are used in the extent of nearly a 
100,000,000 a day; the necessity of 
packing the product so that it will 
occupy a minimum of cubical space; 
the need of packing into whatever 
shipping medium is used in a manner 
which will prevent shifting in transit 
and will eliminate the broken-package 
evil; and the further difficulty of com- 
plete filling of every container. 

Present methods indicate a wide 
diversity of practices. One manufac- 
turer designed some 60 sizes of con- 


would be filled com- 


tainers which 


pletely. His chief difficulty lies in 
the expense of carrying and storing 
the great variety of containers neces- 
sary. Other manufacturers had re- 
duced the variety of containers to a 
few items, but found cost disadvant- 
ages from loss of space, shifting of 
material and unduly large breakage of 
the packages. Still another instance 
wes found where a “standard” case 
was used, and here a wastage in weight 
was revealed. 

All of these cost items were not 
only a burden upon the distributor, 
but were reflected in the cost to the 
consumer 

After some investigation, the chair- 
man presented a plan of simplification 
of bolt packing methods which held 
the promise of overcoming the diffi- 
culties and of saving hundreds of 
thousands of dollars annually. This 
plan was adaptable to the immediate 
application for handling carriage 
bolts up to and including 6 ins. in 
length. 

The striking feature of the plan was 
that it would do away with the deci- 
mal count system of buying and sell- 
ing, and substitute the use of the 
package and the case. It was pro- 
posed that there should be five sizes 
of cartons to serve as standard; and 

















Ala. 
address.” 





Standing, left to right: 


C. L. Teal, G. V. Hawkins; E. L. Runborough, Edison Lamp Works. 
| E. B. Greenwood and pipe, then J. A. Burel. 

















Here is the “heavy artillery” of the Matthews Electric Supply Co., Birmingh«™, 


Like the big guns described by the colored soldier, “all dey needs is jest yo 
M. G. Williams, sales manager; C. L. McBride; 


In front are 
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P&S Standard Wiring Devices 





P&S 540 P&S 9366 
Shurlok Shurlok 
P&S §hurlok, Sockets---made in zen | | i 1h 
P&S 931 Porcelain, High Heat Composition 
Shurlok, and Brass Shell Types. ny 





CA-S 29 Brass Socket 


P & S 1299 Key must be ordered special 





P & S 59108 P&S 54 P & S 61988 
The Most Popular Sign Receptacles in the World 


P&S All-Porcelain 
Receptacles 


Send for Form 1527 


Fifteen Numbers for All Styles of Outlets 


With All-Porcelain Shade Holder 
5 With Porcelain Ring for Ball Lamps 
P&S 870---With Stud Box as a Suggestion Flush Back and Deep Back P&S 139% 


Transformer Cutout 


P & S Chain Pull Sockets 
Are Standard 


Built Right---on the Inside---they need 
no Attachments on the Chain. 
A---Chain Hook. B-C, Guides. 


A --- Attach or detach the chain 
quickly---it won’t unhook---in oper- 
ation or in the Shop. 


B---P&S Bell Mouth. 
C--- Frame Wing. 
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Pass & Seymour, Inc. 


Solvay Station Syracuse, N. Y. 
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JOBBER’S 


SALESMEN! 


Plan NOW for the Big Fall demand 


for “NORTHERN” heating devices. 


They will make friends and profits 


for you. 


12x15 in. 
No. 88 















































Here is a Heating Pad above par, furnished 
with a ten foot cord,, two piece plug and cov- 
ered with soft eiderdown. It is said, “North- 
ern” Heating Pads last longer because they 
are made with a dependable thermostat. 


Super Radiator 
Element 
It’s larger size with 
heavier and longer 
resistance wire as- 
sures long service. 
Best for most any 
Electric Heater. 
Sold on two year 


guarantee. 





Radiant HEATER 


13 inch Reflector made of pure 


New type especially 
designed. A heavily construct- 
ed element insures long life. 
A quick turnover for dealers. 


copper. 





The “Northern” Soldering Iron 


a. ee 


Especially designed for radio use, light in 
weight, perfectly balanced and can be used 
for the finest work. The tip and heating ele- 
ment (special Nichrome element) can be re- 
placed. Adopted as standard by many radio 
and coi} manufacturers. 


Nowhen Lieciric Co. 


Also Mfrs. of the Famous 
“NORTHERN” Curling Iron 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 
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The Wardman Park swimming pool in Washington, cooling rendezvous of the dip- 


lomatic and social set of the national capital, was opened for night swimming. 


This 


photograph shows the open air pool with gay swimmers frolicking in the water with 
reflections of the many colored lights.—Underwood § Underwood, 





that these should be packed full with- 
The di- 


mensions listed were as follows: 


out respect to decimal count. 


INSIDE DIMENSIONS 
Car- 
ton 
No Deep Long Wide 
0 +g 13,” 13,” 
1 133” 31” By,” 
2 BY,” 314” BY,” 
8 314” Tey” 314,” 
4 31,” Ts” Tos” 
OUTSIDE DIMENSIONS 
Car- 
ton 
No. Deep Long Wide Capacitu 
. fF MWe 1 MBF. 
1 19° 8h" 8%" 1%). 
2 BY,” Bi” BY” 2 lb. 
8 83% ” 7144" 3 ts ” 5 lh. 
1 825” T44" 714” 10 Ib. 


Under this size system, it will be 
that of carton 
multiple of the next size. This per- 
mits the assembling of various items in 
cases which will be filled’ to capacity 
without waste, either in the cartons 
or the cases; and which stand ship- 


seen each size is a 


ment without breakage of packages. 

‘Taking careful tests, it was found 
that under this system, a No. 2 carton 
would contain from 90 to 220 pieces. 
the number being determined, 
course, by the size of the bolt, the 
former being the 1, by 214 in. size 
and the latter being the 14 by 1% in. 
size. Sizes of bolts from 214% up to 
6 ins., packed in No. 3 cartons showed 
a count of 160 to 80 pieces. 

At the same time there was devel- 
oped a series of sizes for packing 
cases—18 in all—which would accom- 


of - 


modate from 12 to 40 cartons. These 
packing cases range in size from a 
depth, length and width of 71% ins. up 
to a depth of 1434 ins., a length of 
3634 ins., and a width of 14%, ins. 
When the cartons are assembled for 
the cases, the net weight per case 
ranges from 55 to 181 lbs., it having 
been determined that 200 pounds was 
the maximum weight that could be 
handled conveniently by one man. 

In addition..to the weight factor, 
the sizes of packing cases had to be 
based on needs, for it was recognized 
that the quantity in a case should be 
small enough to meet the require 
ments of at least 50 per cent of the 
total number of buyers. 

As compared with the 
count system, a customer desiring, for 
example, 2,000 carriage bolts of 14 by 
314, size would order'a No. 5 case. 
containing 3,160 pieces. He would be 
assured of receiving full weight, un- 
broken capacity packages, full case. 
and of greater compactness than is tlic 
average case at present. If the order 
were received from distributor, the 
latter would benefit. 

* * * 


decimal 


Hardware Company Opens 
Electrical Department 
Information has been received from 
the Persinger Hardware & Furnitu'e 
Co., Williamson, W. Va., that it 's 
opening an electrical wholesale d: 


partment under the management «f 


A. C. Heuser. 
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New and Improved 


RENEWABLE FUSES 











Instant Acceptance! 





NEVES has there been such general 
acceptance and recognition of a de- 
vice as was accorded the new and im- 
proved Union Renewable Fuse. 


| In less than a week after the initial 
announcements appeared, the number of 
orders showed conclusively that the ex- 
treme simplicity, substantial construction, 
and the other distinct advantages were 
appreciated by fuse users as well as the 
electrical trade. They were quick to see the 
possibilities of Union Fuses in affording 
maximum protection at minimum cost. 


Stocks Being Rushed to Jobbers 


b Shipments are being rushed daily to all 
; parts of the country. Production has been 
increased twice since the first schedules 
were planned. 


™ 


va CU!hUCSCC 


a} t 






If you have not had an opportunity to 
fl see one of these fuses, ask your supply 
Dr house to send you some before 
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Both openings in the 
case are full-sized, 
making easy inspec- 
tion and cleaning. 











you place your fall orders. The 
a fuse will tell its own story— 
n- take one apart — you'll recog- 
ie. nize its advantages in a minute. 


er Pamphlet 101 also has the 
complete information and 
prices on all Union Renewable 
Fuses. Copy on -request. 


SHICAGO FUSE MFG. Co. 





























Simplicity—take off one end cap, un- 
screw the other and pull out the com- 
plete knife-blade member. Note the 
straight-line construction and the 
heavy fibre bar that rigidly holds the 
knife blades in per t ali; t 
































J 
ire <> MANUFACTURERS 
nm ~ WY, 


ELECTRICAL PROTECTING MATERIALS 
A AND CONDUIT FITTINGS a a 
The link is notched to facilitate re- 


f 1519 W. 15th Street newal, and is held down by studs so 
CHICAGO, ILL. that there are no exposed threads to 
be clogged by molten metal. 
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Boost Your Sales with ABolites 


R. L. M. TYPE 
AB NECK 





TYPE RW— 
One - Piece 
Ventilated 
Non -Inter- 
changeable. 


TYPE RH— 
For Commer- 
cial Brass 
Shade-Holder. 


R. L. M. TYPE 
SCREW NECK 





T¥PE RT—Two-Piece 
Interchangeable, 


Drawn Copper 


lighting season’s here? 
Detachable ABolites. 


orders’ 











mm Teenie Ca) 
mn oeteeravnnnnonn ene 


(Porcelain-Enameled Steel Reflectors) 





ABOLITE 
UNITS 





TYPE RF— 
One - Piece, 
Formed Neck 
Non -Inter- 
changeable. 


Dome Reflector with Ventilated 


RLM 
Holder, (Type RV), A Quick-Selling All- 


Around Unit. Same Reflector combines 
with holders below to form— 





‘TYPE RS— TYPE RSC — Com- 
For Brass and bination Standard 
Weatherproof Outlet Box Cover and 
Sockets. ABolite Shade-Hold- 

er. 
ABOLITE 


UNITS 





There’s quite a demand, too, 
for the Screw-Neck AbBolites, 
such as— 





TYPE RCT—Standard 


REC—Outlet- 
Threaded Shade-Holder 


TYPE 


with Box Cover Shade-Holder 
Holder. with Keyless Sign Re- attached to Outlet-Box 
ceptacle. Cover. 


IFFICULT to carry a full line of RLM’s now the 


Not if you use Two-Piece 
You can always fill those “rush 
then. 


Get our New Catalog — No. 178-A 


AB PRODUCTS DIVISION 


THE NATIONAL SCREW & MFG. 
COMPANY 


2440 East 75th Street 
CLEVELAND, OHIO 


TTT Hensneaenaaeneeniaeenees 
UU 











Southwest Opens Tulsa Ware- 
house 

The Southwest General Electric 

Co. has opened a warehouse at First 

and Guthrie Ave., Tulsa, Okla. This 








Southwest’s Warehouse 


branch will serve eastern Oklahoma, 
western Arkansas and southern Kan- 
sas. The building has a floor space of 
15,000 square feet at present with 
provision for two more floors. A stock 
of approximately $100,000 will be 
carried. The present personnel, which 
will be increased later, is as follows: 
L. J. Locke, sales manager; H. Al- 
brecht, service manager;.T. Flynn, in 
charge of warehouse; A. R. Russell, 
J. E. Owens and R. S. Gack, territo- 


rial salesmen. 
* * * 


A Receptacle Mystery 
By MERVIN “BUZZ” HIRSCHFELD 


Hirschfeld Electrical Supply Co., 
New York 
A tragedy in one act and one scene. 


‘Two people (one gentleman). 
Place—an electric shop selling re- 
tail supplies, appliances and _ good 
service. 
Enter—middle aged, grouchy cuss. 
Clerk—“Yes, sir.” 
Man—“No, sir” (with surly growl). 
Clerk—“What will you have, Sir.” 
Man—(forgetfully) ‘Gin.” 
Clerk—(politely) “We do repair- 
ing, not prescriptioning.” 
Man—‘‘Have you. one 
things for the light?” 
Clerk—“Just what part.” 
Man—‘“The thing you push in’ 
(gesticulating wildly) 
Clerk—“This?” (showing a push 
button). 
Man—‘‘My God! don’t you know 
For a light—in 


of those 


your own business? 
the wall—in a box.’ 

Clerk—(low) “You ought to go in 
a box in the ground.” 

Man—‘“‘What’s that?” 

Clerk—“T said, the thing for the 
box will be found’ (shows a flush 
switch). 

Man—“No, no, no. The thing you 
connect a lamp to in the base.” 


> 
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\ Santa 


ws What They Want 
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H™ your community with its Christmas shop- 
ping. Create a desire for gifts electrical. Use the 
ose Westinghouse Gift Guide. See what it is and how it 
can make this Christmas business the largest you 
have ever known. 


in” 


A postal card to your nearest district office will 
om: bring you full information. 
now Westinghouse Electric & Manufacturing Company 
i Merchandising Division 
= Mansfield Works Mansfield, Ohio 


Sales Offices in all Principal Cities of the 
United States and Foreign Countries 


Westinghou 










Se 
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The Only Combined 
Straight and Reversible 
Electric Toaster 


We asked you to look at this new 
toaster because we knew you would 
want to know about it, FOR 


It is the last word in toaster de- 
sign, construction and operation. 
A toaster beyond all comparison and 
competition because of new and ex- 
clusive features heretofore unde- 


veloped. 


Features that your dealer custom- 
ers have long been waiting for. A 
toaster that combines all the good 
features of both the straight toaster 
and the reversible toaster and with- 
out the bad features of either. 


This new straight-reversible prin- 
ciple alone is enough to shatter all 
your previous toaster sale records, 
but that’s not all. Note the beau- 
tiful design and the convenient table 
switch in place of the old fashioned 
plug. 


The price, as usual with all Security 


Merchandise, is low—$5.00 list. 


In all Security Merchandise like in 
this toaster, there are talking points 
that make selling easy and put 
competition on the run. 


If your house has the Security Line, 
count yourself lucky, if not, write 
the boss tonight and find out why. 


Security Electric Mfg. Co. 
2635 Canton Street, Chicago, IIl. 


Security 


HEATING APPLIANCES 
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Clerk—‘‘I’d love to connect with 
the lamp in your face.” 

Man—‘Did you say something?” 

Clerk—‘“No; I’m too overwhelmed 
at a discovery I just made.” 

Man—*‘What’s that?” 

Clerk—“I can now 
new language.” 

Man—‘“‘What?” 

Clerk—“The one you speak.” 

Man—“Don’t get fresh. 
thing I want is a receptacle.” 

Clerk—(growing faint) “Now you 
really aren’t kidding me?” 

Clerk shows a pin receptacle. Man 
inspects it and asks how to wire it up. 
Clerk gives him as much information 
as he can, recommending an elec- 
trician to do the job safely. 

Man—‘That’s all right then.” 

Clerk—“How many will you take?” 

Man—“Oh, I don’t want any. I 
have one the old electrician left. I 
just wanted to make sure it was 
right.” 

When the smoke cleared away, the 
clerk was warmly congratulated on 
his perfect marksmanship. 


CURTAIN 


ee -.@ 


Ten Great Discoveries 


(Continued from Page 1) 


interpret a 


The 


combinations and the time periods 


ihave made greater changes since the 


practice was instigated. 


| ritory 





As a stimu- 
lant of sales, it still is remarkably ef- 
ficient. 

Having thoroughly combed his ter- 


for sales and being 


entirely 
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out of luck, many a salesman has 
wished for an opportunity to tackle 
prospects whose credit rating was a 
little shady. “If I can only sell these 
birds and get their money, I can make 
my boss love me,” thought the sales- 
man. Months and years of patient 
thinking on the. part of salesmen 
brought forth the seventh great dis- 
covery which is C. O. D., with its 
well known companions, F, O. B. and 
et ee 

This is somewhat a modern discov- 
ery. Its evolution and meaning scarce- 
ly need to be explained. Suffice it to 
say, however, that sales increased with 
the practical application of this won- 
derful discovery. 

It is a question which of the next 
two real discoveries was made first, 
the Alibi or the Sales Manager. Some 
authorities are of the opinion that the 
Alibi came first and resulted in the 
discovery of the sales Manager. 
Others are of the opinion that the 
Sales Manager came first and his ac- 
tivities resulted in the Alibi. In sup- 
port of the first supposition, authori- 
ties say that when business began to 
fall off, owing to competition and a 
decrease in demand, dis- 
covered the Alibi as a means of pac- 
ifying the’ boss; the boss, having been 
fed up on Alibies, finally obtained the 
salesmen, 
who told him the whole story, for he 
had been one of the Alibiers, and this 
salesman was appointed to boss the 


salesmen 


confidence of one of his 


other salesmen, and was given the 
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“Hail! Hail!” etc. 
“company front.” Left to right: 
Bolander; H. W. 








The Electric Contractors Supply Co., Des Moines, Ia., ii 
L. A. Bodkin, president; 
Minnis, vice-president; 


H. G. Carlson; Ralp! 


Mrs. Anderson; ‘Ted Foster; ‘lel Cook 


Oscar Herselius; Clayton DeCon, and Bob Herselius. 
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HUBBELL Reflectors 



















No. 5441—10 inch 
For Brass Shell Sockets 


Hubbell Reflectors, because they are Cc, &} 


well-made, and Jook well made, are PReagperomee <> 
easy to sell. For Brass Shell Sockets 


Your customers will like their reflecting 
surface of smooth, hard, baked-on 
white enamel paint—-a surface that 
stays white for a long period and may 
be wiped and cleaned without flaking ‘ad 





5564—614 inch 


or cracking. For Brass Shell Sockets 


| Made in other finishes, too, and in a 


: wide variety of types. = Q 


No. 5429 

















HARV I I inc For Brass Shell Sockets 
HARVEY HUBBEL CES a U. 
BRIDGEPORT CONN. U.S.A. 
NEW YORK. N.Y CHICAGO. ILL. 





ELECTRICAL WIRING DEVICES 
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COL-O-CAPS 


Here’s a new stunt for coloring lamps. Equipped 
with a patented spring, Col-o-Caps snap on and 
stay put. Don’t wabble a bit. In addition to 


the half cap pictured above we make a full cap. 
beautiful colors—all sizes. 


Six 





MOTOR FLASH-O-LITE 


New and improved. 
and equipped throughout with ball-bearings. 


Ps 


The Plug That 
Laughs Last 


Here’s a fool-proof flashing plug 
that can’t be tampered with or 
altered or adjusted, because the 
permanently 





timing period is 


fixed. 


| = 4 of my ‘“checker-Betts” demon- 


= ‘ . 
ETO strating counter display cartons, 








{ 
! S00 : 
FLASH-O-LITE FLIP FLOP | 





FLIP FLOP 


“Ticks like a watch.” 
Single or double circuit. 


New idea Instantaneous 


snap to the break. 
I 


(INCORPORATED) 


James H batts | 


1390 SEDGWICK AVENUE 
NEW YORK 


title of Sales Manager. His duties 
were to thwart the Alibi by expos- 
ing it. Owing to his practical experi- 
ence on the road he was able to ex- 
pose a lot of Alibies, which resulted 
in sales talks for which every Sales 
Manager is noted. Some of the sales 
talks, which were designed to counter- 
act the Alibi, have been so good that 
they were published in book form, 
and most any salesman may purchase 
them and study them and work out 
new Alibies to counteract the effect 
of sales talks. 

Other authorities declare that tie 
Sales Manager discovery came first. 
With business growing so rapidly 
that the boss was unable to keep 
track of the sales, not to mention ex- 
pense accounts, and with salesmen 
scattered far and wide over the coun- 
try, it was impossible for the old man 
to express his feelings to any certain 


_man when business wasn’t going as 


More rugged construction, 


good as it should. Therefore, he dis- 
covered the Sales Manager, who was 
responsible to him for the sales. He 
had his office in the same building 
with the boss, and it was easy for 


the boss to walk in to his Sales Man- 


I pack ten of these plugs in one | 








ager’s office and raise Billy Cain some 
morning when distribution was rotten. 
This resulted in the Sales Manager 
passing the buck to the salesmen and 
raising Old Ned with them because 
they didn’t produce more business. 
Sales Managers as a lot got so hard- 
boiled that salesmen discovered the 
Alibi and applied it as a bumper be- 


tween them and the discharge cn- 


velope. Be that as it may, these two 
great discoveries have been of vital 
importance in salesmanship. Im- 
provements in them may be expected 
as the time goes on. We have no idea 
of what the future Sales Manager 
will be like nor what the nature of 
Alibies will be, but there are certain to 
be improvements. 

This takes care 
great discoveries in salesmanship. We 
now come to the last which is con- 
sidered by many as vastly important. 
It is difficult to comprehend and, 
while there have been millions of 
words written on the subject, very few 
salesmen really understand it. In- 
dications are that writers are none too 
familiar with what they are talking 
about. I refer to Psychology. The 
salesman who has the proper under- 
standing of this great discovery 
should be a whirlwind in _ getting 
orders. It is so complex that while 
Psychology is designed to make the 
sale easier and sure fire, no salesman 
has been able to report 100 per cent 
sales on all customers approached. 
We have hopes that our descendants 
will develop this great discovery and 
perhaps the great-great grand chil- 
dren of our present salesmen will be 
able to understand it and apply it 
with good effect. This discovery came 
after the Sales Manager. In fact, 
that’s about the only leg the average 
Sales Manager has to stand on. 

In conculsion, some of my readers 
will not agree with me on the list 
Perhaps some will 


of nine of the 


I have presented. 

























“Has anybody here seen Kelley?” 


Yes, he is the gentleman on the left in the 


picture. ‘I’. F. are his initials and he is secretary and sales manager, Crescent Elec 


tric Supply Co., Davenport, Ia. 


Reading further from left to right: Miss C. L. 


Walker, W. L. Peters, Miss C. H. Grimes, H. N. Place, F. Genzlinger, I. Kilmec 


and D. W. Mannhardat. 
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An Acid Offensive Repulsed 


Trade Mark 





“Over the top’’ and down the sides of the case charge the acidy troops. 
Acid everywhere, deploying in waves as it advances expectantly to destroy 
the rubber covered conductors. 

Across “‘no man’s” land—at last the objective and wave after wave of 
acidy demons assault the gum rubber breastwork. The charges weaken and 
stop. The fort has held. The acidy troops retreat before the determined 
stand of “‘U. S."’ Royal Portable Cord. 

Acid cannot injure ““U. S.’" Royal Portable Cord. That's why millions 
of feet are used each year on storage batteries, in battery charging stations, 
in chemical plants or wherever there's danger of acid coming in contact with 
conductors of electrical current. 

The rubber wall which houses the twisted pair of cotton wrap and rubber 
coated fine copper strands and long staple cotton filler is made of a special 
compounded tough, non-absorbent rubber which resists acid. 

When you're nosing around an industrial plant remember this point of 
acid resistance. It’s one of the greatest selling points you have. It's a sale 
clincher and ought to be used on all your prospects at every opportunity. 

There's an army of men talking and selling ““U. S."" Royal Portable Cord 
and they're making sales, too. Enlist—let us show you the way to portable 
cord sales and profits. 





_ United States Rubber Company 


1790 BROADWAY NEW YORK CITY 

COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 
Atlanta Cleveland Minneapolis Rochester 
Baltimore Columbus New Orleans Salt Lake City 
Birmingham Denver New York San Francisco 
Boston Detroit Omaha Seattle 
Buffalo Houston Philadelphia Spokane 
Chicago Indianapolis Pittsburgh St. Louis 
Cincinnati Kansas City Portland, Ore. Syracuse 


Toledo 


Also Makers of “U. S.”? Paracore Wires and Cables 


CACC 
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Why BUYERS 
PREFER the 


Bull Do: 


REGISTERED 
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On casual inspection ordinary 
split knobs and Bull Dogs may 
appear similar, but appearance 
is the only similarity. 


Superior Features 


A longer cement coated nail. 

A genuine leather washer. 

Metal assembling washer. 

Wire ways that grip but do not tear. 

The projection on the top piece; the 
recess in the bottom piece. 

Uniform porcelain. 


Non-porus porcelain. 


Stronger porcelain. 
Bu u ll D 7 
REGISTERED 


ASSEMBLED 


Split Knobs 


Our aim is to give the trade the best split knob 
on the market. Electrical contractors and our 
customers tell us that we have been successful 
in accomplishing this. 


ILLINOIS 


Electric Porcelain Co. 
MACOMB, ILLINOIS 











BELIEF THAT THE SALESMAN 


OF THE 


|count the cigar as one of the great 
| discoveries. I admit the cigar has 
| had much effect upon sales, but on 
'the other hand, cigar smoking is not 
/100 per cent prevalent in the ranks 
| of customers and the cigar would have 
| no effect upon some of them. Derby 


| hats might be mentioned by other 
_authorities. I do not say my list is 
infallible. We are all entitled to our 


|cpinions. What are yours? 


How Automotive Sales- 
men Work 


(Continued from Page 8) 
track of the idea that manufacturers 


spend millions in advertising their 
products. Trade papers are covered, 


|/consumer attention is attracted, and 
| displays of all kinds are furnished 


| dealers for their use. 


Many times 
the dealers, perhaps the smaller ones, 
are not fully appreciative of the re- 
sults to be secured from just this 
effort. Again, it is the salesmen who 
are sometimes at fault. How often 
do you see an article advertised which 
creates in you a desire for possession. 
|And what happens? You enter a 
store, you see a stock of well-kept 
goods upon the shelf, but nowhere 
does your eye light upon a “trying- 
in’”’ display of the merchandise for 
which you are searching. It is part 
of a salesman’s duty to the manufac- 
turers whose lines he handles to see 
that their displays are treated as mer- 
chandise by the dealers, to be promi- 
nently displayed wherever possible 
|When we ship an order of goods we 
include in that shipment window and 
counter display material to help the 
| dealer dispose of the articles pur- 
_ chased. 

The matter of co-operation with 
| the credit department can be briefly 
|disposed of from your standpoint by 
saying: “Do not overload the cus- 
” There is always a funda- 
| mental conflict between the credit and 
| sales department as to just what con- 
| stitutes a customer’s credit limita- 
_tions. If, however, you sell him on 
| the basis of a sufficient quantity for 
a reasonable turnover for the partic- 
alae product he is purchasing, you 
‘have done your part in the interest 
of the credit department. Of course, 
on new accounts, reports are expected 
giving as much information as pos- 
sible. There is 
this procedure. 

In reference to sales conferences, 
,our problem is foreign to the aver- 


| tomer. 


nothing original in 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


age jobber due to our covering a vast 
territory. Communities in various sec- 
tions of the country differ in economic 
problems, and their reasons for pur- 
chasing or not purchasing a certain 
line of merchandise will differ for 
various localities. It would be 
tremendously expensive to have our 
125 men in, say for a week, when the 
subject discussed one day would have 
absolutely no solution to offer to the 
problem of Jim Jones located in the 
woolen mills district of New England. 
The next day Paul Smith who travels 
Florida would gaze abstractedly out 
the window while the problem of in- 
creasing sales of winter lines was 
being discussed. 

We have no sales conference. Dur- 
ing the course of the year every one 
of our salesmen gets into the office at 
least once. At that time his partic- 
ular situation is covered in detail, 
and, we have found more can be ac- 
complished by this method than by 
the ‘“‘cut and dried” sales conferences. 


R. P. Oblinger ‘Traheincts Im- 
portant Business 


Percy Oblinger, president of the 
Indianapolis Electric Supply Co., and 
the Universal Rim Co. of America, 
and well known to the trade through- 
out the central west, was in Chicago 
the last few days of August. He has 
a big catalog on the fire and he and 
Bill Tenny of R. R. Donnelly & Sons 
Co., it is gathered, corrected the page 
proofs out at Olympia Fields, a large 
gawfing institution supporting four 
courses. Percy came up to the office 
of Tur JopsBer’s SALESMAN to explain 
in detail how Bill got a 13 and he got 
an 11 on a certain hole. It seems 
that their eyes became so strained 
compiling column units of the cata- 
log, that when they sliced up to tliis 
particular elevated green in two thev 
began shooting back and forth across 
it, and, to use a printer’s expression, 
couldn’t get it “justified.” 

Business has been good all this 
year with the Indianapolis Electric 
Supply Co. It only had one month 
that did not exceed 1924. There is 
a lot of enthusiasm down there just 
now over radio because of a new idea 
that is being worked out—a radio 
“listeners” show. A regular organiza- 
tion has been formed, made up of 
radio users, and a big exhibition was 
planned for late in September where 
the general public as well as the 
manufacturer, jobber and dealer was 
to exhibit its latest ideas. 
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Try this on 


URAFLEX 





Reg. U. S. Pat. Off. 


Prove that it 


save time 


FLEXIBILITY AND STRENGTH 


‘Snip the bands on a coil. Stretch out a length. See how it lies. 
straight and flat. That's why DURAFLEX looks neat when used 
on exposed work. And that’s what makes fishing through beams and 


partitions easy. What is more, there’s no danger of rupturing the 


armor when pulling it around corners. It’s scientifically arched to 


give the greatest flexibility without loss of strength. 


EASY CUTTING 


Nick the armor. Bend it back. See how clean it breaks—no Jagged 


edges sticking out. 


QUICK STRIPPING 


Give the end a tug and the armor slides off. 
There’s a reason why it slips so easily. The 
surface of the wire is waxed with pure 


paraffin. 


All these things save time for the Contractor 


who uses 


DURAFLEX 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 





Use all the DURABILT 
Products. They’ Il help 
you do a better job. 
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Err 


DECORATED 








Commercial 
Units 


Commercial Units—Now 
is the time to start on 
Kitchen and Commercial 
unit campaigns—a shape 
and size for every in- 
stallation. The correct 
depth, diameter and fit- 
ter for every lamp to ob- 
tain proper diffusion and 
efficiency. All sizes car- 
ried in stock for im- 
mediate shipment. 


4”x9” 


379D703 ‘NX 








Decorated vite aaa 
x Units and gee 
Lanterns a 





Decorated Units and 





“fi : Lanterns—for the Break- 
. ? 379 
~~ C«‘“ fast Room, Sun Parlor, 
‘ Hall and Bedrooms— 


decorations to harmonize 
, 7 with interior furnishings. 
7 ) Soft mellow effect but 
producing sufficient il- 
lumination for purposes 
designed for. 








Drrrneon QUALITY LINE OF BOUDOIRS ana TORCHIER nes J 


C for the Vobbers trade 
PRINT: IN BIOL 
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»,, Jobbers Lamps 
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803-J-2353 a 
Lastina J 





830-J-2354 
Parisian Bronze 







810-J-2352 
Florentine Bronze 







The only real jobber’s proposition assuring 
jobbers quick turnover, assured profit and abso- 
lute protection. 4 color illustrations will be 
furnished to jobber salesmen. 








The jobbers line of lamps consists of 5 16” 
Table Lamps, 6 Boudoir Lamps and 2 Tor- 
chieres. Note Boudoir Lamps and Torchieres 
illustrated at bottom of page. No package 
charge. All packed in individual carton. Cast 
metal bases wired complete. 









189-J-2355 
Parisian Bronze 





810-J-2351 
Etruscan Bronze 












eee PERMANENT DISPLAYS AT 


CH! CAGO—1008 STATE-LAKE BLDG. NEW YORK—Room 356, 200 FIFTH AVE. 


the jefferson Glass Company Follansbee West Virginia 


IN BINDING 
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YOU MAKE 
NO MISTAKE 


i t in recommending the Powerlet Switch Box Series to your trade. Point 
i ; ; out the many outstanding features, ask to have them compared and 
then you will understand why this line is bringing in orders throughout 
the whole year. 


Powerlets are made in deep and shallow types and in single and two 
gang for mounting all makes of push button switches and standard 
j BA covers. 


There are twenty different types for % and % inch conduit, having 
as large wire chambers for insulating and taping wire joints with complete 
line of steel covers. 


The integral threaded hubs insure alignment of conduit and rigidity of 
— mounting, making an attractive and pleasing job of exposed pipe 
work. 


Handy pocket size catalog on request. 


MULTI ELECTRICAL 


Manufacturing Co. 


| f 1848 W. 14th St., 
it CHICAGO, ILL. 





4 
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SALESMEN 


Your Dealers Want 
Pumps 


For years your dealers have been asking for a 
dependable shallow well pump which can be 
easily sold, installed and then forgotten. 








The Decatur Unit with only one moving part 
will do just that! 


Small towns, farming communities, even apart- 
ment buildings are prospects for this low priced 
efficient water system. 





Fig. 802-803 
Home Water System 


Old No. !I—has been continuously 
operating for over forty-six months, 
equivalent to 100 years actual serv- 





ice without a repair or adjustment 


j of any kind whatsoever. One Moving Part 


Have your Sales Manager write for details 


DECATUR PUMP CO. 


Decatur, III. 
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Dealer’s Christmas Stock 


(Continued from Page 7) 


PUSH THE BUTTON ON THE 
WINDOW 


Here is a window that is a_ great 
“puller” for the Christmas crowd. House- 
hold appliances which make good Christ- 
mas gifts are used. Normally, the mer- 
chandise is not in motion, but when a 
pedestrian stops to view the window and 
presses a button placed in a conspicuous 
place, all devices start to operate imme- 
diately. The window is said to have “wire- 
less’ control” and to all appearances no 
connections are made between the button 
on the front pane of glass and any elec- 
trical circuit. All of the appliances dis- 
played in the window are connected to a 
single circuit containing a relay, and when 
the connection is made all of the devices 
come into motion. 

In arranging for the display which is to 
be under “wireless control,” the pliability 
of a sheet of glass is taking into consid- 
eration. The button which is placed in the 
center of the pane, gives window gazers 
a definite place to press upon the glass. 
When this spot is pressed the entire pane 
moves in a slight distance and by a sys- 
tem of concealed wires the relay circuit 
is closed which in turn actuates a switch 
that controls the main circuit. When pres- 
sure is removed from the pane of glass 


ta) the relay circuit is opened and the switch 
‘4 controlling the main circuits snaps to the 


“Off” position. Thus the appliances are 
in operation only when some prospective 
customer stops to press the button. 

When the circuit is closed the electric 
vacuum cleaner, washing machine and 
wringer and the sewing machine all start 
to move and the element of the air heater 
turns to a reddish color, All of the lamps 
displayed are lighted and the entire ex- 
hibit presents a most interesting moving 
display. At the base of the washing ma- 
chine there is a card containing the word- 
ing, “Push the button on the window and 
see the machines run,” while a card near 
the electric bell announces, “Push the but- 
ton and hear the bell ring. We repair all 
kinds of electrical appliances.” 

Still further to draw crowds, small ar- 
rows are painted on the sidewalks for a 
considerable distance in each direction 
from the store. These all point the way to 
“wireless control” window and aid great- 
ly in attracting attention to the exhibit. 
To carry out the same scheme in the dis- 
play window, smaller arrows are made 
upon which may appear an appropriate 
Christmas slogan with “Push the Button,” 


; and placed alongside each piece of mer- 


chandise. Finally, an arrow is placed at 
the button, showing that the trail started 
by the larger arrows on the sidewalk had 
ended at the button. 





GIFTS RAILROADED INTO 
VIEW 


Here is another widow stunt which has 
not only attracted more than its share 
of attention, but made a lot of sales. A 
toy railway is installed in a window with 
appropriate background of Christmas 
trees, snow, holly, etc., the track being ar- 
ranged so it runs around the edge of the 
window and disappears into a tunnel at 
the back. Behind the window background 
and screened from view is a boy who 
“operates” the window. 
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Sign of Success 


_— after Labor Day our factory went on 
a day and night time schedule on the M-B 
Safety Holder. Orders booked compelled us to 


do this. We've been on that schedule ever since. 









We believe in signs. And that, we believe, is a sure sign of 
success! Truth is, the demand for M-B Safety Holders has 
so far exceeded our always optimistic estimates as to furnish 
ene of the most agreeable surprises we've ever had. 








But when you consider what we are offering it isn’t so sur- 
prising after all. For one thing, it’s very easy to look at. 
And it’s still easier to install and to clean. The holding 
principle is a three-pronged gravity grip that would hold in 
an earthquake. The Stemless Canopy makes child’s play of 
splicing and inspecting and saves time on installations, 
Adaptable to all types of fittings. Finish: Statuary Bronze. 
Priced to insure quick reception. 
















We didn’t release this holder until we knew it was right. 
Unquestionably, it’s the biggest thing we've ever put out. 
You can stock this item with absolute confidence for its sell- 
ing merit is established. 


For all the details write 
to our nearest branch. 






























MOE‘BRIDGES COMP. 


Fa&ory and Main Offices: MILWAUKEE 
Branches: NEW YORK — DETROIT — MINNEAPOLIS — SAN FRANCISCO — LOS ANGELES 









70 THE JOBBER’S[A)SALESMAN 














Dear J. S-e3 


It is a good thing 
to know that more than 
100 different types, 
speeds and voltages of 
Emerson Motors for A.C. 


and D.C. are carried in 
stock at St. Louis and 
New York. 


Emerson Motors 2 hp. 
and smaller are sturdy, 
dependable motors 
"Built to Last" by a 
manufacturer with 33 
years experience in 
building motors in.these 
Sizes. 


Make certain that you 
have latest prices on 
Emerson Motors. If you 
have not received pages 
for your catalogue write 
your sales manager or 
direct to us for then. 


Yours truly, 


The Emerson Electric 
Manufacturing Company 
St. Louis, Mo. 
New York, N. Y. 


P.S. The new General 
Purpose Emerson 1/4 hp. 
motor for 110 volts 60 
cycles, lists at $17.00. 





BUILT TO LAST 




















First, the operator puts up a sign, 
“Electric Toaster—an Ideal Gift—$6.00,” 
or whatever the price is, and immediately 
the train emerges from the tunnel bearing 
a toaster. The current is cut off for a 
moment when the train reaches the center 
of the window, and then it disappears 
into the tunnel The card is then changed 
to announce a curling iron, then a per- 
colator, etc., the various appliances being 
carried inta view and then off again. 
People will stand for many minutes to 
see what is coming next. The sales “punch” 
is got into the display by occasionally 
putting up the sign, “Come in and see the 
many practical, beautiful and inexpensive 
gifts displayed inside,” and sending out 
the train with a Kewpie-doll holding a 
banner, “I’m going to buy all my Christ- 
mas gifts here.” 


PHOTOGRAPHS OF THE 
FAMILY 


Have your dealer go to a photographer 
/and secure pictures of types representing 
| various members of the family, mother, 
dad, sister, brother, baby and aunt. These 
he should display in the window, giving 
the photographer proper credit for the 
pictures, and under each one he should put 
an appliance appropriate to the photo- 
graph shown, This window will attract 
| attention especially if it is put on in a 
| small town as many peonvle recognizing 
| the photographs will send others to see 
| them. 


REMEMBERING GRANDMA 

“How about a portable heater for 
grandma,” is a sign which will increase 
heater sales during Christmas. Here is 
a line on which the customer is half sold 
| when he enters an electric store. A good 
window display is to use as a setting, a 
living room scene making it appear as 
natural and homelike as possible. An 
electric heater should be glowing near the 
fireplace, the room being illuminated by a 
beautiful floor lamp, the rest of the win- 
dow should be in darkness. 


BREAKFAST SCENE 

An effective window trim used last year 
by a Chicago dealer consisted of the usual 
Christmas background of holly, Christmas 
| tree, etc., and in the foreground he had 
a dining room table set for breakfast with 
a percolator, toaster, and waffle iron 
prominently displayed. A large sign in 
front suggested: “Have an Electrical 
Christmas Breakfast.” Underneath he had 














written: 
“Mother ........--A- Percolator 
Oe A Waffle Iron 
‘Daughter .................A Toaster’ 


| This window attracted attention and in 
addition it made concrete and substantial 
suggestions to the usually hurried man 
shopper. 


LETTERS TO SANTA CLAUS 


Call your dealer’s attention to the fact 
that the daily and weekly newspapers, 
especially in the smaller cities, publish a 
series of “Letters to Santa Claus” in 
which the youngsters write and tell what 
they want for Christmas. A survey of a 
single column in an Illinois city showed a 
number of letters asking for electric toys, 
and lights for Christmas trees. Such let- 
ters as these can be clipped and pasted 
on cards to be placed in the window, up 
against the glass where they can be easily 
read. Wherever the name of any elec- 
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trical or radio merchandise appears it 
should be underlined with a blue pencil. 
A heading for the card is: “Most every 
boy or girl wants electrical toys.” The 
names and addresses are given in most 
cases, providing a mailing list of live pros- 
pects for quick action. Mail in reply 
should be addressed to “the parents of 
———” and should be in plain envelopes so 
that any fancies concerning the identity 
of Old Saint Nick will not be disturbed. 








MARK YOUR SHOPPING LIST 
LIKE THIS— 


Then come in and inspect our complete display of 
electrical gifts. 





Electric Lighting Outfits for Christmas Trees 





START THE NEW YEAR RIGHT 
By resolving to enjoy the comforts electricity brings— 
we will gladly submit complete prices on any wiring job 
Electrical Gifts Are Worth While 
HAWES-FARMER ELECTRIC CO. 
245 Union St. Near Corner Sixth Phone 6037 














Suggested Shopping List for Dealer 
Mailing 





Most of the window trims given above 
may be varied so as to include practically 
any of the appliances. The ideas are fun 
damental and with a few deft changes the 
dealer can make them apply to various 
lines during the Christmas rush. It is 
understood of course that a general air 
of Christmas spirit should permeate the 
entire store. The use of a lighted tree 
and holly wreaths will naturally accom- 
plish the desired effect, but it must b- 
remembered that it is the appliances and 
not the tree that should hold the center 
of the display. 

Cabanis Leaves Western 
Electric 

C. D. Cabanis is leaving the elec 
trical field to become manager 0! 
the real estate department of Hass 
& Howell of Atlanta. He has r 
signed as sales manager of the West 
ern Electric Co, at Atlanta and it i 
reported that he will be succeeded b) 
R. A. Riley, who has been manager 
at New’ Orleans, who in turn, wil! 
be sueceeded at New Orleans by Wal 
ter A. Northington, heretofore sal: 
specialist. 

Mr. Cabanis was with the Wester” 
16 years and is one of the bes! 
known electrical men in the sout! 
A former president of the Dix: 
Club, he has always been active 
the councils of the jobbers. Wh" 
he took his job as receiving cler 
in the Western warehouse, on leavi' 
the University of Georgia, it was ! 
first, and he never was away fro 
the Western until this change can 
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The C-H trademark has been 
a guarantee of satisfaction for 
more than a quarter of a 
century. Look for it on your 
new Space Heaters. 


OO 


List e 
Eostotthe 
Rockies 





tra heaters are the ideal solution for hundreds of 
different heating problems—their convenience, adapt- 
ability, and heating efficiency are ever widening their 
field of usefulness. 


Now, Cutler-Hammerengineers have designed an im- 
proved space peas to meet this growing demand—im- 
proved in designand heating efficiency, and ower in price! 


Just two feet long and easily installed, 
C-H Space Heaters put the heat just 
where it’s wanted, in just the quantity 
that’s wanted—for they may be used 
singly, in pairs orin groups, as required. 
Wherever clean, safe heat is needed— 
in crane cabs, watchman’s houses sump 
pits, exposed rooms, drying and japan- 
ning ovens, detached buildings — C-H 
Space Heaters are the most practical and 
economical to use. They are ideal for 
foot warmers, and for innumerable 
other applications. Users are discovering 





Improved design and construction wa ications everv dav 
throughout make the new C-H _ pplicat : "ny y- 
22 Heater a better heating unit. One hundred and twenty-five typical applications of space heaters 
far tekstas soul ier etaes have been worked into a little booklet-—**Dictionary of Uses’’. Every 
coil is filled with and embedded jobbers’ salesman will find it profitable reading. Send for your copy today. 
in a new refractory material which aD 
provides for better insulation of THE CUTLER-HAMMER MFG. CO. 
the element and quicker radiation Berks: Miiwoukes end. New Xesk 
of aoe, Branch Offices: 
; New York: 8 W. 40th Street Boston: 52 Chauncy Street 
| Chicago: 323 N. Michigan Avenue Detroit: 506 Hofman Building 
j Pittsburgh: Century Buildin St. Louis: 2111 Ry. Exchange Bidg. 
y PA es 2 + vee eater 4 Bldg. Buffalo: 358 Ellicott Square Bidg. 
Cleveland: Guardian Building. Milwaukee: 530 iene 


Cincinnati: 415 Dixie Terminal Buildging 
Inquiries from the Pacific Coast may be directed to the 
H. B. Squires Co., Los Angeles, San Francisco, Portland, Seattle 


Northern Electric Co., Ltd., Canada 


CUTLER-HAMMER 
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Jobbers 
Attention e 


YOU CAN NOW SELL ® SIGNS 
“*N°-BRAKuM”’ 
_ ELECTRIC SIGNS 


Standard sizes—Standard prices just like any other 
line that you are carrying. 












c-* <> . >= 

| Appoint dealers and local electricians to act as = Ey AG — 

j sales representatives. Write us for special brok- 

] erage plan whereby you sell nothing, handle noth- 
ing, and carry no stock. 


Your Dealer takes the order and we do the ship- 


ping. No — whatsoever for you to cash in “BUILT LIKE A BRIDGE” 
| os Cloner ae No-BRAK-uM UNBREAKABLE GLASS 
) Distributors and Jobbers now being appointed. LETTER SIGNS 


ELECTRIC DISPLAY SIGNS 


OPALUME SIGN SYSTEM 


INCORPORATED 


BATTLE CREEK, MICHIGAN 








— 


hi 


Get in line with Ettco 
Products. The contractors 
and wiremen who know 
this line thoroughly 
would use no other. Ex- 4 
plain the merits of Ettco_.- 
Products to the rest of 
your trade. 


- Ettco Quality, Service and 
Square Deal have built up a 
nationwide distribution that 
make Ettco products easy to 
buy wherever you are. 


PERU LA LRU UML UU 





TAMU UUM MMI 
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. e 9 
Publicity Man’s 
Viewpoint 
(Continued from Page 10) 
terested in ycur line, he will can- 
vas every prospect in an effort to 
stimulate sales,.while the other ex- 
treme does not seem to realize his 
possibilities or else intentionally of- 

rers lukewarm support. 


Distribution of Catalogs 

It is not always profitable to send 
a catalog out promiscuously.  Ex- 
perience has taught us that. A real 
merchandising plan must be around 
it, and there must be a certain amount 
of follow-up work, both before and 
after the catalog is mailed. 

An effective way to send both cata- 
log and sales letter to the prospect 
simultaneously can be found in the 
“Duplex” envelope, which consists of 
an envelope of certain size to house 
the catalog and a smaller envelope to 
house the letter. The advantage of 
having both catalog and letter arrive 
at the same time can be appreciated. 

With the exception of but one cata- 
log whose quantity ran into thousands 
and made it practical to use the off- 
set process, all of our catalogs and 
bulletins have been produced by let- 
terpress. We believe in high class art 
work and the best made halftones, 
and do not allow a low bid to dis 
tract our judgment. Some of our 
catalog covers have been printed in 
two colors, stippled and embossed to 
get the desired effect. The catalog 
is an important link in the sales 
chain and we have not misinterpreted 
its purpose. 

Envelope enclosures are often usec 
by us to put across brief messages. 
Naturally, their expense is much 
lower than catalogs and their dis 
tribution therefore, can be unlimited 
in quantity to produce sales. Ten 
thousand circulars, one page, printed 
in two colors can be purchased for 
as low as $25 and if effectivels 
planned have big possibilities of pay 
ing their cost over and over. 

Our circulars are enclosed in al! 
out-going letters, statements, pack 
ages and distributed over the counter 
They, too, are an important link in 
the chain and should be used in con 
junction with other direct advertisine 
pieces. 

Technical and Trade Paper 
Advertising 

The electrical jobber can go brol 

placing contracts for space, if he ‘s 
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Our recent announcement that the remark- 
able Bee-Vac of the past has been given new 
beauty, new and finer performance, and new 
\ convenience of operation—has brought an 
enthusiastic response from countless Bee-Vac 


dealers. 


a 


Se Beautiful | 
GY New BEE-VAC W 


Wins wide approval 


“Its lustrous new purple outer bag makes 
it the most beautiful of all cleaners,’’ writes 


Called still greater value 


Wherever shown, the verdict is the same. 
Dealers pronounce the new Bee-Vac a distinct 
step in advance. Women frankly acknowl- 
edge it the finest electric cleaner they have y 
seen or used. In only a few short weeks a 
complete and nationwide success is assured. 

Behind this greater Bee-Vac of today, is a 
new factory, one of the largest and finest in S 


<= . 
eZ 


one dealer. the electric cleaner field. In this new factory 

, ‘The new chemically treated inner bag every essential-part of the Bee-Vac is made, Z 
positively prevents escape of dust and germs,’’ including the motor, which is the heart of 
writes another. the cleaner. Thus we eliminate the profits of Y 


“The new compression spring bag clamp 
, certainly is easy to operate,”’ says a third. 








outside manufacturers to give the public a 
remarkable electric cleaner value. 


“Think of even greater suction, even Bee-Vac’s new attractions are being nation- ni 
smoother action, even sturdier construction, ally advertised monthly to eight million 
being added to a ccleaner that already stands women. Interested dealers are invited to = 
supreme in all these features,’’ says still write us for names of jobbers handling the 
=3 another. new Bee-Vac. = 
a BIRTMAN ELECTRIC COMPANY Depr.G-169,4140 Fullerton Avenue, Chicago ZOOM 
} (ge 
A, Gale ¥ N GY 
f el = y? A! 
\ 
IPS Electric Cleaner Aa 
FD + aS RAPID ‘ THOROUGH ‘ SAFE Zz, & Say) \ 
\ st =, x a. & 
y| GT SN 
‘ — Z \ 0 
f 1, ra Q 
‘ \ 2 The. 
q / ; 
\ are KS Self Selling 
= We CIN BEE-VAC 
LE gq. 








BEE-VAC 
Electric Iron 


Sells easily pacense of its 
energy-saving filte 
handle, Retail price, $5.75 































BEE-VAC Features 


Greater beauty—New purple bag is made 
of a handsome, lustrous material. 
New double bag—Even better protection 
against the escape of dust and germs. 
Improved bag clamp—Compression spring 
clamp—easier to attach and detach; 
neater in appearance. 

Motor refinements—More power for even 
greater suction. 

Attachment prices lowered—Now retail at 


$7.50, instead of $9.50. 
BEE-VAC retail price $44.50 
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cation that is brought to his atten- 
tion. There are naturally many on 
the market, and oftimes it seems as 
though a certain publication cannot 
be left out, whereas the actual facts 
may show that another publication 
covers the same field and in addition 
still other fields. No hard fast rule 
‘can be set to produce the same re- 
‘sult for all jobbers; all have to work 
lout their own program. 

The jobber must be careful when 


-he does select dium to be 
Jobbers and that he is talking to hisnearen 

|customers. His object is not to talk 
Jobbers Salesmen ‘to the consumer so much as to the 


dealer and contractor. Many dollars 

'can be saved by watching closely 
Remember These Points When | | ones position in the marketing plan. 
You’re Calling on Your Trade || Great care must be taken to get a” 


for Insulator Sales. | strong typographical layout and the 








proper copy appeal. The market and 
| its merchandising possibilities must 
Se ll Th em | be diligently studied. No set -rules 


: |govern us, but those command which 
He mtn & r ay | teach by experience. 
| Directory Advertising 


Their efficiency has been estab- 
There are hundreds of directories 


lished over many years of long , vis’ aang 
: . on the market, which the solicitor in- 
and satisfactory service. ‘ : 
sists the advertiser cannot afford to 
They combine the qualities of overlook. Neither can the advertiser 
durability, uniformity and low | | afford to enter them all. 

cost. We have usually used those that 
‘ ; cover certain classes of customers, 
They are known universally to but never have we employed two to 
the trade. reach but one class of buyer. To 


They are immediately available do so would be duplication, and mo- 


° ney wasted. For instance, one direc- 
for prompt shipment. M F — 


tory can cover contractors and deal- 
They are particularly suitable | |ers and the other industrial plants, 
for all low and medium volt- but never two that cover the same 
age lines ranging from 2300 | | readers. 

to 15000 volts. Among the prominent  buyer’s 











foolish enough to adopt every publi- guides which we have entered are the 


EMF Electrical Year Book and Mac- 
Raes Blue Book. Both of these 
reach important customers of ours 
and we have often traced inquiries 
to their use. 

There are often miscellaneous ship- 
per’s directories, ete., but our ex- 
perience has obliged us to use the 
money on direct-by-mail advertising. 

The foregoing possibly does not 
include all of the mediums we have 
ever used, but it does include those 
of greatest importance. The electrical 
jobber can build substantial sales 
around them, and we hope he realizes 
their necessity at all times. 





Set-up of Southland’s 
Organization 

The organization of the Southland 
Electrical Supply Co., 512 W. Main 
St., Louisville, Ky., has been an- 
nounced as follows: 

Walter S. Clark is president. He 
was associated with the old Jas. 
Clark, Jr., Electric Co. for 22 years, 
for 18 years as secretary. 

John J. Murphy is the treasurer. 
At the age of 12 he started to work 
with James Clark, the tobacconist, in 
Louisville, a firm that had been in 
business for 50 years. He later went 
with the Jas. Clark, Jr., Electric Co.. 
and became manager of city sales. 

Edward M. Zapp is vice-president 
and was formerly manager of out-of- 
town sales, while Clarence J. Heise, 
who is secretary, was specialty sales- 
man of the Jas. Clark, Jr., Electric 
Co. 

It was in March of this year that 
the Southland Electrical Supply Co. 
was organized. 





These Points Will Make Hem- 
ingray Glass Insulator Sales 













HEMINGRAY 
GLASS COMPANY 











ward to new customers. 














| 

| Some of the salesmen of the C. C. White Electric Co., Dallas, Tex., have placed 

| Crosley radio ‘banners on their automobiles when calling upon authorized dealers. 
MUNCIE, INDIANA The banners keep the salesmen from looking backward but make them look for- 

! 
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CORA CASED GLASS 


Daren, Uy ae a Pts 

ees wip Bees ’ > =. 
Sh, Te eT Ie 

nee : <4 ay 


t > one jobber in a terri- 

tory, we offer an exclusive 
line of commercial lighting 
slassware to fit whatever 
hanger you use. 
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Low in Price 
High in Quality 
Attractive in Design 


Saleable 


Exclusively Yours 


#3 


onsolidated Lamp and Glass Company 


Bann... aa 


Coraopolis, Pa. 


Yptmn.___ oN 
CORA CASED GLASS 


a 
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Sterling 

are furnished 

with Sterling 
ectors. 





It’s Harvest Time for 


Salesmen Who Sell 
Sterling 


STIPPLE 
Reflectors 


HARVEST TIME because of a 
greater volume of sales which 
Sterling STIPPLE Reflectors bring, 
and Harvest Time because of in- 
creased earnings which come as a 
result. 


Sterling STIPPLE Reflectors are 
mighty popular sellers with sales- 
men and their customers. With so 
many features of superiority they 
could not be otherwise. 


For SHOW WINDOW LIGHTING 
one of the six ®$terling STIPPLE 
Reflectors pictured above will in- 
sure efficient illumination regard- 
less of the size or shape of the 
window. ®terling Reflectors are 
specially designed to meet each 
individual need. 

Complete literature and selling helps 
Sterling STJPPLE 
will be mailed on request. 


on 


Reflector & Illuminating Co. 
Manufacturers & Engineers 


565 W. Washington Blvd. 
Chicago, U. S. A. 


Reflectors 


'R. W. Van Valkenburgh Death Takes “Tim” Newberg 


(Continued from Page 21) 

| transferred to Philadelphia as district 
manager of the Atlantic district, but 
again went back to Dallas as south- 
western district manager in April, 
1924, an event which was hailed with 
great glee by not only the Western 
Electric Texas organization but by all 
the electrical interests in the south- 
west, where there are few men better 
liked than Mr. Van. 





Marked Improvement in 
Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts re- 
ported to the Electrical 
Credit Association. by member manu- 
facturers and jobbers during July, 
1925, and August, 1925, as compared 
with the same months the previous 


National 











| tributing Jobbers’ 


vear, together with the total amounts 
and amounts of the delin- 
quencies. 


average 


Branch Number of 
and Accounts Total Average 
Month Reported, Amount Amount 
Central Division 
July, 1924...... 885 $107,773.80 $285.79 
July, 1925...... 813 =: 101,874.45 125.30 
| August, 1924...... 985 109,854.87 117.49 
| August, 1925...... 806 88,238.52 109.47 
| New York 
| July, 1924...... 356 60,164.00 170.00 
July, 1925...... B56 42,504.00 120.00 
August, 1924...... 301 49,874.00 167,00 
August, 1925...... 306 36,376.00 119.00 
Philadelphia 
July, 1924...... 270 30,596.62 113.82 
July, 1925...... 216 30,594.59 141.64 
August, 1924...... 244. 24,207.92 99.21 
August, 19265...... 224 19,957.25 89.10 
New England 
July, 1924...... 112 10,683.63 95.40 
July, 1925...... 87 15,810.85 175,74 
| August, 1924...... 55 9,953.40 180.97 
August, 1925...... 74 7,276.53 92.98 
Pacific Coast 
July, 1924... 19 616.00 82.42 
July, 1925...... 18 5,063.21 281.28 
| August, 1924...... 15 2,584.12 170.94 
August, 1925...... 15 1,577.70 105.18 
* * 


Post-Glover Now in New 
Building 


The offices of the Post-Glover Elec- 


| trie Co., Cincinnati, O., formerly lo- 
| cated at 4th and Plum Sts., 


and the 
warehouse formerly located at 646 W. 
Third St., are now consolidated at 
215 W. Third St., in the new General 
Electric Bldg. This building is occu- 
pied jointly with the General Electric 
Co. A formal opening was held and 
all friends and customers were 
vited. 

F. D. Van Winkle was_ recently 
elected president of the G. E. Dis- 
Club. 


in- 


D. T. (Tim) Newberg, “Red Seal” 
‘battery specialist for the Manhattan 
Electrical Supply Co., St. Louis, Mo., 
died rather suddenly August 26, at 
Dallas, Tex. Septic poison, after the 
extraction of some teeth, was the cause 
of his death. He is survived by an 
aged father and a sister, who trav- 
elled from the family home in Wau- 
kegan, IIl., to Dallas to be at his bed- 
side. Fortunately they arrived in time 
to see him alive. He was laid to rest 
in Waukegan on August 28. The 
blow was doubly hard for Tim’s fath- 
er and sister because his mother died 
only three months ago. 

Although exceptionally quiet and 
unassuming, Tim was well-known and 
liked in the Southwest territory. Cus- 
tomers and competitors alike testify 
to his squarness and efficiency in their 
letters expressing regret at his pass- 
ing. He had been in the Texas and 
adjoining territory for many years, 
but worked under the jurisdiction of 
the St. Louis house since 1921, when 
the Southwest was transferred from 
New York supervision. His death 
is a great loss to his family, his friends 
and the firm he served so loyally. 








“Bill” Reese, otherwise William Arthur 
Reese, sales manager of Virginian Elec- 
tric, Inc., Charleston, Va., although young 
in years, is one of West Virginia’s rea! 
pioneers in the electrical supply game 
His even temperament, courteous disposi 
tion, and varied knowledge of the ma- 
terials with which he has been so long 
associated have gained him a host of 
friends among his customers. In the las! 
few years the nature of his work ha 
been such as to keep him tied pretty closel; 
to his desk, so we hope that the few word: 
above and the picture (which we believ: 
is a first-class likeness) will serve to re 
call pleasant memories to those who usec 
to be the recipients of his regular visits. 
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SUN PARLOR UNIT 








“New Union Station” 


at 
Chicago 





This new station is one of the 
outstanding railroad achievements 
of the year and is one of the 
largest in the world. In keeping 
with the rest of the quality 
equipment, Inland made over 2,500 
special Units to properly light the 
building. 








G 


These were sold through 
the Central Electric Co. 
of 


Chicago, IIl. 
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The JOBBER who has 


The Stock 


gels Ihe ORDER” 


Now is the time for checking over your stocks 
of Inland Glass and ordering in those items that 
are needed. The shorter days and longer nights 
that are coming make an increased demand for 
better lighting. Dealers demand quick service 
and remember where they get it. 


The location of our factory at Chicago makes 
it possible for us to give you prompt delivery. We 
are at the Hub—the center of distribution—and 
can ship north, east, south and west to meet the 
urgent needs of all your trade. 


That’s the advantage of being an Inland Job- 
ber and Jobbers’ Salesman. It means Service to 
you and your dealers, that no other glass manu- 
facturer can equal. 


The new Inland catalogue showing our entire 
line in colors will be ready about November Ist. 


Have you sent in your request for copies? 


| Inland Glass Company 


Chicago, Illinois 





? 
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Switch Big 
Profits Your 
Way 


They’re in big, 
creasing demand :—t im e- 


ever-in- 


switches for controlling 
window lighting, electric 
signs, burglar alarms, apart- 
ment house hall lights, 
charging storage batteries, 
etc., etc. Especially 


HARTFORD 
TIME 
SWITCHES 


because they are 100% depend- 
able. No matter for what type 
and capacity of service your cus- 
tomers require them, there’s a 
HARTFORD Time Switch to 
meet their needs. 


It is guaranteed. Twenty-five 
years of successful service attest 
to its reliability. It pays for it- 
self many times over every year 
not only by the current it saves 
but also by doing away with the 
decided inconvenience of some- 
one personally having to turn 
the current on or off. 


Jobbers and dealers will find it 
most profitable, because of the 
large percentage of gain, yes, but 
also because of continual repeat’ 
orders. Write for the facts. 


A. HALL BERRY 
General Sales Agent 
71-73 Murray St., New York 











Bill Berryman, Esq. 
| The story comes from 
'through the “Rocky Mountain News” 
although not fully authenticated, that 
| Earle Sande and Bill Berryman were 
in the babies’ ward of the hospital at 
Burley together and were mixed up 
in the bath tub, with the result that 
it is Bill Berryman who rode Zev 
and Whatyoumaycallit to victory, and 
Earle Sande is only selling electrical 
supplies for The Mine Smelter Sup- 
ply Co. Take it or leave it. 

| Bill has been with the Mine & 
Smelter Co. for about 15 years, start- 
‘ing at the bottom of the ladder and 
‘by assiduous and toilful ardor, pa- 
'tiently climbed until he is manager 
|of the electrical department. In his 
application blank for the job as office 
boy, it states, “Do you use tobacco?” 
| No.” “Do you use cigarettes?” “Yes.” 
| For a number of years, Berryman 
| was city salesman for the Mine & 
‘Smelter Supply Co., calling on the 
|;urchasing agents of the mining and 
‘industrial companies. A short per- 
iod outside followed and then he was 
\induced to take charge of the rapidly 
growing electrical department.  Biil 
‘started the department out some six 
/years ago by making the first «lectri- 
_cal sale and ever since has heen keen 
'to build up the electrical business. 
His interest and effort in electrical 
'work has earned him the position of 
|department manager. 











| Mr. Berryman is a member of the 
|board of trustees, and takes an active 
|part in league activities. He is a 
| fair fisherman and will fish anytime 
that he can pull four or five out of 
‘the same hole. He is master of his 
'Masonic Lodge, married and is seen 
frequently pushing his small daugh- 
ter in a go-cart. 


* * * 


Back With the Electrical Gang 


Ralph Smith, formerly manager 
of the Western Electric house in 
Indianapolis and also for many years 
with the same company at Milwau- 
|kee, is now connected with the Var- 
iney Electrical Supply Co. at Indian- 
'apolis in a sales executive capacity. 
He went into the radio business as a 
jobber and dealer but came to the 
same conclusion that a lot more of us 
have that radio distribution must 
eventually be through the electrical 
jobber, and also Ralph being raised in 
the jobbing business felt like a fish 
out of water away from the gang. 











Idaho, 
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Horse Sense 


When not otherwise engaged, a 
horse, in order to follow the general 
trend of events, keeps his head out 
of the barn window, thereby adding 
to his usefulness through a further 
refinement of his horse sense. 

The contractor-dealer who affiliates 








with the Association of Electragists 
keeps in touch with the latest and 
best business practices of his pro- 
fession, and through joint study as- 
sists in the general upbuilding of 
the electrical fraternity —Wesco “Red 
Shield.” 


* + * 


Important Additions to the 
McGraw Organizations 


Frank A. Fricke, formerly in charge 
of the radio department of Stix, Baer 
& Fuller, and T. W. Guy, formerly 
with Mayer Radio Co., are radio de- 
partment salesmen for the McGraw 
Co., St. Louis. 

W. L. McLaughlin, formerly con- 
tractor and plant operator, Chilli- 
cothe, IIl., is now special representa- 
tive to operating departments of the 
utility companies. 

Arthur C. Webb has replaced Wm. 
Auld in charge of the lamp depart- 
ment, while H. P. Schafer, formerly 
with the Trumbull Electric Mfg. Co., 
is now city saleman. 

Herb Morehouse, for many years 
southern Iowa salesman for the IIli- 
nois Electric Co., Chicago, and later 
purchasing agent for the Continental 
Gas and Elec. Co., Omaha, and for 
the past few months special represen- 
tative out of the Omaha house, joined 


the St. Louis house staff in Sep- 
tember. 

The following resignations were 
tendered: A. J. Ruh, sales corre- 


spondent; Harry Sachs, acting sales 
manager; and T. U. Nenon, Oklahoma 
representative. 





October, 1925 





THE JOBBER’S(AJSALESMAN 








79 





Manufacturers find a range 
of colors in Rome lamp 
cords that is broad enough 
to match any lamp base 
made. 


Dealers find the standard 
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Selecting the Right Colors in Lamp Cords 


colors that show profitable 
sales. 

Both manufacturers and 
dealers find a quality wire 
built for long wear, and free 
from fire hazard. 


ROME WIRE COMPANY 


Mills and Executive Offices: Rome, N. Y. 
Diamond Mills: Buffalo, N. Y. 


New York Boston Chicago 
50 Church Street Little Building 14 E. Jackson Boulevard 
Detroit Cleveland Los Angeles 


25 Parsons Street 


J. G. Pomeroy, Inc. 


1200 West 9th Street 336 Azusa St. 


San Francisco: J. G. Pomeroy, Inc., 51 Federal St. 


ROME WIRE 
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Where Industrial 
Engineers Decide 


Almost universal is the preference for Square 
D among highly trained technical men. Plant 
engineers, for example, almost invariably select 
this pioneer safety switch for industrial installa- 
tions. This definite preference on the part of 
men who know electrical equipment is the basis 
of Square D’s well established leadership. 
Over 3,000,000 satisfactory installations con- 
firm their judgment. 


SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. (69) 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


BRANCH OFFICES 


Boston Minneapolis 
New York Syracuse 
Pittsburgh St. Louis 
Philadelphia Atlanta 
Cincinnati Milwaukee 


BRANCH OFFICES 


Cleveland Kansas City 
San Francisco Chicago 
Los Angeles Baltimore | 
New Orleans Buffalo 
Indianapolis Columbus 


UARE D 


Safety Switch 
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Look ’em over girls, but don’t crowd or 
they’ll run away. Representing the Amer- 
ican Electric Co., St. Joseph, Mo. Left to 
right: Oscar Vey, J. R. Steel, H. M. 
Williams, and Arlie Snyder. 





High Spots of Camp Co-oper- 
ation V 

Camp Co-operation V at Associa- 
tion Island September 8 to 12, goes 
down into history as the most suc- 
cessful of all, not only from the point 
of attendance but in the spirit shown, 
constructiveness of the business pro- 
gram and the entertainment afforded 
those present. There were 218 reg- 
istered consisting of 174 men and 
women conferees and 45 wives and 
guests. No less than 66 leagues from 
all parts of the United States and 
Canada and 11 representatives of 
national organizations were on hand 
to add their contributions to the de 
liberations and otherwise aid in mak- 
ing the conference a success. 

As with previous conferences this 
one was sponsored by The Society for 
Electrical Development and judging 
from the comments of conferees a new 
era has been entered as indicated b\ 
the acceptance of co-operation as a 
definite force in assisting the industry 
to take advantage of its unexampled 
opportunities, 

In addition to the business sessions 
there were a number of special mect 
ings including Board of Directors ot! 
The Society for Electrical Develop 
ment; League Council; Red Sea! 
Advisory Committee of the Leagues 
and the Manufacturers; Electrica! 


| Industrial Truck Group; all branches 
| of the Fixture industry, etc. 


* * * 


Kirkpatrick a Prize Winner 

W. S. Kirkpatrick of the Newar'! 
Electrical Supply Co., Newark, \ 
J., won the second prize of $100 i 
the nation-wide “dealer helps” co 
test put on by the United Electr 
Co., Canton, O. There were a gre: 
number of manuscripts submitted an 
to be second in the first 10 speak 
well for his present abilities and fu' 
ure prospects. 
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Why do Salesmen 
Differ in Results? 


Simply because some salesmen must 
spend too much time in breaking down 
sales resistance for inferior products 
while others cash-in on the “‘accept- lta 
ance’ of the trade for quality products. Segeers 





Steel City products are leaders in their 
field—a fact appreciated by the better 
class trade. Hence less sales resistance 
—more sales—more profits for the sales- 
men who tie to Steel City. 





Co-operation? All you want! Write 
and see. 





PALS 









ee ee 


No. 401 
Fullman Floor Outlet 


PITTSBURGH, PA. 


























82 






THE JOBBER'S[AJSALESMAN 






















































—because they are in constant demand by build- 
ers who appreciate their beauty and durability. 
An unusual combination of convenience outlet 
and artistic, durable bracket. For economy they 
cannot be surpassed—on new work may be in- 
stalled at cost of conduit run and outlet. 
work does away with tearing up floor and wall. 


Easily kept clean and will not chip, 
scratch or stain. 


The soft white finish and rust- 
proof nickel trimming presents a pleas- 
ing appearance and harmonizes with 
other fitments. The brackets may 
stand upright or inverted to suit sur- 
roundings. 


Write Today for Descriptive Folder 


ESTABLISHED 1 


VALPARAISO - 
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On old 


Sanitary White Glazed 


Porcelain 
Brackets 


—are easy to Sell! 
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Now Is the Time.... 


itl 


Get your share of the many orders being 
placed now for reflectors. 


Big campaign in progress for better in- 


dustrial lighting is creating the greatest 
demand for SUN-RAY reflectors our in- 


dustry has ever known. 


May we tell you the many superior 
features of our line? 


Sold by Recognized Jobbers 


os // 


119 Lafayette Street, New York, N. Y. 


A7. 
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Picture Prize Feeds Starving 


Salesmen 


G. K. Hayes of the Charleston Elec- 
trical Supply Co., Charleston, W. Va., 
who won Tue JoBBER’s SALESMAN 
prize for the best vacation picture, 
writes as follows: ‘“My cohorts in 
crime, as shown on page 14 of your 
September issue, are punching me up 
for the dinner I promised them upon 
receipt of the good news that we had 
at last entered the ‘Hall of Fame,’ 
by way of your publication. 

“T cannot convince them, however, 
that I have not yet received the just 
reward [our cashier, like all others 
won't act instantly, but has an ‘angle 
of lag.’ Ed.] and they insist that I am 
holding out on them. 

“In the meantime, however, allow 
me to congratulate the judges upon 
their wise choice, and when we sit 
down to the well-earned repast Wilson 
says he will offer grace for the good 
things you have bestowed.” 

* 


* * 


| Elliott Electric Still in Business 


| read: 


| section. 


Our notice in the September issue, 
page 104, about the Republic Elec- 
tric Co. of Cleveland buying out the 
electrical supply department of the 
Elliott Electric Co., while the text 
of the article was correct, carried a 
false impression in the heading. This 
“Republic Buys Out Elliott.” 
The Elliott Electric Co. it 
to be emphasized that it is now spec- 
ializing in motors, generators, trans- 
formers, Van Dorn portable electric 
tools, Sterling Mazda 
motor repairing. It also has one of 
the best equipped repair shops in that 
The company is still doing 


wishes 


lamps and 


| business at the old stand and by vir- 





tue of this specializing will no doubt 
be even more aggressive than before. 














nh nigga. 





This is the home of the Crescent Electri¢ 
Supply Co. Davenport, Ia. The main offic« 
is at Dubuque, Ia., and another branc!: is 
operated at Madison, Wis. Note the sip 
ping facilities right at the door. 
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“NO BETTER HEATER 





The real 
heater hit of 
t he season 


for satisfied 
Pucsette igh by o3 ) c ust omers, 
olonial pane » st, . : y, L. i 
P12, 12-cup, $9.00 Substantially Waffle eT ae Diam. 


built through- 
out. Solid 
polished cop- 
per bowl re- 
flector 13 in. 
diam. Orna- 
mental 
bronze finish 
base. Height 
overall 16% 

Watts 


Urge your 
dealers to 
stockand 
push this 
w on de rful 
t — < : : —= value for ™ Curling Iron No. 516A. De- 
5 (rt 3 SS ume business tachable Plug in Handle. 


‘ sist, . 
and big No. 38A. List, $3.00 
profits. 











Percolator (P 5). 6- Cup. 
« Puritan Style. List. $6.00 


t > WAAGE No. 130 “SUN HEAT” 





: y Push Honest Values—Discard the Bunk 


Beware of hot _air electrical manufacturers with high 
pressure trick claims for their appliances. 


Waage appliances have stood the acid test of service day 























ce ' after day and year after year. They are “honor built” 
i upon standards tested and approved by years of actual sat- 
wi isfactory use, are reasonably priced and backed by an or- 
of Sun Heat (130). Biggest ganization with years of successful experience. 

Heater Value on the market. Repairall Heating Element 
at 13%-in. Bowl. List, $6.00 : (1E6). For most all single- 
.s heat irons. List, $1.25 
1g 
r- oe Our New Catalog Gladly Sent on Request. 
bt td 
: WAAGE ELECTRIC CO 
— t 

‘‘Replace- 








. 4 all’ Inter- 6 Reade St., New York 5100 W. Ravenswood Ave., Chicago 
2 sheunsinhe 2110 Young St., Dallas, Tex. 1622 W. 16th St., Los Angeles, Calif. 


rope WAAGE WINNERS 
{30) List, 


$ 1.00 











Triple- Heat 
Warming Pad 
(H-P.3). 
Size, 12x15. 
List, $8.00 





ric 
fic - F 

1 is Traveller’s Iron (31). One ee Waage 3-Heat (63A). Weight, 
‘ Heat. Weight, 3 Ibs. Redio Iron (161). One Heat, with Sep. Stand. 6% lbs. Watts, 170-490-660. 
up List, $4.50 List, $3.75 ist, $6.75 
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V. E. Ink Says: 


There’s no question but what Vision 
is a considerable asset—in fact, Pio- 
an’ Prophets such-like 
consider it “doggone” near 
But, somehow, when folks 


neers an’ 


“fellers”’ 
essential. 
get to buyin’ electrical supplies and 
triflin’, low-down stuff, 


other such 


upset you some at first, but it’s lastin’ 
in effect. Just remember, every time 
you buy somethin,’ to put on the left- 
hand pair of “specs”; and also bear in 
mind that your true cost on any mate- 
rial is your cost deliverel at the point 
where you need it, at the time you 
want to use it.—The Virginian. 





PRICE 





SERVICE 





QUALITY 








Illustrating the Difference in Specs 


Vision is usually what they’ve 
least of. 

Down in the hill country they gen- 
erally allow that a man’s hindsight 


got the 


is a considerable improvement on his 
foresight—that’s why so many paste- 
board shoes and light six automobiles 
are sold every year. 

The fact is, it’s just like a “feller” 
that uses two pairs of 
for takin’ a drink an’ the other for 
lookin’ over his assets. When a body 
puts on his buyin’ specs he’s “durn”’ 
near blinded by Price, an’ he looks out 
through his bifocal lens an’ sees Qual- 
ity a little bit of a “feller” "way down 
the road sittin’ under a tree, like he 
don’t amount to much. An’ Service 
don’t cut much ice, either—just old 
man Price, an’ he sure is the “Fair- 
Haired Boy.” 

Then, maybe, when his house is 
burned from one of the 2% of real 
electrical fires, or perhaps his mine 
is shut down ‘cause the stuff wouldn’t 
hold up, he changes 
there’s Quality big as taxes with Serv- 
ice right alongside of him, an’ Price 
‘way down the road, lookin’ as far 
away as the 1920 Coal Market. 


““specs’’—one 


“specs,” an’ 


But, shucks! He hasn’t learned his 
lesson. The first thing he does when 
he gets ready to buy somethin’ else 
is to swap “‘specs’”’ again. 

Now, if anybody’s really tired of 
trouble an’ worry an’ breakdowns an’ 
such-like, we can offer a sure an’ easy 
cure—it may be hard to swallow an’ 


Dixie Club Members’ Optimis- 
tic Outlook 

Electrical jobbers from all parts 
of the southeastern states, gathered 
for the meeting of the Dixie Club 
in Chattanooga, Friday, August 21. 
Radio was the main topic of discus- 
It was asserted that more and 
more dealers are going into radio 
business-like 


sion. 


and on a much more 
basis. 
With radio and electrical appli- 


ances in large demand by the public 
there is every reason why a man of 
sound judgment cannot make a go 
of the dealer business. A very large 
part of the discussion centered around 
plans for the dealer. 








This is Ray Kahn, Forbes Supply Co., 
Oakland, Calif., the picture being fur- 
nished by Robinson Farmer, who covered 
some 20,000 miles by automobile some 


months ago, before returning to Jackson- 
ville, Fla. 





Aside from radio, much optimism 
was shown over the outlook for busi- 
ness this fall and winter. One job- 
ber after another told of the favor- 
able conditions in his territory in a 
way that was most encouraging. 

* * * 


Connecticut Electrical Men Go 
on Outing 

The Connecticut Electrical Get- 
Together Club staged its ninth out- 
ting and sheep roast at Lake Com- 
pounce, Connecticut, on Thursday, 

September 17. The program was a 
“wow” and the entire party went over 
big, several hundred members of the 
electrical fraternity of Connecticut 
being in attendance. 

Although the official program an- 
nounced that the affair would start 
with a Car Parking and Fender Dent 
ing Contest at 11:30 it seemed that it 
began with little individual parties in 
each car. By noon when “small eats” 
were in order everyone had forgotten 
that there was such a thing. 

Baseball and _ track stunts 
sumed the afternoon, while at the 
same time much else was consumed so 
that some remarkable feats of “‘tum- 
bling” were displayed by the many 
indoor athletes who entered the con- 
test. Ed Rigsby, of American Wire- 
mold fame from Beantown, won tlic 
fat men’s race in 10 (minutes) flat 
while Ernie Hulbert of Southern New 
England gave a fancy exhibition of a 
nose dive in the same race. The fur- 
row he plowed with his nose can be 
plainly seen to this day. 

Ray Mason of Western Electric. 
New Haven, was on the job with some 
of his gang and to show his sporting 
nature laid out a tough waiter for 
the count of ten. New York City was 
represented by Cook of E. B. Latham 
Co. but he didn’t care. 

Bob Gunther, the big Butter and 
Egg man from Follansbee, West Vir 
ginia, sometimes recognized as New 
England rep. for Jefferson Glass (ov. 
was all over the place.. Taken by and 
and large the party was a rousing 
success. Let’s have another next year. 


con- 


* * * 


New Departments for Alex- 
ander and Lavenson 
The Alexander and Lavenson El: 
trical Supply Co., San Francisco, is 
building two display rooms. One wil! 
be devoted to radio and the other to 
electrical appliances. W. E. Andr ws 
has been put in charge of radio salvs. 
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No. 2651 
(Shallow Type) 


Adjustable Floor Box 


| 
Re 





No. 2512 





HE R & S line of floor boxes and 

receptacles covers every phase of 
electragists’ needs. 
plied in a wide range of types and 
sizes, either adjustable or non-adjust- 
able, at prices which make them suit- 
able for all kinds of installations. 


This line is sup- 


These products are so designed and 
made that, once installed, they will 
require no further attention. Boxes 


are of galvanized cast iron, floor 
plates of heavy brass, with gaskets 


to make them watertight. 


Bulletin 52 describes the various 
types of R & S floor outlets. Write 
for it today. 


We will also send on request Bulle- 
tin 53 describing the many types and 
capacities of R & S wall receptacles. 


0 






The most extensive line of a 
floor boxes available 


rm 
as | 





No. 2502 
Adjustab!e Floor Box 








Adjustable Two Gang 
Floor Box 


rm. 











1922—> 






















No. 2580 
Non-Adjustable 
FLOOR BOX 


High grade, inexpensive 
floor box for use in wood 
floors. Easily installed and 
can be firmly secured. Box 
is of galvanized cast iron; 
floor plate is heavy brass— 
gaskets make it watertight. 
Furnished with or without 
receptacles and plugs, pro- 
viding for uniformity in 
either high or low tension 
installations. 





Russell & Stoll 
Service 


Special equipment for 
conditions which are not 
met with readily availa- 
ble material can be had 
through Russell & Stoll 
Service. This Service 
also includes assistance 
with any unusual prob- 
lems concerning recepta- 
cles and similar devices. 
Let our experts help you 
with YOUR problems. 














Combination 
as Illustrated 


Catalog No. 3000 


Height, 6 inches over-all. 
Furnished complete’ or in 
part. Moulded composi- 
tion receptacle for tandem 
or parallel blade plugs. 
Standard finish, brush 
brass. Heavy brass re- 
ceptacle housing. Brass 
extension, 14 inch, standard 
pipe size. Lock flange of 
heavy brass. 


Combination 
as Illustrated 


Catalog No. 2630 


Height, 6 inches over-all. 
Designed especially for tele- 
phone or annunciator work. 
Moulded composition bush- 
ing, brass extension, '% 
inch, standard pipe size and 
heavy brass lock flange. 
Standard finish, brush brass. 
No. 1942 has % inch 


standard pipe size exten- _ 


sion and calls for corre- 
sponding flange No. 2620. 








Send for Supplement to 
Bulletin No. 52 








RUSSELL & STOLL COMPANY 
53 Rose Street, New York, N. Y. 


Chicago Cleveland 
Philadelphia Birmingham 
Portland, Ore. 


Detroit suffalo 
Boston Los Angeles 
San Francisco 
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Prize Winners in August Contest 


Twenty-Five Dollar Prizes Will Be Given by THE JOBBER’s SALESMAN to Men 
As Listed Below—the Result of the August “Summer Sales Prize Contest” 


MaNnvuracturers ELIGIBLE Propvucts Priz—E WINNERS , 
Arrow Electric Co.......................... While Glee .s. ee  e Raoul Du Quette, 
Pa L. A. Woolley, Inc., Buffalo 
Benjamin Elec. Mfg. Co.......... ....Sec. Showcase L’t’ng. Equip., only........ William Coleman, 
. ’ Morris Blumberg Co., Detroit 
Chicago Fuse Mfg. Co.................. Whee ‘Pane’ Fie es ee W. H. Paschen, 
my! y , Elec. Appliance Co., Chicago 
Chicago Solder Co.......................--- Wiehe: Rie 23 eits 20 5 ee ae H. E. Kirly, 
Interstate Elec. Co., Shreveport, La. 
Cutler-Hammer Mfg. Co.............. fe | Se oe J. J. Greenway, 
ae elenele Republic Elec. Co., Cleveland 
Curtis Lighting, Ine.............. ine eer: i nt te eee ae eee See: D. W. Peterson, 
: ; Ilinois Elec. Co., Los Angeles 
Dayton Fan & Motor Co................ “Day-Fan” Radio Line,: only................8. D. Housler, 
: Noyes’ Elec’] Supply Co., New York 
Dictograph Products Corp Cectececcens “Dictogrand”’ Loud Speakers, only eae. | el Pusan PP'Y ’ 
- : , McPhilben Radio Corp., Jamaica, N. Y. 
Eastern Tube & Tool Co.............. “Ettco” Met. Cond. & Arm. Cable... 3 he tat oo rp. ae? 
rae ae . : Hirschfeld Elec’] Supply Co., New York 
Economy Fuse & Mfg. Co.......-Whole Lim..ecccccccscessccccssssssseeseseeeeeeeooe af nai ie : 
— te C0 . Central Elec. Co., Chicago 
I anste el Produc ts C O.....2--..--0000 -- WW hole SS nme a F. Murphy, a oO Z 1 g 


Hart & Hegeman Mfg. Co............Whole Line................----..- MS cake saree Appliance Co., Chicago 


Elec. Appliance Co., Chicago 


Hemingray Glass Co.... oeeeeeceoece Whole Line. ER LD ee ee SMES wb. W. J Stroud 
Interstate Elec. Co., Shreveport, La. 
Hubbard & ee ee Peirce ‘*Presteel’’ Trolley Mast Arm. Er. hielo, ane - m S a : . 
Inland Glass Co...........---22...2-c0e00-. hk te. eon EMiexio, Central Elec. Co., Chicago 
Indiana Rubber & Ins. Wire Co....Whole Line 1. Gord Central Elec. Co., Chicago 
AUME...........--.eeesenneeeeeeecenecesenseeeenenet . Gordon, 

_ — Central Elec. Co., Chicago 
Jefferson Glass Co..................-.--- RE ee ae ee F. Raymond Powell, . — 
Mid-West Metal Products Co......Whole Line... 0. F wien a Elec, Co., New York 

3 : Otto Reiman, Inc., Chicago 
| wneeeeeeeeeeeeeeeees ‘Loud Speakers steseeeee: Oe ae See J. Kovan, Triangle Elec. Co., Chicago 
; pring See _...F. W. Hawley, Triangle Elec. Co., Chicago 
Meare mes oy sae (““Eveready” Flashlights.......................Arthur Barit, Morris Blumberg Co., Detroit 
eae sitge.: “Columbia” Dry “Detteries.................. A. L. Chill, Ind. Elec. Sup. Co., Indianapolis 
|““Eveready” Radio Batteries... Arthur Barit, Morris Blumberg Co., Detroit 
romite 0. innsicrennnnnenmnevemineeviereses “Okonite” Tape, ee a W. A. Lemaster, 
Okonite-Callendar Cable Co.......... “Shecnt” side + Regieons Central Elec. Co., Chicago 
’ A re errr rrr. a ae , a ’ 
Central Elec. Co., Chicago 
Roach-Appleton Mfg. _. ene Whole Ee Te se, William Moore, ; 
; Otto Reiman, Inc., Chicago 
Robbins & Myers Co cs a at R. & M. Motors, only oe eas: eee William Moore, 
” Otto Reiman, Inc., Chicago 
Seqyaare TF Gi... ncsisennnanenereeh We be~ FE fake ok. ore es ee Thomas B. Watkins, 
Tork L. A. Woolley, Inc., Buffalo 
ai CO... --enenenssnscserensoroeneonenenenesens Tork Clocks and Lights Ee pene) cee ee S. F. Murphy, 
. Elec. Appliance Co., Chicago 
frumbull Elec. Mfg. Co................ “Circle T” Motor Starting Sw.............. G. E. Chapman, °F 
Tubular Woven Fabric Co............ “Denedid,” teddy. w.B. a Elec. Co., Davenport, Iowa 

. ‘ Ind. Elec. Supply Co., Indianapolis 

U.S. Rubber Co......-------eoe---sesee U. S. “Royal” Portable Cord............... L. A. White. ‘ 


, . . : Interstate Elec Co., New Orleans 
Waage Electric. Co.....-.....ciscsscsos Whole -Tilee- :22.252 od Arthur Barit, Morris Blumberg Co., Detroit 
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Entrance to the Home of Ideas 


The average home has a door bell push-button, a 
switch and a lighting fixture to provide lighting con- 
: venience at its entrance. Compare that short list of 

i . equipment with the devices indicated for the entrance 

~ Plan of Lesbitaale to the Home of Ideas. Study the plan. You will 

find that there is a practical use for every device men- 

These Bryant Devices Are Needed tioned, especially if you will study the Bryant adver- 
tisement in August “Merchandising.” 





List Price 

Purpose Cat. No. Each 
1 Switch for H Numb 2951-BH $1.10 ” ns : can , . 
1 Switch for Dome Light 2951-RH Momentary 1.60 If you will sell the idea of complete wiring to your 
eager sa contractor friends it will increase the business done 
Hi A gm oma ~ in all kinds of electrical material. You profit by the 
2 Plates for Receptacles........OV61 18 increased sales and so does everybody else. 
2 Special Urn Outlets............. 115 285 - - 
1 Door Bolt. Switch..................2813 YE 


THE BRYANT ELECTRIC COMPANY, Bridgeport, Connecticut 


NEW YORK CHICAGO SAN FRANCISCO 
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HEN you bought your auto- 

mobile you probably had some 
idea of the car you wanted. From 
reading the advertising, from talking 
to friends and through other channels 
you had come to the conclusion that 
the car you wanted was one of two 
or three makes. Still somewhat un- 
decided you looked up the dealers 
who handled those cars and talked 
the matter over with them. If you 
followed the above procedure, and 
most automobile owners have, you re- 
member that the salesman trying to 
sell you the car had just the one make 
of car, in that class, to sell. The 
Lincoln salesman could have demon- 
strated a Ford, but had price been 
the only point on which he could have 
sold you, he would not have taken you 
into a display room filled with all the 
cheap makes of cars on the market. 
The Ford dealer specializes on “fliv- 
vers” and knows them in and out. 
The Packard dealer too specializes 
on his line and knows so much to tell 
you about it that he can talk noth- 
ing else to you. Imagine going into 
an automobile dealer’s display room 
and seeing Cadillacs, Packards, 
Pierce-Arrows and the Rolls-Royce 
cars all together on the floor. If you 
did find such a condition it is doubt- 
ful whether the salesmen could tell 
you very much about any one of the 
cars they were selling. Yet many 
radio dealers feel that it is necessary 
for them to carry a large assortment 
of sets to be successful. This is not 
true. 

What I have to say applies to any 
good standard radio line. I 
been told, “Specializing is fine busi- 
ness, but how am I to make a dealer 
do it?” Some dealers have seen the 
wisdom of it from the start, others 


have 
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Specializing in Radio Lines 
How Am I Going to Make My Dealer Do It Is the Question. 


Is—Specialize Yourself 


By GEORGE H. FISCHER, JR. 


can be sold the idea if handled right 
but there will always be some hard- 
headed fellows who insist on operat- 
ing what we call, “asylums.” They 
adopt every orphan set on the market. 
In their stores can be found every un- 
known brand, everything that they 
can buy at large discounts because no 
one else will buy it. These are hope- 
less cases. 

The dealers who can be sold are 
the ones who are stocking standard 








A youthful Hawaiian, having made 
friends with one of the radio operators of 
Uncle Sam’s fleet, now stationed in the 
Hawaiian harbor, gets a chance to clamp 
on the earphones and listen in on a pro- 
gram. He thinks there’s no better organ- 
ization in the world than the U. S. navy 
—and the gobs agree.—International. 





The Answer 


Mgr. Radio Dept. Florida Electric Supply Co. 


Sales- 


lines, but too many of them. 
men from six’ or eight jobbers may 
get orders regularly from such a 
dealer and the year’s business from 
each amount to very little. I would 
rather work with one dealer and get. 
all of his business than share six 
dealers’ business with six other fel- 
lows. I can give that one dealer 
more time and all the time that he 
needs. and still do everything that is 
necessary in less time than it would 
take me to cover the six dealers, even 
though I gave each one a very abbre- 
viated visit. 

In the section of the country in 
which we are located we have been 
handicapped from the start by lack 
of any daylight radio reception. Con- 
sequently, if we sell by demonstration 
we must work at night. Therefore 
if we were to try to demonstrate sev- 
eral sets to each dealer or demon- 
strate one line to several dealers we 
would lose considerable time. For 
this reason, we select those who we 
feel are best fitted to handle our line 
and concentrate on them encouraging 
them to concentrate on this particular 
line. 

As I mentioned before, this applies 
to any good standard line. It would 
not work out with a line having only 
one or two models. Most of the 
larger manufacturers this season have 
whole “families” of sets which 
able the dealer to concentrate on that 
line and still have something to sell 
to each class of prospect. 

If you are selling any of these 
lines you will find that the manu- 
facturer has all kinds of dealer helps 
that you can make use of. Window 
trim material, posters, mailing pieces 
and other helps. If you will help th: 


dealer to put in an attractive window 


en- 
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Six and ight tube 


“SUPERCHETS 
are Stirring a buying market 














Radiola 28, “Jefferson desk” 
type new RCA uni- —soneem, 
eight-tube Super-Heterod 

with attached loop. As dry bat- 
tery operated receiver, gives 
volume in excess of that ob- 
tainable from_ storage battery 
operated receivers. Space in- 
side cabinet forall dry batteries. 


If used with Radiola Loud- 
speaker Model 104, Radiola 28 
operates complonty from 60 
cycle, 110 volt A. C. lighting 
circuit, eliminating all bat- 
teries. Tuning mechanism con- 
sists of new RCA uni-control 
system employing “straight 
line’’ frequency condensers 
giving equal spacing of all sta- 
tions on tuning scale. List 
pace including 7 Radiotrons 
UX-199, 1 Radiotron UV-877 

and 1 Radiotron UX-120. 
$260. 





OLUME! Tone! Fine appearance. 

And all the performance of a Radiola 
Super-Heterodyne. Add to these the new 
uni-control operations and other refine- 
ments—and you have a vigorously re- 
awakened radio market. 


Surveys of the past year have shown that 
the one set most asked for by prospective 
buyers was the Super-Heterodyne. Now 
everyone is asking to see and hear the new 
Super-Heterodyne. If you have it there to 
show, you have a self-made sale. 


Ask the nearest RCA distributor for cat- 
alog describing all the new Radiolas and 
Radiola Loudspeakers and Radiotrons. Get 
in line for radio’s biggest autumn season! 


RCA-Radiola 


MADE BY THE MAKERS OF RADIOTRONS 


Creating new 
loudspeaker standards 
Plug in the new RCA Cone type 
Loudspeaker Model 100 on any 
good set. One hearing will sell 
you—one hearing will sell any 
customer. Itis clear-toned—true 
in every range of tone, high or + 
low. List price $35. 


een 





en ade See 











Radiola 25, new RCA six-tube 
uni-control Super -Heterodyne, 
table type with attached loop 
Dry battery operated with space 
in cabinet for all necessary bat- 
teries. If used in conjunction 
with Radiola Loudspeaker Model 
104, Radiola 25 operates from 
60 cycle, 110 volt A. C. lighting 
circuit, requifing no batteries. 


Tuning mechanism consists of 
new RCA uni-control system em- 
ploying “‘straightline’’ frequency 
condensers giving equal spacing 
of all stations on tuning scale. 
List price, including 5 Radiotrons 
UX-199,1 Radiotron UV-877 and 
1 Radiotron UX-120 . $165. 


es 
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CONCERT 
| UNIT 





THE HEART OF THE SPEAKER 


The large size of this Unit gives great range with tone of most pleasing 
quality which combined with the special amplifying properties of the 
Burns horn produces remarkable results. Horn is of a distinctive design 
— pyralin flare in several handsome finishes—pleases the eye as well as 
the ear. 


No. 205B—With black flare............................ $22.50 
No. 205D—Mahogany tinted flare.................... 25.00 
No. 205P—Mother-of-pearl flare _................... 30.00 
No. 100 —Medium phonograph unit............ 10.00 
No. 120 —Concert phonograph unit.............. 12.00 


GET OUR TRADE PROPOSITION NOW 


CHICAGO — U.S.A. 










































1. The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


2. Itisthe only clearing house for ideas and sales 
| suggestions of those engaged in the jobbing 
branch of the industry. 


| 3. Itisthe only publication that is devoted exclu- 
sively to the business in which you are en- 
gaged. 








Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 


now. 
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| display of your line, he will appre- 


ciate it. The results of the window 
display will be reflected in your or- 
der book. If you will take the time 
to help him arrange his floor display 
he will appreciate this also. And this 
too will be reflected in your order 
book. If you have the time and will 
take the time to call on a few of his 
prospects with him you can teach him 
the “selling talk” on your line. If 
you have the right line and the right 
“selling talk” sales to his prospects 
are bound to result. Once again you 
have done something that draws the 
dealer’s appreciation and has its re- 
flection in your order book. If you 
were-a dealer, and out of the multi- 
tude of “write and run” order takers 
appeared a man whose whole ambi- 
tion in life seemed to be to help you 
make a go of your business, who al- 
ways had some new idea for a snappy 
window, who re-arranged your floor 
display so attractively and helped you 
sell the goods he sold you, would you 
give this fellow your business? 
Would you? You know very well you 
would! 

In the big metropolitan areas this 


| plan may be impractical. I do not 





} 


know, for I have never sold radio 
in them. However, I have had an 


| opportunity to observe the radio deal- 


ers in the smaller cities in the east 
and south and know it can be suc- 
cessfuly applied to them. 

While working on the east coast of 
Florida recently I noticed at some of 
the gasoline filling stations at which 
I stopped for fuel as many as three 
different brands of “gas.” Three 
different brands of oil also. This 
condition was found only on the long 
stretches “out in the sticks’? as you 
might say. The operator of the fill- 
ing station made no effort to push any 
one of the three brands in any in- 
stance. It was all “gas” to him. 
Yet, when I stopped at one of the 
elaborate and well equipped stations 
of one of the larger cities I found a 
special demonstration under way. 
Specialists, high grade technical men. 
were out there in overalls filling gas 
tanks on flivvers. But they told me 
more about——oil than I had ever 
known or had hoped to know. On 
the return trip I made it a point to 


| stop at this same filling station again. 


The home office specialists were gone 
but they had taught the operator of 
that station all the strong points in 


favor of their product. So stronuly 
(Turn to Page 96) 
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Shorter 
days 
mean 
longer 
profits 
























Here is the fall “reload” 
advertisement which appears 
in much larger size in a great 
national list of papers to help 
your dealers sell more Ever- 
eady Flashlight Batteries. 
Dealers will be supplied with 
special display material. 


NATIONAL CARBON COMPANY, 


New York 


Atlanta Chicago 








Dallas 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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RELOAD your flashlight! 
Longer nights ahead 


Autumn ., , Old Sol going to bed sooner 
than usual . . . long fall and winter nights 
justahead. Be ready to “Use your flashlight!” 


Eveready Flashlights take up where the 
sun leaves off. They also serve in dark 
places during the day. Get out your flash- 
lighf now and pep it up with new, strong 
Eveready Batteries. Artificial daylight in 
the most convenient form. There’s an 
Eveready dealer nearby. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASH LIGHTS 
& BATTERIES 


—they last longer 





Tell them to-tie in with 
this fall “reload” campaign 
in every way possible; to 
put Eveready Unit Cells out 
where their customers can 
see them, be reminded, and 
buy; to mention new bat- 
teries to everybody! 


ine; 
San Francisco 


Kansas City Pittsburgh 
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New Radio Products, Illustrated 














The Music Master Corporation, 128 
N. 10th St., Philadelphia, Pa., has 
just brought out its drum type radio 
reproducer shown below. The repro- 
ducer is shown on the right mounted 
on the model 400 cabinet type set of 
the Music Master Corp. This set is 








of the five tube type and employs 
radio frequency amplification, both 
tuned and untuned. Two controls 
operate pointers on a vertical scale 
for the recording of the stations 
logged. The set also has one com- 
bination volume control. The cabi- 
net is the same as the model 300 ex- 
cept that it is more _ elaborately 
hand-carved. All hardware is gold- 
plated as is the escutcheon on front 
of panel. The company manufac- 
tures in all 10 different types of sets, 
ranging from four to seven tubes. 








The Belden Mfg. Co. 2800 S, 
Western Ave., Chicago, has recently 
instituted a new method of merchan- 
dising radio terminals. The termi- 
nals are now furnished in small, at- 
tractive display cartons containing 
25 consumer packets per carton. 

Another product is a radio exten- 
sion cord that permits moving the 
loud speaker or head-phones: as far 
away from the set as desired. 




























ACTUAL SIZE 


Four hundred ohms and only a lit- 
tle larger than a silver dollar is the 
C-H precision potentiometer, manu- 
factured by the Cutler-Hammer 
Manufacturing Co., Milwaukee, Wis. 

It is similar in construction to the 
new, perfected C-H rheostats. With 
its small size, being only 15% inches 
in diameter, and projecting less than 
3, inches behind the panel, comes 
perfect smooth and quiet operation. 
This unusual compactness is made 
possible by the use of special ena- 
melled resistance wire, closely wound. 
The resistance cannot slip or wear 
out of true. 








The Yaxley Mfg. Co,, 217 N. Des- 
plaines St., Chicago, has just brought 
out a new panel light. It fits in a 
single panel hole and is so con- 
structed that it mounts on any stand- 
ard thickness panel 

The shade or reflector is finished 
in highly polished nickel and is an 
attractive ornament, as well as a 
utility. The Yaxley company is 
furnishing a low current lamp burn- 
ing .1 ampere for use in connection 
with the panel light. However, the 
standard miniature screw base lamp 
may be used in connection with this 
device. 





The 
Merriden, 


Remo 
Conn., has 


Corporation, 
just 
brought out its ‘“‘Remola” con- 


of loud speaker 
number 7. This 
supersedes the number 2 
model which has been dis- 
continued. The company also 
manufacturers the Remo 
trumpet, the Remo _ phono- 
graph adjustable unit, the 
“Remofone” aereal, a junior 
and senior tube reviver. 


cert type 
known as 
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ortho sonic 


A -10 Five tubes—199’s or 201-A’s. Balanced 
tuned radio frequency. Cabinet has 

rich brown mahogany finish. Federal standard 

parts used throughout. Length 24 inches, 

height 11 inches, depth 12 inches. 

Without accessories . : $75. 00 


B-20 Five tubes—199’s or 201-A’s. Balanced 
tuned radio frequency. Genuine ma- 
hogany cabinet with rich finish. Micrometer 
tuning controls. Space for batteries. Length 


30 inches, height 13 inches, depth 
15 inches. Without accessories . . $100.00 


B-30 Five tubes—199’s or 201-A’s. Balanced 

tuned radio frequency. Extremely sensi- 
tive and selective. Mahogany cabinet finished 
in rich, lustrous brown. Micrometer tuning 
controls. Ample space for batteries. Federal 
enclosed adjustable speaker. Exceptional vol- 
t Length 30 inches, height 20 
1 


. $130.00 


ume and tone. | 
nches, depth 15 inches. 
Without accessories . 


Cc 30 Seven tubes—199’s or 201-A’s. Bal- 
““ anced tuned radio frequency. Gentine 
ogany cabinet, with rich brown finish. Two 
rometer tuning controls. Space for bat- 

t s. Operates on self-contained loop. Fed- 

é enclosed adjustable speaker. Length 36 


Inies, height 23 inches, ‘eal 18 
in hes. Without accessories . $200. 00 


Willit be displayed 
in YOUR window ? 


The new, simplified Federal Ortho-sonic 
line is a line you can sell with absolute 
confidence and give your whole-hearted 
support. Designed by Federal engineers 
—built in Federal factories by Federal 
craftsmen to Federal’s high standards of 
quality. You know what that means. 


In addition we offer the new and ex- 
clusive Ortho-sonic principle—the latest 
and greatest development in realistic, 
lifelike reproduction—beautiful cabinet- 
work and popular prices. 


Write at once. Get the Federal prop- 
osition. Get the sign in your window. 
Our big national advertising campaign in 
magazines and newspapers is reaching 
hundreds of thousands. Everywhere the 
thrilling Ortho-sonic tone test is being 
demanded. Be ready to make these sales. 


Read the liberal provisions of the Fed- 
eral proposition. Profit-making discounts! 
Exclusive territory! National advertis- 
ing! Powerful sales helps! And, back of 
it all, the name Federal, which is a guar- 
anty of clean-cut business methods. Get 
lined up for the big fall trade. Write at 
once for our proposition and the name of 
your wholesaler. 


FEDERAL RADIO CORPORATION 
Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR, Buffalo 


Federal 


ortho-sonic 


C-35 | Same mechanism as C-30 but housed 
in handsome highboy cabinet. Superior 
quality built-in Federal Speaker. Length 27 


inches, height 54 inches, depth 17 
inches. Without accessories. 5 « » $300.00 


B-36 Five tubes—199’s or 201-A’s. Balanced 

tuned radio frequency. Floor cabinet of 
choice mahogany woods with rich, two-tone 
brown finish. Enclosed Federal Speaker. Space 
for batteries. Length 35 inches, height 43 


inches, depth 21 inches. $250 00 


Without accessories . . 


In addition to the six sets illustrated the new 

Federal Ortho-sonic line includes: 

B-35 Mechanism sameas B-20 (illustrated). 
Beautiful cabinet of selected mahogany, 

finished in rich t wo-tone effect. Enclosed speaker. 

Ample Finches, depth 21 1 Length 35 inches, 

height 43 inches, depth 21 inches. 

Without accessories . $250.00 

C-20 Same mechanism as Cc -30 (illustrated) 
but without enclosed speaker. Genuine 

mahogany cabinet, finished in rich brown. 

Operates on self-contained loop. Length 36 


inches, height 16 inches, depth 18 

inches. Without accessories . $165 00 

C-40 Same receiving me shaniene as C-30 but 
housed in specially designed custom- 

built hand-carved cabinet. Every detail of fea- 

ture is provided in this model to make it the last 

word, not only asa Radio Receiving Set, but als« 


asa beautiful furniture piece for the 
select home. Without accessories - $350. 00 
Note: We are continuing our models 
141, 142, 143 and 144 








94 


THE JOBBER’SfA)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





New Radio Products, Illustrated 











consists of the Mohawk balanced 
three gang condenser and three radio 
frequency coils. With this kit the 
builder is enabled to transform any 
five tube tuned radio frequency set 
into a one dial control receiver. No. 
1001—special Mohawk gang conden- 





ser showing hook-up and how to make 
your three dial set into a one dial— 
is composed of three banks of 15 
plates each, which plates are made 
of .035 gauge metal. Among the 
patented features are the movable 
plates between each bank which also 
act as a shield and in a manner bal- 
ance each stage of the condenser by 
moving these plates on the shafts. 
Both are products of the Mohawk 
Electric Corp., Chicago, II. 








The Wirt radio lightning arrester, 
air gap type is made of brown bake- 
lite and brass provided with a petti- 
coat to insure ample _ insulation, 
particularly in wet weather. The 
brass bracket is provided for rigid 
fastening. Terminals are extra 
heavy and so designed that the 
aerial wire leading into the set may 
be connected to the lightning ar- 
rester terminal without cutting the 
wire. Heavy brass screws are furn- 
ished for mounting. It is manufac- 
tured by the Wirt Co., Germantown, 
Pa. 








Jewel Brothers Products Co., 549 
Fulton St., Chicago, has announced 
a combination hydrometer which has 
a non-breakable tube -in which a float 
is contained, This tube is inside the 


usual glass jar. The float cannot 
stick or hit against the outer tube. 
Reading is accurate as the float does 
not jump or bob. This hydrometer 
can be used for radio or automobile 
battery readings. 








Here is a pair of radio pliers, 
made by The William Schollhorn Co., 


New Haven, Conn. The pliers are 
made of stamped steel, very strong 
and sturdy. They are specially 
suitable for turning eyelets of various 
sizes in bus bar wire. Between the 
jaws just above the square recess 
is a flat vise-like surface to be used 
to flatten out the eyelet after it has 
been turned. Below the recess is 
a sharp pair of bus bar cutters. 
These pliers have the advantage of 
being large enough to afford a good 
grip without being excessively heavy. 








This is an illustration of the new 
neutrodyne receiver of the Eagle Ra- 
dio Company, Newark, N. J. Aside 
from the handsome bakelite, gold- 
trimmed finish, there are striking im- 
provements in the radio frequency 
coils and other parts. 








The AC Electrical Mfg. Co. 
Dayton, O., has announced its model 
XL15 console type. The cabinet is 
small being only 38 in. high, 81 in. 
wide, and 1314 in. deep. It contains 
the standard A-C Dayton receiver 
and a built-in loud speaker of proved 
tone qualities. Compartments are 
furnished for batteries. The cabinet 
is genuine mahogany, two-tone finish, 
and is hand rubbed. 








Durham & Co., 1986 Market St., 
Philadelphia, Pa., are bringing out 
a new type of variable grid leak in 
addition to the standard plunger type 
resistance unit which they have been 
manufacturing. This panel mount- 
ing unit can be included in any set 
by simply drilling one quarter inch 
hole in the panel and attaching leads 
to the grid of the tube by means of 
“Fahnstock” clips. Made in three 
sizes: 1,000 to 100,000 ohms; .1 to 
.6 megohms, and 2 to 10 megohms. 





To “Multi-Plug” ~» 





Howard B. Jones, 614 South Canal 
Street, Chicago, who produces the 
Jones “Multi-Plug,” announces a new 
“Cableplug”—a five-wire coded cable, 
anchored to an insulated block, the 
cable ends projecting from the block 
serve as terminals for the set leads. 
This is for permanent mounting on 
the panel or sub-panel. 
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Ask the dealer how many radios 


in his neighborhood 
5000? 


500? 1000? 


UPPOSE there are only 500 radios in a 

dealer’s community. That in itself is 
a market for $3,750 worth of Jefferson Tube 
Rejuvenators! Impress that fact on your 
dealers and you will sell them Jefferson Tube 
Rejuvenators, bringing extra business to your 
firm. 


Every owner of a radio tube set needs a 
Jefferson Rejuvenator. Some dealer is get- 
ting this business in every locality. Every 
dealer should get his share. The public is 
being told about this important necessity 
through our Saturday Evening Post and other 
advertising, 


The Jefferson Tube Rejuvenator is built for 
home use and priced at a figure that’s attract- 
ive to every radio owner. Used once a month 
it keeps tubes at full efficiency, insures uni- 
formly good radio reception and lengthens the 
life of tubes. 


This valuable home device completely re- 
stores paralyzed or exhausted tubes. Oper- 
ates on a. c. electric light current—rejuven- 
ates tubes in just 10 minutes. Takes large 
or small tubes—types 201-A, 301-A, UV-199, 
C-299, 5V-A. Packed four to a carton in an 
attractive counter display box. Sold only 
through Jobbers; widely advertised in na- 
tional and trade publications. 


JEFFERSON ELECTRIC MEG. Co. 


501 South Green Street: Ghicago, IIl. 


Makers: of Jefferson Radio, Bell Ringing 
and Toy Transformers; Jefferson Spark 
Coils for Automobile, Stationary and 
Marine Engines; Jefferson Oil Burner 
Ignition Coils and Transformers. 





JEFFERSON 


TUBE REJUVENATOR 


Keeps radio tubes like new 





$7.50 





Retail Price 


$10 in Ganada 











JEFFERSON 


RADIO TRANSFORMERS 





UR. advertising is telling 

radio fans and dealers about 
the superior reception obtainable 
with Jefferson Radio Trans- 
formers. Our experience as the 
world’s largest manufacturers of 
small transformers is widely 
recognized. Everywhere the 
word is going around—‘for 
clear, sweet, natural tones—for 
amplification without distortion 
—use Jefferson Transformers.” 
Are you capitalizing the popu- 
larity of these better trans- 
formers? Let your dealers know 
you carry the Jefferson line. 
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The Keen Jobber and his 


Salesmen are Pushing--- 


* 
Sterling 
POCKET AMMETERS and VOLTMETERS 


It doesn’t take either the jobber’s salesman or his 
employer long to discover that the radio dealer is 
a customer easily lost to any competitor. But, a 
dealer who is fully sold on the merits and quality of 
a product, together with created demand, can readily 
be retained as a permanent customer. 


Long before the advent of radio the name 
STERLING on a meter identified it as a standard and 
reliable product. In adapting STERLING meters 
to the requirements of radio, the same sound 
STERLING characteristics have been maintained. 





had the real specialists sold the newly 
made specialist that he passed his en- 
thusiasm on to me and although this 
particular brand of oil is more ex- 
pensive I have made it a point to use 
it ever since, 

If anyone can work up enthusiasm 
over the kind of oil for a flivver, we 
should have little difficulty in arousing 
real enthusiasm over our radio lines. 
And when you have aroused their en- 
thusiasm they are on the road to 
specialization. 

* * * 








Sterling Pocket Meters have always sold and stay 
sold. Every jobber and jobber’s salesman should 
profit by the opportunity presented by these products. No. 45 | 


No. 37 No. 45 
Voltmeters Voltammeter 


For “B” storage batteries— Extensively used for test- 
a new meter designed es- ing the am tre e of dr 
pecially for measuring cell “A” athesies and for 
voltage of 24 cell (48 volt) voltage measurement of 
storage batteries when in “B” batteries, dry cell and 
use or on charge. Also storage. it .esiuiieais the 
tests up to 3 units of 22% essential features of our 


volt dry batteries con- No. 24 and No. 34-C 
nected in series. meters 








No. 24 Sterling Ammeter 


For making a test on individual dry cells of the 
No. 6 size. This Ammeter enables the user to de- 
termine in a moment the exact strength of the cell 
he is buying, and to judge when it should be dis- 
carded from the circuit. 


More than 5,000,000 Sterling Am- 
meters and Voltmeters Are 


In Use To-Day 


THE STERLING MANUFACTURING CO. 
2831-53 Prospect Ave. CLEVELAND, OHIO 




















| Philadelphia Sesqui-Centennial 


to Have Mammoth Radio 
Exhibit 

As a result of arrangements con- 
cluded between Col. C. B. Collier, 
director general of the Sesqui-Cen- 
tennial International Exposition to be 
held in Philadelphia from June to 
September next year, and.H. S. Bol- 
ster, director of the American Radio 
Exposition Co., which has sponsored 
during the past. four years the out- 
standing series of national radio ex- 
positions given annually in the United 
States, plans for a mammoth radio 
educational exhibit at the Philadelphia 
exposition have recently been an- 
nounced. 

Mr. Bolster has started to bring 
about the united participation of the 
entire radio industry in the exposition, 
which is expected to attract more than 
60,000,000 visitors. 

Many of the leading radio manu- 
facturers have already reserved space 
at the exposition in the radio exhibit 
section in the Liberal Arts Palace, the 
most beautiful building planned for 
the exposition. Over 50,000 square 
feet of space in this hall have been 
allotted to display the products of the 
radio industry. 

A comprehensive educational ex 
hibit will occupy the center of the 
radio section and around this will be 
grouped the individual exhibits of 
America’s leading radio manufactur 
ers. The educational exhibit will por 


, tray the historical development of 


radio, from both the technical and 
artistic standpoints. Not only will the 
exhibit contain models of apparatus 
for wireless signaling, but it will cove: 
the entire field of human communica 
tion, outlining the methods of trans 
mission of messages from the smok: 
signs of the savage to the elaborat 
radio transmitting apparatus that ha: 
been designed for trans-oceanic com 
munication. 
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That’s the 
Big Selling Feature of the 
Bradley-Amplifier 


HE BIGGEST SELLER, this year, is the resistance- 
coupled amplifier to take the place of transformer- 
coupled amplifiers. Quality, not mere noise, is the demand 
of set owners, and resistance-coupling is the answer. 


The Bradley-Amplifier is an important accessory. It is 
not a part, like a rheostat or grid leak. It is an essential 
for every set. It is as important as a good loudspeaker. 


Place your order, today, for a stock of Bradley-Ampli- 
fiers. Nation-wide advertising is selling Bradley-Ampli- 
fiers faster than they can be distributed. Remember, 
every set owner is a potential buyer of a Bradley-Am- 
plifier. Get your share of easy sales that come early in 
the radio season by ordering Bradley-Amplifiers, today! 





Note the carefully-concealed wiring, 
Bradleyunits, and condensers. Nothing 
exposed except tube sockets which will 
accommodate the new UX tubes. 




















PERFECT AUDIO AMPLIFIER 
Manufactured by 


Allen-Bradley Co. 


Electric Controlling Apparatus 


492 Clinton Street 
Milwaukee + Wisconsin 
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We Protect 
Every Sale! 


Every inquiry on Blandin Radio Cab- 
inets is turned over to our jobber repre- 
sentative in the territory producing the 
inquiry. That’s our idea of jobber coop- 
eration. It means we have a 100% job- 
ber policy that’s in effect continuously. 


Blandin Radio Cabinets are acknowl- 
edged good sellers. They have every de- 
sirable feature of fine cabinet construc- 
tion. 

The console is so designed that it will 
hold intact, any standard set in a box 
cabinet up to 28” in length. 

Our complete jobber proposition will 
interest you. Ask for complete details. 
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(Patents Pending) 


Blandin Console 
75 E 





This beautiful Blandin Console is finished in 
a hand rubbed lacquer-Mahogany—in English 
Brown. It will take any panel up to 7” high 
with room for “A” storage battery, “‘B” and 
“C” batteries and battery charger. This is one 
of the finest radio cabinets on the market and 
will dress up any set. 





The New Blandin Duplex shown here takes 
panel 7x18, 7x21, 7x24 or 7x26. Grooved for 
ts” panel. Panel may be mounted either ver- 
tical or slanting. Ample room for dry batteries. 
Handsomely on be me ee rubbed lacquer. 






| Blandin Phonograph Co.,Inc. 
1000 16th St., Racine, Wisconsin 


Blandin 


OH Padio Cabinets 

















New Development—Phono- 
graph with Audio Amplifier 
How electrical research in one in- 
dustry may affect the development of 
an allied industry, is strikingly illus- 
trated by the perfection of a talking 
machine utilizing the principle of vac- 
uum tube amplification, which has 
just been announced by the Victor 
Talking Machine Co. The new in- 
strument, which is to be placed on 
the market by the Victor company as 
the “Electrola,” uses the disc record, 
but instead of amplification of sound 
through a diaphragm and horn, the 
sound waves taken from the record 
are converted into pulsating currents, 
which are amplified through an audio 
amplifier in the same manner as are 
radio impulses. - The resulting re- 
production is so faithful, according to 
the announcement, that the very at- 
mosphere of an orchestra is pre- 
served,; the personality of the artist 
is given forth with photographic ac- 
curacy. 

In principle and construction, the 
“Electrola” is simple. A needle takes 
the mechanical vibrations from the 
record groove, in the usual manner. 
From that point on, however, the 
process becomes an electrical one. 
The needle is fixed to a slender steel 
bar, which is free to vibrate within 
narrow limits in an electro-magnetic 
field. These vibrations set up alter- 
nating currents, which may be com- 
pared with the radio impulses deliv- 
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This is Joseph Ezkovich, of the Inter- 
state Electric Co., New Orleans, La., who 
won the July prize on Inland Glass sales. 
He is one of the enterprising type of sales- 
men who have helped put New Orleans on 
the map, as one of the most up and going 
communities, electrically, in the country. 





ered to the amplifier of the radio set 
by the antenna and detector tube. 


The vibrations are then passed 
through an audio amplifier which 
gives the desired volume. A cone 


loud speaker of the latest type is used 
in some models, while in others an 
amplifying sound passage speaker 
unit is employed. 

The new instrument operates on 
alternating current from a 110-volt 
circuit, or it can be operated on dry 
cells. When using alternating cur- 
rent, a rectifier built on the same prin- 






























With two radio shows in progress at the same time in New York, it can be wel! 


said that the fall radio season is on in earnest. 


The exhibition at the Radio World’s 


Fair, in the armory of the 248th Field Artillery, New York, showed many new and 


unique developments of the new science.—Kadel § Herbert. 
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Put your trust in A-C DAYTON, 
and you can count on bigger 
profits, growing good will and a 
soundly established business. 
The A-C DAYTON speaks for 
itself—not only to the public but 
to the dealers as well! 


Consider the Console, for exam- 
ple. A full range instrument 
capable of equalling or bettering 
the reception of any other re- 
ceiver regardless of price, it offers 
in addition, compactness, beauty 
and extremely popular price. It 
stands but thirty-eight inches 
high—an ideal furniture model 
for any home, large or small. It is 
completely contained, including 
loud speaker, with “A” Battery 


who 
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believes his 


ears 2 2 


own 





cabinet lined with asphaltum. 
And it retails at $185 ($190 west 
of Denver), as compared with 
prices ranging from $250.00 up- 
ward for similar models of other 
makes. 


In terms of “dealer performance,” 
these things mean easier sales, 





The A-C DAYTON Standard Cabinet, 
Type XL-10. 


List price, $115; west of Denver, 
$120. 


Let 
this Receiver 


Talk for You 


quicker profits and more ready 
turnover. They stand for in- 
creased good will and multiplied 
satisfaction for your trade,—and 
easier sales for you! With those 
things goes our guarantee of con- 
stantly maintained -prices. 


Wild and unsupported claims, 
whether made by manufacturer, 
jobber or dealer, will take radio 
nowhere. Performance is all that 
counts with the public, it should 
be all that counts with you and 
the dealers who buy from you. 
Sell the line that speaks for it- 
self—as the A-C DAYTON does! 
Send the coupon today for full 
description of the line with prices 
and discounts. 


THE A-C ELECTRICAL MANUFACTURING CO. 


DAYTON, OHIO 


Makers of Electrical Devices For More Than Twenty Years 


A-C DAYTON 
JRADIO 
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A-C Electrical Mfg. Co., Dayton, Ohio. 


Gentlemen: Please send me full information concerning 
= A-C DAYTON line with details of your Selling Service 
or 1925-26. 
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4 Foot #129 
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Combinin: 
Cable an 2 Soldering Lugs 
Little Brother to the 























NNOUNCING a new 
and very practical bat- 
tery connector, the Jones Cabe- 
lug consisting of a five wire 
coded cable, anchored to an in- 
sulated block, cable ends pro- 
jecting from the block serving 
as terminals for the set leads. 
The block is permanently 
mounted on the panel, or sub- 
panel, allowing the set builder 
to complete his wiring arrange- 
ment, and leaving nothing to 
connect but the battery leads. 
No binding posts required. 



























Howard B. Jones 
618 S. Canal St., Chicago 









































The Fleer of 


Neutrodyne Receivers 


PAYS THE 
SELLER 


PLEASES THE 
BUYER 


Designed to dominate the field 
in quality. Backed by a Sales 
and Service Campaign that pro- 
tects you against any depreci- 
ation in your investment. 







‘Eagle Life’’ sent on request. A 
helpful, interesting and amusing 
: monthly. Get on the mailing 
list. 





Eagle Radio Company 


17 Boyden Place - Newark, N. J. 


























ciple as the storage battery rectifier 
so familiar to owners of radio receiv- 
ing sets is built into the instrument. 

Announcement of the “Electrola” 
came shortly after the Victor com- 
pany had announced its new “Ortho- 
phonic Victrola,’ a non-electrical in- 
strument which attained “the 
ultimate in sound reproduction”, ac- 
cording to the statement of E. R. 
Fenimore Johnson, vice-president of 
the company. For the benefit of those 


has 


music lovers who may desire both 
types of instruments, the Victor com- 
pany proposes to put on the market a 
model which will be a combination of 


the “Orthophonic” instrument and the 








“Electrola.”’ In this instrument there 
will also be a radio receiving set of 
the latest type developed by the Radio 


| Corporation of America, thus provid- 


ing in a single cabinet the three latest 
devices for the reproduction of music 
in the home. 

The volume of the “Electrola” in- 
strument may be graduated from a 
very soft tone to a loudness which ap- 
proaches that of a full orchestra. Its 
remarkable power, combined with 
sweetness of tone and faithfulness of 
reproduction, has been freely com- 
mented upon by acoustical engineers 
and musicians who have heard it. It 
has succeeded in preserving true tone 
color, something that has not been 
possible in old type talking machines. 
Instruments like the drum, the flute, 
the piano and the harp are perfectly 
distinguishable, even when playing in 
the ensemble. 

In commenting upon the possibil- 


| ities for further development of the 


‘and _ photo-electric cell. 
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Te oa 5 as ip 4 

Left to right, Tom Beerman, G. V. Van 
Cleef and Guilford Hondorf of th 
Robertson-Cataract Electric Company. 
Rochester, N. Y. 





electrical amplifying talking machine, 
officials of the Victor company state 
that they have experimented with a 
fine groove record, designed to play 
for nearly an hour. They have also 
reproduced music experimentally by 
the use of a film upon which the 
sound waves have been photographed. 
These sound waves are taken from the 
film and converted into electrical im- 
pulses by means of transmitted light 
The alter- 
nating currents thus generated are 
then amplified through the audio am- 
plifier. 
* * # 
Two New Branches for 
Stern & Co. 

Stern and Co., Inc., exclusive radio 
jobbers of Hartford, Conn., 
opened twol new branches, one at 
120 High St., Boston, with Ray E. 
Pulis as manager and one in the Flat 
iron Bldg., Albany, N. Y., with L. S. 


Thalheimer as manager. 


have 














On the way to Galveston—Leo Kitziger of the Interstate Electric Co., New ©r 


leans, on the left; Mrs. Kitz and Gretchen Kitz, in order. 


Then come the Wilberts 


of Plaquemine, La. After getting there, Kitz stood and viewed the “Galves” Hotel 


as seen in the larger picture. 
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1c ic Reproducer 


: : | Price $1250 


: Majestic 
' A6B 
Current Supply 
Retail Price 
Without Tubes 
SA, 750 





Manufactured by 


GRIGSBY ~ GROUNOW ~ HINDS ~ CO 


4540 Armitage Avenue, CHICAGO 
ts In Canada: Benjamin Electric Mfg. Co. of Canada, Ltd. | TORONTO 
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EASY WAY TO 
INCREASE YOUR 
SALES 


—and income—is to induce your 
dealers to stock Apex Vernier Dials. 
The super quality of 


APEX 
VERNIER DIALS 


and the supreme satisfaction experienced 
by every purchaser will establish an ex- 
ceedingly pleasant and decidedly profit- 
able trade relationship. 
Royal Brass Finish— ; 
4 in.—$2.00 list; 314 in.—$1.65 list 
Satin Silver Finish— : 
4 in.—$2.50 list; 314 in.—$1.90 list 
DeLuxe Gold (24K)— _ 
4 in.—$3.50 list; 314%4 in.—$2.50 list 
Produced with watch-like precision. 
Handsome finish. Clockwise and counter 
clockwise. 


Quality Radio Apparatus 


APEX ELECTRIC MFG. CO. 
1418 W. 59th Street. CHICAGO 





4 Collapsible 


Loop Aerials 


Nationally advertised in lead- 


Smiley Resigns from 
Commercial 

Glenn W. Smiley, sales manager 
for the last five years for Commercial 
Electric Supply Co., Detroit, Mich., 
left this company during September. 
He has made no definite connection, 
although he is considering several 
offers. 





* * * 


Radio Booming the Northwest 

Enthusiasts in the Northwest assert 
that it will be easier to sell radio 
there this fall and winter than any 
other place in the country, because 
they are having a tremendous pros- 
perity after the five years of turmoil 
and business depression. They have 
never bought radio very largely be- 
fore but there is now a far greater 
pre-season activity among dealers and 
jobbers than ever before. It is said 
that there will be as much radio sold 
this season in the Northwest as in all 
the previous five years put together. 

At the coming Radio Show in the 
St. Paul Auditorium, October 5 to 10, 
it is expected that 1,500 dealers will 
attend. Fifty jobbing houses, over 50 
manufacturers and about 25 dealers 
had already taken space at the show 
by the first week in September. 

* * # 


Tay Starts on Sonora 


The Tay Sales Co., exclusive radio 
jobber of Chicago, recently held a 
| convention of Sonora dealers, prelimi- 
_ nary to a campaign on the new Sono- 
| ra receiving sets. S. O .Martin, pres- 
ident, and Frank Goodman, general 
| sales manager of the Sonora Co. 
| were there and spoke to the dealers, 
| as were also C. S. Tay, head of the 
| distributing company, and Ray Reilly, 


| district sales manager. 


Frank R. Doherty has _ recently 


been added to the sales force. 


* * * 


| Radio Specialty Co. Entertains 


Wisconsin Dealers 
The Radio Specialty Co., of Mil- 


waukee, progressive wholesaler of ra- 


| dio only, entertained Atwater Kent 


radio and equipment dealers of Wis- 
consin on August 28. There was a 


| business meeting and dinner at the 


Blumberg’s “Electrical Dozen” are no 
small element in the success of the Morris 
Blumberg Electric Co., Detroit. Four at 
the top, left to right—V. W. Cross, Ed. 
Buel, Arthur Barit, Roy Silverman. Six 
in the center—E. M. Fike, Sam A. Cohen, 
Chas. G. Lifka, Alex Craig, Wm. M. Cole- 
man, Nathan Rosenberg. Two at the bot- 
tom—Ernest Lipscomb, George Kluwe. 





the country and the demand for 
machines was becoming great. The 
first of the year the company took 
over the Atwater Kent line, and has 
been establishing sales records ever 
since. 

Mr. Miller is now president and 
treasurer of the firm, with W. H. 
Roth, who entered the company orig- 
inally in a sales capacity, as vice 
president, and A. Van Antwerpen, 
who joined the firm in an office ca- 
pacity, as secretary. 

* *& * 


Bear Manages Radio Exposition 
Wm. P. Bear, better known as 
“Billy” to his host of friends, was 








ing radio and general maga- 
| Milwaukee Athletic Club. Plans for 


| cashing in on the $3,000,000 Atwater 
| Kent national advertising campaign 
| were discussed. 

The Radio Specialty Co. was or- 
| ganized in April, 19, by Ralph 
| Miller and the late L. R. Day, at 


| the time when radio was sweeping 


zines and sold only through 
the legitimate jobbing trade. 
Write for catalog. 

“Bill” Viall, one of the boys from th 
F. D. Lawrence Electric Co., Cincinnat', 
O, holding a sample board of AA-Re’ 
wire. Bill has been “hitting it up” on th 
line ever since his company has been aj- 
pointed distributors in their territory. 


Lincoln Radio Corporation 
224 No. Wells St. Chicago 
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Radio Power Units 
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the ideal power supply for any radio set 





Balkite Battery Charger 


This popular battery charger is en- 
tirely noiseless and can be used 
while the radio set is in operation. 
If your battery should be low you 
merely turn on the charger and 
operate the set. Charging rate 2.5 
amperes. Operates from 110-120 
AC 60 cycle current. Special model 
for 50 cycles. Also for 25-40 cycles 
with 1.5 ampere charging rate. 


Price $19.50 


West of Rockies, $20 
In Canada, $27.50 





Balkite Trickle Charger 


Charges both 4 and 6 volt radio 
“A” batteries at about .5 amperes. 
Usable in 3 ways: (1) As a regular 
charger with a low capacity storage 
battery for sets now using dry cells. 
(2) With storage battery sets of 
few tubes. Furnishes more current 
than used by 6 dry cell or 2 storage 
battery tubes, so that if used dur- 
ing operation it need be used at no 
other time. (3) As a “trickle” or 
continuous charger for sets of as 
many as 8 storage battery or 

cell tubes. Size 5% in. long, 2% in. 
wide, 5in. high. Operates from 110- 
120 AC 60 cycle current. Special 
model for 50 cycles. 

Low capacity batteries especially 
adapted for use with this aan 
with sets now using dry cells are be- 
ing offered by practically all leading 
battery manufacturers this fall. 


Price $10 
West of Rockies, $10.50 
In Canada, $15 


BALKITE BATTERY CHARGER - 


Balkite Radio Power Units are the ideal power 
supply for any radio set. They simplify and im- 
prove radio reception. They reduce the amount of 
attention required by the set. With their use the 
radio current supply is always exactly what is 


required for each circuit. 

For the “A” circuit there are the Balkite Chargers. 
The advantages of the popular Balkite Battery Charger 
are obvious. Entirely noiseless — it can be used while 
the set is in operation. 

For sets of smaller “A” current requirements— any 
dry cell set or sets of few storage battery tubes—there is 
the Balkite Trickle Charger. With a low capacity storage 
battery it enables owners of sets now using dry cells to 
make a most economical installation. 

For the“B” circuit there is Balkite “B”—the outstand- 
ing development in radio. It eliminates “B” batteries en- 
tirely and supplies plate current from the light socket. 
It is especially designed to serve sets of 6 tubes or less. 
For sets of 6 tubes or more there is Balkite “B” II, the 
same popular model offered last year. 


Noiseless—No bulbs—Permanent 


All Balkite Radio Power Units are based on the same 
principle. All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out oforder. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to wear out or replace. They require no 
other attention than the infrequent addition of water. 
They do not interfere with your set or your neighbor’s. 
Their current consumption is remarkably low. They re- 
quire no changes or additions to your set. 

An “A” battery, a Balkite Charger and a Balkite “B” 
constitute a complete, trouble-free radio power equip- 
ment, one that is economical, unfailing in operation, 
and eliminates the possibility of run-down batteries. 


Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


FANSTEEL 


Balkite 


adio Power Units 





BALKITE TRICKLE CHARGER - 


BALKITE “B” 





U. S. Patent 
27, 1924 





Balkite ‘*B’’ 
Eliminates “B” batteries. Supplies 
,Plate current from the light socket. 
Operates with either storage bat- 
tery or dry cell tubes. Keeps ““B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 
plate current supply is never low. 
Requires no changes or additions 
to your set. No bulbs—nothing to 
wear out or replace. Requires no 
attention other than adding water 
twice a year. 

A new model, designed to serve 
sets requiring not more than 20 
milliamperes at 90 volts — practi- 
cally all sets of 5 tubes or less and 
most 6 tube sets. Size 84 in. long, 
8 in. high, 3% in. wide. Occupies 
about same space as 45 volt dry ““B’”’ 
battery. Operates from 110-120 
AC 60 cycle current. Special model 
for 50 cycles. : 

Price $35 
In Canada, $49.50 











— 
Balkite ““B”’ II 
The most outstanding develop- 
ment in radio last season. Same as 
the new Balkite “B” but will fit any 
set including those of 8 tubes or 
more. Current capacity 40 milli- 
amperes at 90 volts. Size 9 in. high, 
6% in. wide, 7 in. deep. Operates 
from 110-120 AC 60 cycle current. 
Special model for 50 cycles. 
ice $55 
In Canada, $75 
The Unipow 


= 
er, manufactured 
by the Gould ome Battery 


a equipped with a spe- 
cial Balkite Radio Power Unit. 
BALKITE “B” 


S. 
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KESTER 


Rosin Core 


RadioS OLDER 


Sure A 
@ 


is Safe and Simple 


Lo Sell 


USE IT'S 


ne toUse 


HAT’S the beauty about Kester 

Radio Solder—it’s easy to sell 
because it is ready for use. It 

**Reauires Only Heat.’ 

Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


APPROVED BY 
RADIO ENGINEERS 


YER COMPANY 


4 
| 4242 Wrightwood Ave., Chicago, U. S.A. 


( 











exposition manager of the Pacific 
Radio Exposition, which was held in 
the Civic Auditorium of San Fran- 
cisco, August 22 to 28. Mr. Bear was 
loaned to the exposition by the Pa- 
cific Gas & Electric Co., San Fran- 
cisco, with whom affiliated. 
“Billy” is still being missed around 
the Electric Club of Chicago. 


* * * 
Benson-Wilcox Push Radio 
in Canada 
The Benson-Wilcox Electric 
London, Ont., 
distributor 


he is 


has been apointed sole 
De Forest Radio 
Corp., Limited, for a large portion 
of Ontario. It has just started an 
active campaign to sign up 200 deal- 
ers on De Forest and Crossley radio 


for 


sets with the object in view of doing 
business in these lines this 
season of a quarter of a million dol- 


‘lars. 


a gross 


* * 


More Radio Orders 


(Continued from page 12) 


* 


of getting at least this distribution in- 
dicated in he 
induced to consent to aid 
in suggesting other dealers in the town. 
If another dealer must be estab- 
lished, the next problem for Jones to 
itackle is, “What kind of dealer, if not 
lan electrical dealer, will be most 
suitable?” Musical dealers have not 
proved themselves very 
las yet, 


average percentages 


should be 











satisfactory 
although great hope for the 
future. is held out for them. Other 
dealers such as hardware, drug, gen- 
eral store (department stores in larger 
communities) all have their place 
the community where an enterprising 
and aggressive man is at the helm. 
Exclusive radio stores, or radio stores 
in conjunction with sporting goods 


in 


well in most 


Co., | 


| lapsible, 
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_ It’s Much Easier 


to Interest Your 
Trade in the 


(ee Cc BASKET WEAVE 
ZOLDING LOop 


Save your time and make more sales 
by offering the Bodine Folding Loop to 
your trade. Its graceful beauty, special 
features and easily explained scientific 
efficiency quickly convinces the dealer. 
He instantly recognizes that these same 
features will speed up his own sales and 
place his loop business on a more prof- 
itable basis. Dealers selling the Bodine 
are certain to get a larger share of the 
rapidly growing demand for loop aerials. 





The artistic design, attractive mahog- 
any finish and lustrous silk-covered wire 
make it a truly decorative bit of furni- 
ture. Calibrated satin-silver dial permits 
easy logging of stations. This easy con- 
trol of its directional effect affords the 
highest degree of. selectivity, allowing 
local stations to be effectively tuned out. 


The basket weave principle insures pick- 
ing up sufficient power on distant stations 
to give clarity and volume. Fully col- 
and when not in use requires 
very small storage «space. 


and 





stores work out very 
cases. A good live garage man in 
town often makes an excellent radio 
dealer, and he has plenty of leisure 
time for himself and for his men dur- 
the fall and winter months, dur- 
ing the height of the radio season. 
The quality of distribution, the quality 
of service, quantity of sales, and abil- 
ity to finance the proper quantities 
of sets all must go into the considera- 
tion of just which will make the best 
distributor. No time must be lost how- 
jever ; it is better to have tried and 
ito have secured the wrong dealer, than 
not to have tried at all. October is 
ithe radio season and it must be 
‘brought home. 


ing 








' Jones probably considers evening 


Special manufacturing facilities 
large production allow reasonable 
ing price with good profit. 


sell- 


The Bodine Loop 
Aerial is made in sev- 
eral models adaptable 
to all sets. Write for 
further details and 
our attractive jobber 

proposition. 





Bodine Electric Co. 


2244 W. OHIO ST. CHICAGO, ILL. 
Quality Electrical Products Since 1900 
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A BIGGER BETTER CLEANER 


FEATURES 


of this 


Bigger Better 
Cleaner 


Oversize 1/5 H. P. 
Universal motor with 
plenty of reserve pow- 
er for the hardest 
work, 


Non-cramping Pistol Grip 
handle with convenient push 
button switch. 


Full 14-inch Streamlined 
Aluminum nozzle. 


Long nozzle points get into 
corners and _ out-of-the-way 
places. 

Special rear roller adjustment 
to raise or lower nozzle for 
different rug nap thicknesses. 
Finest aluminum castings. 


Double detachable, self-clean- 
ing brush. 


Tested and approved by fa- 
mous Institutes. 


Guaranteed for 2 Years 





JEWEI, 


ELECTRIC VACUUM CLEANER 


$2Q75 
Was $55.00—Retails Now for Only 


Extra cleaning power, standard high grade features, hand- 
some appearance and a backing of 15 years manufacturing 
experience, make the JEWEL, at $39.75, by far, the big- 
gest value of the market—today! It is only because the 
JEWEL is a machine that may be sold over the counter 
without house-to-house canvassers that it is possible to retail 
it at the remarkably low price of $39.75; and attachments 
at $5.00. 


The JEWEL is designed for the Jobbing Trade. 
It is not handled under its own name or under 
any other name by direct-to-the-consumer mail 
order houses. It is advertised to the electrical, 
hardware, department store and other retailers 
who are requested to buy their JEWELS from 
their jobber. 


List the JEWEL in your next catalogue. Our 
complete catalogue service is at your disposal. 
Cuts and copy for any amount of 
space prepared promptly. 


The JEWEL is guaranteed against 
mechanical and electrical defects for 
a period of two years from date 
you sell it. 
















Send for a sample cleaner. Test 
it and make comparisons. Write, 
wire or phone 


CLEMENTS MFG. CO. 
625 Fulton Street 
Chicago 


Long Distance Telephone 
Monroe 6606 
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New Motor Starting Switch 
Short Circuits Fuses in Starting 


These three outstanding features sell this 
switch: 


1. The box is one half the size 
of any switch with which it 
competes. 


2. The price is only about one- 
half that of others. 


3. It is a FULL SAFETY 
S WIT C H—in interlocking 
bex, Quick Make and Quick 
Break; shield protects oper- 
ator against shock. It has 
withstood the “Type A’”’ 
electrical and mechanical 
tests far in excess of those 
required by the underwriters. 





Small in size—Low in Price—very rugged— 7 
what more can a Jobber’s Salesman want! To Operate: 


(a) Throw handle forward, as far as it will 
go, to “start” position. Fuses are short 











Cat circuited. 

No. Amp. Pole Volt List (b) Hold handle in position against spring 

a ee ee Oe ee es ee pressure until motor reaches normal 

94221 30 2 250 $7.50 speed. 

94321 30 3 250 9.00 , 

" Sn SE (c) Ease handle back to second or “run- 
Box: ning” position which puts the fuses in 

: circuit. 


2 and 3 P. 8”x6%"x44” 
Discounts—Schedule C 


THE“TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 
New York 


y= a 
114 Liberty Street 2001 W. Pershing Road 
Boston Philadelphia 


(d) To stop motor—Pull handle clear back 
to “off” position. 





San Francisco 
595 Mission Street 


Jacksonville, Fla. 

















|FLEXCO-LOK| 











There are 11 territorial salesmen of 
the Flexible Steel Lacing Co. They 
represent only two lines,—Lamp Guards 
and Belt Lacing. Every business day of 
the year, they are working in their re- 
spective territories showing mill, factory, 
mine and garage men that Flexco-Lok 
and Flexco guards are the most efficient 
and desirable. 





The business developed in this man- 
ner brings thousands of new users to our 
guards every year and this business is 
handled through our jobbers carrying 
convenient stocks. Sample guard and 
data on request. 


FLEXIBLE STEEL LACING CO. 


4698 LEXINGTON ST., CHICAGO, ILLINOIS 


IFLEXCO| 














' demonstration. He hardly is justified 
| in going out to see townspeople, for 
in almost all cases, and almost every 
time, the dealer who is convinced of 
the value of the line, who is convinced 
of its performance, and who knows 
that every one who operates the sets 
will get the performance, will take 
hold of the line and make a success of 
it. 

The dealer himself should be dem- 
onstrated to, he should be shown how 
to handle the set. Few salesmen actu- 
ally show radio dealers the sets, and 
fewer still put on a full-fledged de- 
monstration to show actual perform- 
ance. The cool late fall and winter 
nights are upon us. Radio sets now 
work in their prime. Every chance 
there is to turn on a radio set should 
be grasped and the dealer himself 
“sold” on the features of the set be- 
ing sold. 

Jones without doubt finds in this 
regard that his evening work is even 
more profitable than his day work. 
Radio sets can seldom be sold with- 
out demonstration, and conversely, 
radio sets can be sold on demonstra- 
tion. This applies just as much to 
the efforts of the jobber’s salesman 
as to the efforts of the dealer to sell 
his customers. Furthermore radio sets 
can be sold in quantity with a demon- 
stration or demonstrations as a back- 
ground, and, after all, it is the quan- 
tity business that piles up fastest. 


If possible, the demonstration 
should always be made in the residen- 


‘tial section of town. Many dealers 


have stores in the center of town 
where motor noises, power leak noises, 
X-ray machines, violet-ray ma 
chines and other extraneous noises 
mar the perfect performance of any 
set. If the dealer is fully aware of 
the difference, however, it is perfectly 
safe to make a demonstration under 
these circumstances—at any-rate a de- 
monstration is a good thing. 

One thing should be remembered. 
No dealer actively pushes sets that 
are not in stock, and are not in hand 
by himself. The sets must be ordered. 
Jones knows this mighty well by now, 
and does not give up until he gets the 
order for immediate, and for future 
delivery. Consequently his business 
will increase by leaps and bounds, 
the orders come in from him in in- 
creasing quantities. Jones then finds 
that he has secured his share of the 
sales due to him in “The Greatest 





Radio Year.” 
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Who uses the 
EMF ELECTRICAL YEAR BOOK 











The EMF 
Electrical Year 
Book Contains 


Over 3,100 practical defi- 
nitions of electrical prod- 
ucts. 


Over 51,000 listings of 
manufacturers under the 
products they make. 


Over 7,700 company 
entries. 


Over 6,800 electrical 
trade names. 


A Geographic Section 
for locating nearest source 
of supply of any electrical 
product. , 


All alphabetically ar- 
ranged—as easy to use as 
a telephone directory. 


Condensed catalog ex- 
hibits of prominent manu- 
facturers. 











~~ 




















GD andhow they use it 


























Mc Kew Parr, President, 
Parr Electric Co., New York. 


“It would be difficult for us to 
give our customers the service 
that we now do, without recourse 
to the EMF ELECTRICAL 
YEAR BOOK. Our value of it 
is best indicated by the fact that 
we ourselves use it as an advertis- 
ing medium.”—McKew Parr. 


What is more important to a 
jobber than a complete list of 
every electrical product made and 
an unbiased list of the manufac- 
turers of each; or than a complete 


directory of trade names used in 
the industry; or a condensed 
catalog exhibit of the products of 
several hundred prominent elec- 
trical manufacturers ? 


It is because the EMF contains 
this information—all in one con- 
tinuous section alphabetically ar- 
ranged—that it has become indis- 
pensable to over 600 jobbers. 


Whenever you think of electri- 
cal products, think of the EMF. 
It will save you time and money. 


If you have a copy of the EMF use it; 
if not, get in touch with us. 


f 


ELECTRICAL [RADE PuB.isuHinc Co. 


Also Publishers of The Jobbers Salesman 
53 WEST JACKSON BLVD. CHICAGO 


Whatever you want ro know-if its electrical-look in the EMF 
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MANUFACTURERS 








Associated Manufacturers to 
Meet in New York 

The semi-annual meetings of the 
Associated Manufacturers of Electri- 
cal Supplies and the Sections will be 
held in New York during the week 
of November 9. Meetings of the Sec- 
tions will be divided between the As- 
office, 30 East 42nd St., 
and the Hotel Roosevelt. A banquet 
will be held at the Hotel Roosevelt on 
Wednesday evening, November 11. 

* * * 

Robinson & Bell Re-organized 

The firm of Robinson & Bell has 
been reorganized and September 1 be- 


sociation 


gan operating under the name of Bell 
& Co. at 362 University Ave., St. 
Paul, Minn. 

The location and policy of the firm 
remains unchanged. They have been 
appointed branch office for the Beaver 
Machine and Tool Co., Inc., of New- 
ark, N. J., and are representing that 
firm as well as the following: James 
H. Betts, Inc., New York; Franklin 
Pottery, Lansdale, Pa.; Armstrong & 
White, Pittsburgh; Liberty Bell Mfg. 
Co., Chicago; Danbury Elec. Mfg. 
Co., Danbury, Conn.; Rutenber Elec- 
tric Co., Inc., Marion, Ind.; Hykon 
Mfg. Co., Alliance, O.; Electrical 
Equipment & Mfg. Co., Toledo, O.; 
Wadsworth Electric Mfg. Co., Cov- 
ington, Ky., and the Premo Electric 
Corp., New York. 

They carry a St. Paul stock of Dan- 
bury push buttons, full line of Beaver 
products, and Betts “Thermo-Wynks”’ 
and motor-driven flashers, and a stock 


of Liberty bells. 
* * * 


Dolan Optimistic 

Frank Dolan of the Indiana Rubber 
and Insulated Wire Co., says that 
business indications look good for a 
rousing fall and that he is working 
hard all the time. It is a pleasure 
to learn that, as it has always ap- 
peared that most of the work in the 
Chicago office was done by Miss Marie 
Quinn, who always has a most pleas- 
ant smile for any of the boys who 
drop in. 








News of Trumbull-Vanderpoel 

For several years it has been the 
custom with the Trumbull-Vander- 
poel Co., of Bantam, Conn. to invite 
its representatives and salesmen to a 
sales conference at Bantam. These 
men come from all over the country 
and devote the week to work and rec- 
reation. This year about 20 men 
were there. They all stayed at the 
Blue Spruce. 

The present officers 
are as follows: R. K. 
dent; J. H. Lancaster, 
treasurer; H. J. Cook 
and factory manager. 


and directors 
Mason, presi- 
secretary and 
vice-president 


Mr. Mason has entire charge of 
sales, Mr. Cook runs the factory and 
all engineering and design and Mr. 
Lancaster is concerned principally 
with financial management and legal 
matters. 

This company was_ incorporated 
November 25, 1912, by George R. 
Trumbull, John H. Trumbull, now 
governor of Connecticut, Henry 
Trumbull and Floyd L. Vanderpoel. 





They are no longer connected with the 
company. 

In 1920 the company employed 
about 75 hands and its annual sales 
were less than a quarter of a million 
dollars. It now employs 200 people 
and its annual sales for the last year 
were three-quarters of a million dol- 
lars. This year it expects to pass the 
million mark, 

The factory is located in Bantam, 
where a modern plant with up-to- 
date equipment and 40,000 sq. ft. of 
floor space makes all of the material 
marketed by the company. 


* * * 


Gates & Hawks Incoporate as 
Manufacturers’ Agents 
Victor F. Gates and Julian Hawks, 
Jr., have incorporated under the 
names of Gates & Hawks, inc., as 


manufacturers’ agents to represent 
the Garland Manufacturing Co., 
Pittsburgh. Their offices and ware- 


house are located at 15 Vesey St.. 
New York. 











The gentleman with the smile on his face is 


ican” transformers made by the All-American 
admit that everything is “All-American” when 


Gus Cohn, manufacturers’ agent of 
St. Louis who has just been talking with three “All-Americans” about “All-Amer- 


Radio Corp., Chicago. We must 
Gus is broadcasting. He is a'so 


Southwestern representative for the Reflector & Illuminating Co., Chicago, and |!\¢ 
Wheeler Reflector Co., Boston and the busiest busybody you ever met. If his hus«y 
salesman Jack Fink, on the right keeps pace with Gus he will hustle off some of t! at 


huskiness. 
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W.N. MATTHEWS CORPORATION 


3700 FOREST PARK BLVD. 
ST. LOUIS, U. S. A. 


Better Design — Better Service — Better Results 
SINCE 1899 















Fuswitches Scrulix Anchors 































































































l 
3} 
l 
r Type D, No. 1 
Matthews Deadened Eyes. 
4 | Saves Eye Bolts. 
" Type O. K. Matthews Fuswitch 
Rating 
7 7500 Volts 100 Amperes 
f or less or less 
| 
| 
S$ N° 1200 N°1000 N° 800 N°B5BR N°758R N°GSER N°GIZR | 
Matthews Scrulix Eyenut 
oge e Saves Eye Bolts 
s, Specifications of Anchors and Tools 
1€ j Size of Weight 
| | Trade Diameter Galvanized Ibs. Length 
AS | Nos. of Anchor Rods per 100 Overall 
nt | 612-R 6 in. % in. round 750 6 ft. 
| 658-R 6 in. 5g in. round 1050 6 ft. 
dey 758-R 7 in. % in. round 1200 6 ft. 
- | 858-R 8 in. 5 in. round 1500 6 ft. 
> | 667 Wrench 5 2900 5 ft. 4 in. 
t. Type 'S — Fuswitch | 365 Ratchet Handle 1500 37 in. 
se wl | 300 Auger (3 in.) 1650 65 ft. 11in. 
7500 Volts 200 Amperes | $75 Auger (3% in.) 1750 5 ft. 11 in. 
or less or less | 800 8 in. 1% in. square 3700 ~—s«6G ft. 
- 1000 10 in. 1% in. square 5700 6 ft. 
1200 12 in. 1% in. square 7900 6 ft. 
' Matthews Holfast Lamp Guard 
No. 567 must be used with 612-R, 658-R, 758-R and 858-R. No. 
865 is used with No. 567 where a ratchet handle is needed. No. 
300 Auger is used in hard ground before installing 612-R, 658-R 
and 758-R. No. 375 is used in hard ground before installing 
858-R, 800, 1000 and 1200. Longer rods and wrench tubes can —— 
be furnished on special order at additional charge. pay iy 
Send for Bulletin No. 800. i Uger ee \ 
Type H. Q. Ree IG 
Matthews ML jm, 
Disconnecting \\WEe. f 
Switch a 
Rating 1} 1 
7500 Volts | 
or less 
‘50 Amperes | 
or less | 









Matthews Adjustable Reel. For both Pay-Out and Take-Up. 
Send for Bulletin 600. 














































a Cross Qrm | 
te | Strap Nor | 
j Furnished | 
Unless Specified. 
i Prue 50! Extra Matthews Handy Holdfast 
Bs ve Portable. 
— 15,000 
Volts, 
100 
if Am- | 
ere ro Fi scorigg Matthews Slack Puller. Takes place of Block and Tackle for | 
ust a Pulling Guys, etc. Send for Bulletin 700. 
Open Type 
L1S0 Matthews 
the Fuswitch NOTE: Only a few of the many items manufactured by the 
sky 17,000 Volt) W. N. Matthews Corporation are shown on this page. Send Cable Cl 
rat nsulators, standard. Can supply for Catalogue of complete line. Distributors with complete eeigiaca-ae 
25,000 Volt Insulators. stocks in all principal cities. Dead Ending and Corners 
Send for Bulletin No. 500 J ] 3/0 to 1,000,000 C. M. Cable 
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aN rt) 


" ORICATED 





(Enamelled) 





(Electro-Galvanized) 


CONDUIT 


‘Time has proved their 


worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 











r \O- 
SUNG SsrowN.ot 


Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 


Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber's proposition. 


The Steelduct Company 


UNOERWRITERS es = 

LABORATORIES 

INSPECTED 2 
V wd oe 


YOUNGSTOWN OHIO 








lock against loosening by 


of screwing up the conduit. 





|pendent laboratories. 


| The New “Kondu-Box” 

| Fittings 

| The Malleable Iron Co., of 
|Erie, Pa., announces a new type of 
threadless conduit fitting, trade-named 
'“‘Kondu-Box,” for which great econ- 
omy of installation is claimed. A 


Erie 


complete line of these fittings, both 
round and oblong, is in production. 
The distinctive merit of the ‘“Kondu- 
Box” fitting, according to the manu- 
facturers, is the fact that it grips the 
conduit securely by means of a tap- 
ered bushing, thus eliminating the cost 
\of thread cutting and the labor of 
|screwing the conduit into place. 
| + having 
|tapered threads for a lock nut and a 


case-hardened bushing, 
‘tapered base, is the special feature of 
This bushing 


takes a parallel grip on the conduit, 


“Kondu-Box” design. 


due to its tapered thread being bal- 
anced by a slight taper on the interior 
of the body in which it seats; the grip 


is reinforced, and a perfect running 


ground secured at the same time, by 
means of sharp ridges or rings on the 
These ridges 
are forced through the enamel and cut 


interior of the bushing. 


iinto the conduit when the locknut is 


tightened. 
so arranged as to have a band brake 
action which serves as an effectual 


vibration 


jand requires a minimum amount of 
\effort to grip the conduit properly. 


Simplicity and economy of conduit 
construction are claimed for “Kondu- 
Boxes” because the fittings slip into 
position on the line without necessity 
Thus, 


any sort of bend may be made in the 
conduit and any desired type of fitting 


|inserted at any point without recourse 


The ex- 
““Kondu-Box’”’ 


joints are made makes it practicable 


to unions or running thread. 


actness with which 


jto cut conduit to drawing dimensions 
|when these fittings are used. 


The fact that the fitting is of certi- 
fied malleable iron gives it strength 
and immunity 


from breakage, as 


proven by most grueling tests in inde- 


tice, said to be virtually unbreakable. 

The manufacturer points to many 
other advantages and refinements in 
this fitting. 
ous but very practical method of as- 
sembly makes it impossible to remove 


For example, an ingeni- 


ithe screws from the metal ‘‘Kondu- 


It is, in prac- | 


Box”’ covers, while the porcelain cov- | 
ers have fibre washers forced into the | 


screw holes 
(Turn to Page 116) 


countersunk 


which not | 


A slot in the bushing is | 
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BlueBell 


Bell Ringing 
Transformer 






Salesmen— i 
Here are 5 points to remember when selling 
the BlueBell : 

1. Guaranteed by the manufacturer. 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 















Reaches the job 
ready .to install 


On Every Order 


PEN his order—with Pitts- 

burgh Standard—the patented 
Thread Protected Enameled Con- 
duit. 


It is your best starter for every 
order because it is a self-starter 
for the contractor—“Reaches the 
job ready to install!” 


Costs no more than ordinary 
enameled conduit. Threads sharp, 
clean, true—coated with just suf- 
ficient enamel to protect from 
rust. P. S. is a real order starter. 


Enameled Metals Co. 


PITTSBURGH, PA. 
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\ KITES IEIEDGE 


The Smallest Pull Switch Made 
For Canopies 


A New ARROW Product 





WATATATNATOIEN a| 





Actual Size 
about 
1inch both ways 










































SHALLOW 
< AND 
iS NARROW 
i> 
i> 
i> 
A 
% sientesieiesl — ° 
>) Cat. No. List Price Std. Pkg. Schedule H Rating 3A.—125 V. 1A.—250 V. Pkg. Wet. Carton 
5 340 $0.75 100 Canopy Pull Switch with 8 inch chain 19 25 
4 341 .75 100 Canopy Pull Switch with short chain and 6 feet of cord 19 25 
mS 
























BVDV BBV BV BVDV OVW BV BV BVDV BAVA AVB\ / BV BV BVA BBV BV BV BV BV BV BV BV BV BV BV BV BV BV BV BV BV 8 AV VB BV BV 84 


5 Brush Brass is the standard finish on exposed parts. Silvered finish will be furnished at the same price. 
A THE ARROW ELECTRIC COMPANY 

= HARTFORD, CONNECTICUT 

: 

; ON 

Z The complete line of Wiring Devices 
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THE FINAL STEP— 
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De - 
Gillway Units—19 925 













caine Glass—1923 





No Package Charge—1922 






Carton Packing—1921 


GILL GLASS CO., Inc. 


Amber and Venango Streets 


PHILADELPHIA, PA. 
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Announcing Gillway Units 
to the Lighting Industry 
Buy Your Units—Gillway 


OR fifty years, we have been manufacturers of illuminating glassware. In that half 
century of commercial endeavor, we have tried to make our organization highly 
sensitive, and promptly responsive to the needs of the Lighting Industry. We were 

the FIRST TO PACK ILLUMINATING GLASSWARE IN CORRUGATED CAR- 
TONS—in consequence, the breakage problem was solved. We were the FIRST 
MANUFACTURERS OF ILLUMINATING GLASSWARE TO ELIMINATE THE 
PACKAGE CHARGE—with the consequent removal of a fruitful source of serious an- 
noyance. Sensing the need of a more efficient auxiliary for the modern high pow- 
ered lamp, our investigating and experimenting Chemists finally developed HYPE- 
RION GLASS—the most efficient lighting glass now on the market. 


Today, a new demand has arisen and we meet it by offering to the 
lighting industry—Gillway Units. 

What are Gillway Units? 

A Gillway Unit is lighting equipment—glassware and fixture— 
assembled, wired, packed in an individual carton, ready to install. In 
other words, it is possible to purchase from us lighting glassware, only, 
as before—or commercial and residential lighting equipment, each unit 
in its own carton as one thing. 

What do Gillway Units mean for the lighting industry? 

They mean the concentration of the necessary sources of supply for 
lighting equipment from many into one. Lighting equipment may now 
be purchased in one place, as one thing, not built up from many things 
secured from many sources. 

They mean the elimination of costly shop labor and broken stocks. 

They mean economy of time and money. 

They mean a practical, efficient, economical service in lighting equip- 
ment to the lighting industry. 

They mean Gillway is the best way. 

Send for our artistic and attractive catalogue “‘A,”’ done in colors, illustrating a com- 
plete and varied line of residential and commercial GILLWAY UNITS, complete 


with glassware and fixture. 


“THE GILLWAY IS THE HIGHWAY TO SUCCESS” 


Gillway Units Dept. of the Gill Glass Co., Inc. 


Amber & Venango Streets, PHILADELPHIA, PA. 


OFFICES: 
17 N. Wabash Ave., 200 Fifth Avenue, 301 Tchoupitoulas St., 
Chicago, Ill. New York City. New Orleans, La. 
1940 Blake St., 122 W. Baltimore St., Textile Building, 
Denver, Colo. Baltimore, Md. 660 Mission St., 


San Francisco, Cal. 
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New Electrical Products, Illustrated 








The Greist Mfg. Co., New Haven, 
Conn., has just announced its new 
super adjustable lamp. It is finished 
in plain brass, bronze, and ivory as 
well as other finishes. It stands, 
hangs or clamps in any position. 








The Utica electric portable furn- 
ace is manufactured by the Utica 
Products, Ine., Utica, N. Y. It is 
designed to deliver a large volume 
of constantly circulating air. The 
outer casing is finished in sage brush 
green. ‘The inner casing is nickeled 
and highly polished. The cold air 
enters openings at the base, it is 
then heated, and a conical reflector 
throws the heat upwards and out at 
the top. 








Above is shown the new type of 
class A meter service switch of the 
Wadsworth Electric Mfg. Co., Cov- 
ington, Ky., which is used where sec- 
ondary lines are grounded and solid 
neutral is required. ‘The cabinet is of 
the so-called standardized dimensions. 





A new dishwashing device manu- 
factured by the Chicago Hardware 
Foundry Co.. Chicage is designed for 
lousehold operation in a kitchen sink 
and eliminates hand washing and 
drying. The unit is sold in the form 
of a combination sink and washer, or 
as a washer only. 











Gruber Bros. Co. manufacturer of 
lighting specialties, 392 Broadway, 
New York announces that it is now 
producing a “complete line” of copper 
lanterns. These lanterns are _ solid 
copper, the product of skilled work- 
manship. Gruber copper lanterns 
are weatherproof and will not rust. 
They are packed individually. 








The “Bull Dog Safety Fusenter” 
is made by the Mutual Electric & 
Machine Co., Detroit, Mich. It has an 
ornamental, luminized case designed 
to be installed flush with the wall 
surface in any room, hall or stairway 
of a building—wherever most acces- 
sible for the replacement of a fuse, 
Its safety comes from a design that 
leaves no exposed “live” parts, from 
its “luminized” finish that has a 70 
per cent reflective power making the 
“Fusenter” visible in even the dim- 
mest light and finally from its being 
placed in a location easily reached. 








The Eagle “Hi- 
Heat” iron is a prod- 
uct of the Eagle Elec- 
tric Mfg. Co., 480 Kent 
Ave., Brooklyn, N. Y. 
It is a six lb. iron fin- 
ished with a mirror-like 
polish. An extra cop- 
per plating prevents it 
from rusting. <A_ bev- 
elled point prevents 
creasing. A wide heel 
which remains cool 
surrounds the plug and 
protects it. 
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PEIRCE 
CROSS ARM 
Spreader Brackets 


HOT GALVANIZED 














- 























Where secondary wires are supported on cross arms, Peirce Spreader 
Brackets are the best means of taking off service connections. They are 
much cheaper than buck arms in first cost, installation and upkeep, 
are lighter, allow for simpler wiring and are not nearly so unsightly. 


The Presteel Type Brackets Nos. 217 and 317 are the strongest and 
most popular Peirce Spreader Brackets and should be specified where 








great strength is needed. 





Brackets Nos. 201 and 301 may be adjusted vertically on the arm when 
used with a Cross Arm Strap and if desired may be bolted to the arm 











through the side holes in the back. 





A rest is riveted to the back of Brackets Nos. 202 and 302 which is 
considered by some construction men as an aid in fastening the bracket 











to the cross arm, as well as keeping the bracket in vertical alignment 











on the cross arm. 











Cross Arm Straps for clamping Spreader Brackets on all sizes of arms 





can be furnished but are not included in the price of the bracket. 






Peirce Construction Specialties and Hubbard Pole Line Hardware are car- 
ried in stock and sold exclusively through the leading Electrical Jobbers. 


i Hubbard and COMPANY 


FITTS BURGH * OAKLAND, CAL.“ CHICAGO 
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“American Brano” 


* WEATHERPROOF Wire AND CABLES 
HAS NO EQUAL 
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Quality Cuts Competition 


Fortunately for the jobbers 
salesmen who can offer a pro- 
duct of quality and dependability. 

“AMERICAN BRAN D” 
Weather-proof and Bare Copper 
Wire and Cable and “A”-1 Brand 
Magnet Wire are of such quality 
as to render a virtually exclu- 
sive and non-competitive prod- 
uct. 

Approval of the largest users 
in the country help prove this 
statement. 

Send for a sample of each. 


It will pay you to see them. 

































ZNSE SUS 








SS Ons 


On the right is Dr. Lee De Forest, chief consulting engineer of the De Forest 


Radio Co. 


Dr. De Forest has just returned from Europe, where he made a close 


study of conditions surrounding radio broadcasting. He is shown here with Mons. 
M. Levy, noted French radio manufacturer, with his French product. A _ recent 
appointment in the De Forest Company was that of making C. A. Rice district sales 
manager of the western department, which is under the direction of Hiram L. 
Lamphear, assistant general sales manager. 





only retain the screws in place but 


| provide an adequate cushion under the 


screw heads to prevent the cracking 

of covers from excessive tightening. 
The line is complete for all require- 

ments. Not only is there a complete 


| assortment of round and square boxes 
' for various sizes of pipe, but also there 


are the necessary threadless couplings, 
adapter bushings for standard steel 
knock-out boxes, adapters for con- 
nections to flexible conductors, etc. 
These enable the installer to complete 
a threadless job with no other tools 


| than a wrench, a hack-saw and a 


reamer, 

Booklets and wall charts describing 
boxes and accessories are offered by 
the manufacturer, the Erie Malleable 


Iron Co., Erie, Pa. 
* * 


The Master Radio Salesman 
The above is the title of a very elab- 
orate book prepared and published 
by the A-C Electrical Manufactur- 
ing Co., and giving a complete mer- 
chandising plan for selling ‘A-C 
Dayton” radio receivers. The pub- 
ishing of such a book is comparatively 
new in the radio field, and has the 
idea back of it to put the merchandis- 
ing of radio sets on the same stable 
basis as the other older -retail busi- 
nesses. In fact, the plan is to put 
the sale of “A-C Dayton” on the 
same highly organized basis as the 
sale of automobiles. : 
This plan is out of the beaten 


path—meaning by that the spending 
of large sums in the national maga- 
zines irrespective of whether or not 
the millions who might read were A-( 
Dayton prospects, 

It represents a more concentrated 
effort—reaching first the man _ whio 
would buy radio and then directing 
him to an A-C Dayton dealer. Choos- 
ing the line, developing a prospect 
list, telephone canvassing, preliminary 
sales work, the sale and demonstra- 
tion, securing the customer’s co-opera- 
tion, newspaper advertising, training 
sales people and proven sales and ad- 
vertising ideas are subjects that are 
one by one taken up and explained 
clearly to the dealer. 

In a pocket of the book is contained 
a complete sample -set of literature, 
form letters, etc., together with order 
blanks for the dealer to use in getting 
his supply. 

* * * 

Ebert Arises Phoenix-Like 

Burton E. Ebert says it is good to 
be back on the firing line again. 
Many will remember him from days 
gone by—first in the rising days with 
the Bremmer-Tully Co., Chicago, and 
later in charge of the mid-west terri 
tory distribution for Magnavox. 

Now, as a member of the firm of 
the American Radio and Equipm: nt 
Co., he is distributing Magnavox «nd 
Music Master products in the stte 
of Wisconsin, being located at +19 
East Water St., Milwaukee. 
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PARANITE is in every industry. The field is PARANITE Rubber Covered Wires, Cables 
unlimited. From lighting fixtures to heavy and Cords are “more than code requires.” 
duty electrical machinery for inside, aerial, un- There’s absolute satisfaction in their use. 
derground or submarine work PARANITE is Develop the opportunities about you for bigger 
used by the progressive manufacturers. sales of PARANITE. 


INDIANA RUBBER & INSULATED WIRE Co. 


JONESBORO, IND. , 
Chicago Office, 810 Marquette Bidg. New York, The Thomas & Betts Co., 63 Vesey St. 
Kansas City, Mo., Walter |. Ferguson & Co., 208 Baltimore Bidg. 
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AISLELITES 
Easy To Sell ff 


THE 















OU salesmen will appreciate pushing 
Aislelites because they are so well 
known wherever diffused lights can be 


used in your territory. 

You will have no difficulty selling com- | 
plete installations of Aislelites to Motion 
Picture Theatres and Auditoriums. 

Every electrical contractor or architect | 
specializing in theatre lighting, will gladly | 


| North Chicago, 





| delivery 


Inland’s New Catalog 


A new 32-page, 4-color catalog is 


now on the press for the Inland Glass | 


Co., and is expected to be ready for 


about November 5. It will 
Inland line 


show the complete 


and | 


judging from advance proofs it will | 


be 
ware catalogs ever produced. 


one 


* * 


The New “Balkite’” Book 
The Fansteel Products Co., 
Ill., has 


* 


of 


Inc. 


| lished a book for distribution to the 


| 
| 


specify Aislelites after you have told him 
your story. 
Here is your opportunity in a_ really 


unlimited field. Push 
can profit. 
Full selling information 


Proposition on request. 


EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ill. 


Aislelites for you 


and jobbers’ 








Results 


“Central Black” 
—Enameled Rigid Steel Conduit 
“Central White” 
Galvanized Rigid Steel Conduit 
A QUALITY salesman with 
a quality product knows no 
handicaps, no limitations. It is 
easy to sell “Central” Conduit. 
Central Tube Company cooper- 
ates 100% with its jobbers to 
the salesman’s advantage. 
Promise a shipment of either 
“Central Black” or “Central 
White,” and it is on the job 
when you say it will be there— 


when the contractor needs, ex- 
pects and demands it. 


Central Tube Company 
PITTSBURGH 














/ manufacturers’ 


' connected with Robert 


radio trade. This book is a most com- 
prehensive piece of radio merchandis- 
It describes first of all, 
of the four ‘“Balkite” 
being marketed this 


ing literature. 
the entire line 


| units which are 


fall. It gives an accurate statement 
of the entire advertising campaign 


together with the reprints of all ad- 
vertisments which will be used in both 
newspapers and trade papers. 

It also gives complete technical in- 
formation about the use and applica- 
tion of the four namely, the 
“Balkite” battery charger, ‘“Balkite”’ 
trickle charger, the “Balkite B” and 
the “Balkite B 11.” 

This bock will be distributed among 
jobbers and their salesmen. It is the 
sort of book which any jobber’s sales- 
man can use to advantage because it 
put “Balkite” 


units 


enables him to his 


story very effectively before each re- | 


tailer to whom he shows it. 


| office. 


* 


Bradbury Heads Tubular 
Fabric New York Office 
The 


* * 


Tubular Woven Fabric Co. 
has just appointed R. L. Bradbury 
to be in charge of the New York 
He was for six years before 
war with 


the the 


of the most beautiful glass- 


just pub- | 


General Electric | 


Co., and since the war has been with | 


Sibley-Pitman Electric and 


Royal Eastern Electric Co. 


Corp. 
in New 
agent for the Peerless Light Co. in 
New York. Recently he has _ been 
J. Smythe, 
representative, from 


| whom he came to this new position. 


|! sales department. 





* 


Brower with Russell & Stoll 
Fred W. Brower, formerly in the 
New York office of the Tubular Wov- 
en Fabric Co., 


Russell & Stoll, 


* * 


New York, in the 


is now connected with | 


' York, and for a while was purchasing | 
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More Sales— 


Through 

















Better Service 


CONDUIT ELBOWS 
COUPLINGS 
GOOSENECKS 
WALL PLATES 

CONDUIT NIPPLES, ETC. 


IMMEDIATE SHIPMENT 
from factory stock or near- 
est agent—same day order is 
received. 


A strict jobber policy with 
this special service has made 
us favorites with hundreds 
of electrical jobbers and job- 
bers’ salesmen. 

Jobbers are requested t 
write for our Bulletins and 
Discount Cards. 





American Tube & Pipe Bending. . 
NILES 











A GOOD 
BUY 


A majority of the job- 
salesmen of this 
THE 


JOBBER’Ss SALESMAN the 


bers’ 
country consider 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and _ recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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Right now the big selling season 
for lamp guards begins. Get your 
full share of this business. 


Strong, serviceable Hubbell Lamp 
Guards are available in a wide 
variety of types to meet every re- 
quirement. 


Made for hard service — extra- 
heavy steel wire used; electrically- 
welded at every intersecting point. 
No solder. 


Protected against rust — every 
guard thoroughly coated with pure 
block tin. 


HARVEY HUBBELL 


ELECTRICAL WIRING DEVICES 
BRIDGEPORT CONN. U.S.A. 
NEW YORK. N.Y CHICAGO. !LL. 






































0. 6995—Mill No. 6650—locking 
vpe; for No. 5691—all wire lamp guard used 
brass shell guard; for brass with Parabola reflec 


shell sockets. tor. 








4 


MILL TYPE; LOCKING 
For 25-50 Watt Mill Type 


Lamps. 


No. 6992 for Brass Shell 


Sockets. 


No. 6993 for Weatherproof 
Sockets. 





No. 5764—locking 
type; side reflector; 
for brass shell sock- 


ets. 
































ELECTRICAL WIRING 


DEVICES 








HUBBELL Lamp Guards 





5685—locking 
ivpe lamp guard; for 


shell sockets. 
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SLIPKNOT 
FRICTION 
TAPE * 


f] PLYMOUTH RUBBER COMPANY. Inc fh 
(hoe r 





Boost Your Sales 
With Slipknot 


They’ll all buy Slipknot Friction Tape, 
because it is a strong friction tape and 
has proved to be a constant sales re- 
peater. 


Slipknot Friction Tape meets the de- 





mand of all electrical contractors for 
every electrical specification. 


These are only some of the “Reasons | 
Why” it will pay you to get better ac- | 
quainted with Slipknot Tape. 


Slipknot quality is your pro- 


tection for more and bigger sales. 
Marketed. through jobbers only. aa 
Plymouth Rubber Co., Inc. 
Canton, Mass. 


il 


For SERVICE and DEPENDABILITY 


TECCO Wiring Devices 


CONSULT AGENCIES 
A. 8S. DE VEAU 
53 Park Place 
New York, N. Y. 


S. H. STOVER & CO. 
Century Bldg. 
Pittsburgh, Pa. 








E. R. BRYANT 
Congress St. 
Boston, Mass. 


W. A. LEISER & CO. 
1607 Sansom 8t. 
Philadelphia, Pa. 

POPKIN BROS. 
Madison Theatre Bldg. 


A. I. CLIFFORD CO. Dore ae 


Odd Fellow’s Bidg. 
Indianapolis, Ind. 


J. P. LANE, 
Chemical Bldg. 
St. Louis, Mo. 


ELECTRICAL SPECIAL- 
TY CO. 


SAGE & HEARL 
208 N. Canal St. 
Chicago, Ill. 

J. F. MEYN San Francisco, Cal. 

406 Mutual Bldg. Los Angeles, Cal. 

Kansas City, Mo. Seattle. Wash. 
Trenton Electric & Conduit Co., Inc. 


Trenton, New Jersey 











Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 
Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 
tab of speci- 
mens, detach 










The John B. Wiggins Company 
Established 1857 
— Plate Makers Die Embossers 





Engrav 
108 Peopice Gas Bldg. CHICAGO | 








Kolster Radio Enters Field 

The Federal Telegraph Co., New 
York, is manufacturing the Kolster 
line of radio sets. Dr. Frederick A. 
Kolster, an inventor and scientist has 
designed the set which is an eight- 
tube, single-control unit. A six-tube 
set with a dual tuning-control is also 
being marketed, which has the same 
basic characteristics as the eight- 
tube set. Four models are being 
manufactured. 

Rudolph Spreckels is chairman of 
the board of directors. The factory 
is located at Newark, N. J. 

* * * 

Canadian Representatives 

American concerns who are looking 
for an aggressive sales agent to mar- 
ket their products on a commission 
basis in Canada, are sought by the 
Electric Sales Corp., Toronto 2, 
Canada, who pride themselves on their 
excellent connections amongst the elec- 


trical trade in that territory. 
* * 


Wahlgren of U. S. Rubber, 


Promoted 
J. A. Wahlgren has been appointed 
manager of wire sales of the U. S. 


Rubber Co., New York. He = suc- | 


ceeds W. E. Barker, who becomes 
special representative of the com- 
pany’s mechanical sales staff. Mr. 
Wahlgren had been assistant sales 
manager of the wire division since 
1918. 
* * * 
Sleeper Company Secures New 
Facilities and Distributors 
The Sleeper Radio Corp. has in- 
creased its manufacturing space by 


| approximately 60 per cent. This space 
| was available in a new building in 


close proximity to its Washington 
Ave. factory in Long Island City, 
a # 

The company has appointed the 
Langstadt-Meyer Co. of Appleton, 
Wis., wholesale distributor for Sleeper 
products in northern Wisconsin and 
the northern peninsula of Michigan. 
The Duluth Electrical Supplies Co., 
Duluth, Minn., has been appointed 
wholesale distributor in Minnesota, 
eastern North and South Dakota and 
northern Wisconsin. 

* * 
Matthews Revises Prices 

The W. N. Matthews Corp. of St. 
Louis, Mo., has revised all price and 
discount sheets covering its line of 
electrical specialties. Many reduc- 
tions in prices have been made. 








“A Manufacturer’s Agent with a Policy” 


Wm. Timanus McDowell, 
50 Church Street, New York, N. Y. 


Telephones Cortlandt 2267 and 2855. 


Agent for:— 
Bremer Elec. Mfg. Co. 
Toggle & Push Switches. 
Federal Steel Products Co. 
Safety Switches 
Merwin Mfg. Co. 
Pipe Straps 
Titchener Iron Works. 
Staples that Fit. 
Paragon Insulating Co. 
Soldering Paste 
Compressed Wood Corp. 
ud Speakers 
Armstrong & White. 
Cutouts, Receptacles, etc. 


EVERYTHING IN KNOBS, TUBES AND 
CLEATS. 








GENERAL 
PORCELAIN CO. 


- 


rgmta 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension — Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 











|. .YAGER’S 


Soldering 





Paste 





Salts _ 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc. 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 
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PUT YOUR WIRES ON THE SURFACE WITH 


THE WIREMAN’S FRIEND 











MITCHELL MOULDING CO. 


FOREST PARK 


ILL, 





Manufacturers of pole or ground 


wire moulding, 


tree and 


other 


mouldings used in electric wiring. 


Write for list of styles and prices. 











Cum 


PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 


























Wrigley Toggle Bolts 


HOOD SCREWS ON 


TRUNNION NUT 


KO @EC:3,i901 






TOGGLE BOLT 


“Wrigley 


For Quality” 


Made of heavier 


gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 


bolt. 


First toggle bolt 


made. 


THE THOMAS WRIGLEY Co. 


504 Sherman St., Chicago, III. 











Fralick Appoints Agents 

S. R. Fralick & Co., 15 S. Clinton 
St., Chicago, announce the appoint- 
ment of agents in the following terri- 
tories: Holland & Monaghan, 71 Mur- 
ray St., New York, N. Y., with a 
complete stock of “Kwikon” products; 
Geo. W. Hoffman & Co., 2401 Chest- 
nut St., Philadelphia, Pa.; H. E. Par- 
sons, 113 E Franklin St., Baltimore, 





Md.; Walker & Anderson, 120 Frank- | 
lin St., Boston, Mass.; H. B. Parke, | 


305 7th Ave., Pittsburgh, Pa.; Han- 
del-Davies Co., 1300 Union Trust 


Bldg., Cleveland, O., and E. V. Grie- | 


field, Carroll and Sycamore 
Dallas, Tex. S. R. Fralick & Co. 
manufactures the “Kwikon” line of 
conduit fittings. They have recently 
enlarged their factory and are ready 
to take care of the increased business 
in those territories. 
* # # 


Lane and Meyn Form New 
Firm 

J. P. Lane of St. Louis, and John 

F. Meyn of Kansas City, Mo., have 

consolidated their interests and are 
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Radio Products 


Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 
Transformers 
A. C. Tube Audio 


Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street Detroit, Mich. 


“Transformers of Merit for 15 Years’’ 





Sts., | 





now operating as Lane, Meyn & Co., | 


Chemical Bldg., St. Louis, represent- 
ing manufacturers of electrical and 


radio material. 
* * * 


Robertson-Cataract Distributes 
Circle F 


Robertson-Cataract Elec. Co., hav- 
ing stores in Buffalo, Rochester, 
Syracuse and Utica, has become a 
distributor of the Circle F line of 
wiring devices, manufactured by the 
Circle F Mfg. Co. of Trenton, N. J., 
and is now carrying complete stocks. 

* #*# *# 


Latest Trade Literature 
Apco 
dence, R. 


Manufacturing Co., Provi- 
log announcing “‘Apco” radio prod- 
ucts for 1926 has appeared. “B” 
battery chargers, audio transformers, 
resistors and 
described. 


vernier 


Aladdin Mfg. Co., Muncie, Ind.— | 


Catalog No. 25 illustrates in actual 
colors of the product over 80 models 
of table, desk, bridge and floor lamps, 
with both glass and silk shades. 
Multi Electrical Mfg. Co., Chica- 
go.— Bulletin No. 4 describing “Pow- 
erlets,” conduit fittings and special- 
ties. Bulletin is of the loose-leaf 
type and in 16 pages describes com- 


plete line —814 by 10 ine., for job- 


bers’ binders. 


dials are | 





ACME PIPE STRAPS 


Complete Factory Stock 
SPOT SHIPMENTS 
Standard with all Jobbers 


JOBBERS ONLY 


ACME PIPE STRAP CO. 


DETROIT, MICH. 











I.—A new loose-leaf cata- | 





CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 














NORTHE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 
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ways at fault? 









The best sales effort in the world might effect a sale now 
and then, but it’s the follow up specifications that count, 
—the repeat orders—and these are noticeably absent 
when the first delivery was of poor goods. 


Don’t take the chance of killing off your prospective 
good customer by handing him materials which are not 


the best the market affords. 


For example, there are several rigid steel conduits on the 
market, and, of course, they are not all the best. 
is a difference in quality. There are no other brands 
quite the equal of 


“ELECTRODUCT 


(ENAMELED TYPE) 


XDUCT” 


(GALVANIZED TYPE) 


RIGID STEEL CONDUITS 


Specify these brands 
They are THE BEST 





AMERICAN CIRCULAR 
LOOM CO. 


90 WEST ST., NEW YORK 


Boston Atlanta 
3 Pittsburgh Portland 
Chicago Los Angeles 


There 
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WHO IS TO 
BLAME? 


When results are not all that are expected—when sales 
drop off or are even at a standstill, is the Salesman al- 
Not much. Better then look into the 


matter of Quality of the lines carried. 


INDEX TO ADVERTISERS 


A-C:Miieptrical Mie. .Co...2.4..:4...:. a 
Acme Pipe Strap Co............... 121 
Atien=Bradiey Co. :.:.:.......-..:.3.. Sa ea 97 
American Circular Loom Co whee 
American Electric Co... 90 


American Insulated Wi ire & Cable Co..116 
American Tube & Pipe Bending Co..:... 118 


American Wiremold Co.... 121 
Apex Electric Mfg. Co...... ; ide 102 
Arrow Electric Co sna eanuld _ wr bh 
Beaver Machine & “Tool Co.... «pial 
po En a aa eee 121 


Benjamin Electric Mfg. Ge. -25. 29-30- a = 
Benson, Alex R., Co... sal 








a Ae, | Rene eae = 8 
Betts, James H. BOT ae penn! a Oe 
Birtman Electric Co.............. scum << 
Blandin Phonograph Co........... sane 
Bodine Electric Co.................... .....104 
POIRIER, GD ann sa cenan pcckesncscixpsveeresessare 87 
Bussmann Mfg. Co....... ; eat actions . 46 
Ceniwal Tube ‘Co::.........:.... : on 
Chicago Pume. Mew. COs. .icccccicccnsccsn-tncees, OT 
Chicago Solder Co 104 
Clements Mfg. Co See 
Consolidated Lamp “& Glass Co.......... 75 
cal le ES OT Re aaa ae 4 
Cutier-Hammer Mfg: ‘Cosii2-:2000.2..206...50.05 71 
Decatur Pump Co Dri Saniiednienc ey . 68 
Dongan Electric Mfg. FORE: 121 
Eadie, Bawie :Ca:.22.5.2.-..... OG eee 
Eastern Tube & wae ao. 
Economy Fuse & Mfg. Co uss tigeasiansimeaae 
Edison Electric Appliance Co........ ~ 
Edison Lamp Works.................... 

Electrical aeing Laboratories.............. “430 
EMF ELECTRICAL YEAR BOOK........ 107 
Emerson Electric “all 2) OD cotuccan 
Enameled Metals Co... Bona Se 
Exhibitors Supply Co... pecs 118 
Fansteel Products Co... Soup veiiaceieea 103 
Federal Radio Corp................ Et ae 
Firestone Tire & Rubber Co................... 53 
Piexiwe Steel Lacing Co......::.:...1ciJ 106 
Si a ee) Ae. See eae psec 
NT SS do: See ene 34-35 
General Porcelain Co............. vesedeonedaaD 
Gil Gines Co........:...+ eee 
oe iL > SL eee Denassesnereguant we 
Grigsby-Grunow Hinds Co.... is 101 


eeeomurray GleGe OO... kids 
Huvbaera -&@ Co.............. ; 
Hubbell, Inc., Harvey 








Illinois Electric Porcelain Co.................. 64 
Indiana Rubber & Insulated Wire Co....117 
Inland Glass Co... Cee casein vnantees Wy a 
Jefferson Electric Mfg. “Co. Rae ee 95 
Jefferson Glass Co............ tied ieee 
JOnes, TOWNE By. oon S......... ~avseehOO 
Killark Electric Mfg. Co............ 80 
Lincoln Radio Corp...........2.......0.....0++- 102 
McDowell, Wm. T., Wii ioev caiedinseccensa eae 
McGill Mfe. ce... ROS | 
Matthews Corp., w. "N., Scie thon ete eae 
Mitchell Moulding eee | 
Moe-Bridges Co..... cage wrhecs doled divest Oe 
Multi Electric Mfg. Co. So ie eae 
National Carbon Co........................ 91 and 2nd 
pan Anes me. Dag SER LS and 3rd covers 
National Lamp Works.......................<..0. 47 
National Metal Molding Co........... oe Sa 
National Screw & Mfg. Co........................ 58 
Norgnern’ Biectric : Co.-2.....22...0.....5.... 6 
Opalume Sign System..............00000000...... . 12 
Partridge Lumber Co., T. M..................121 


Pass & Seymour, Inc 
Phillips Wire Co... 

Plymouth Rubber Co... 
ee Sa | See 


Radio Corp. of America.................0....0..... 89 

















Refiector & Illuminating Co... 76 
Reliance Automatic Lighting Co. ae ON 
RicharGs & €o0.; Geo. js... ...48-49 
Roach-Appleton "Mfe. | REESE . 51 
ee. 5 Re ae ee 
gc de ane ee ee 85 
Security Electric Mfg. Co........00:............. . 60 
PI GN eo iene hic tericonentduaeitshadactaer 80 
Steel City Electric Co 81 
Se ae 5. Seer ee eet 
Sterling Mfg. Co... ... 96 
Sun-Ray Lighting Products Co... a. 82 
Py GRR TS | SE, ee eee eee 45 
Trenton ‘Electric & Conduit Co............. 120 
Trumbull Electric Mfg. Co.....................---106 
Tubular Woven Fabric Co............. soaetengrs> 65 
By, SE A on cece oraccts 63 
Wanme Iectrig: Coe 2.1... sste est = 


Wakefield Brass Co., F. W... ..Back co 

Westinghouse Electric & Mfg. Co... ds 
Wins. (26 ., 0 .2 Bhs eh ieee 120 
Wirt Co., The .. 25 
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Eveready Radio Batteries 
build business and reputation 


“SINCE my start in business twenty years 
ago,” says Mr. L. C. Blundin, of Phila- 
delphia, Pa., “my policy has been to 
handle first-class merchandise only, and 
give every customer value received for 
his money. I can’t think of another article 
in my store that fulfills that better than 
Eveready Radio Batteries. 


“Such lines as Eveready | EVEREADY HouR EVERY JUESBAY 


at 


they are the livest possible prospects for 
Eveready Radio Batteries, if indeed they 
do not already handle them. ‘Tell your 
dealers that the liberal use of Eveready 
display material in windows ties in with 
Eveready advertising and increases sales. 
Make sure they have stocks of the sur- 
passing Evereadys. 


Manufactured and guaranteed by 


Radio Batteries help build 
a merchant’s reputation.” 


There are men like Mr. 


Eastern Standard Time 

For real radio enjoyment, tell your cus- 
tomers to tune in the ‘‘Eveready Group.”’ 
Broadeast through— P 
WEAF New York WSAI Cincinnati 
WJAR Providence ww) poe e 
WEE! Boston Minneapolis 

Philadelphia “C©® ) st. Paul 

WGR_ Buffalo WOC Davenport 
WCAE Pittsburgh 


NATIONAL CARBON CoMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Dallas 


Kansas City Pittsburgh 


Canadian National Carbon Co., Limited 
Toronto, Ontario 


Blundin in every town, and 


EVEREADY 


Radio Batteries 


last longer 








Plenty of stores like this in your 


neighborhood need better lighting 


Contractors who 
demonstrate 


“Red Spots” 
get the business. 


REmgBPOT 


HE opportunity to sell store lighting equip- 
ment is everywhere. Half the contrac- 
tors on your books can sell—if they try. 


The easiest equipment to sell is the Standard 
“Red Spot’’ Hanger. It has the combination 
of price and quality that appeals to the mer- 
chant’s sense of good value. It has the ‘‘snap” 
that appeals to his eye. 


And from the lighting contractor's standpoint, 
the ‘Red Spot”’ is the most desirable unit to sell 
because it is quick and easy to wire, hang and 
balance, so it goes in at lowest labor cost which 
adds to the solid profit you both make on the 
material. 


The F. W. Wakefield Brass Company, 


Vermilion, Ohio 


Pacific Coast Representative: 
Geo. A. Gray & Co., San Francisco and Los Angeles 


The merchant 
who sees that he 
needs light will 
buy it. 


RELQ@SPOT 
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